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Sparks 


Truck selling demands a siaiise | 


load of work. 
. * 


Like Prewar 


Among the 75,000 applications for |/ 


‘|Dispute at Bendix 


patents filed by German invento 
is one for a Diesel farm tract 
said to use 40 percent legs fuel 
present models. A patent offic 
not yet been —l, 5 
military government. | 


$ 
Border Traffic 


At least 8 percent re Ameri- 
can cars entered Caywada in Feb- 
ruary of this year than in the 
same month last year, the Cana- 
dian government reports. During 
the same month, there was an in- 
crease of 32 percent in the number 
of Canadian vehicles returning 
home. 


* + 
Money Makers 
Parking meter income in 62 
large cities averaged more than 
$74 @ machine last year, accord- 
ing to Municipal Finance Offi- 
cers Assn. 
Maintenance, repairs and col- 
lections averaged $6.99 annually 
per machine. 


Behind my Send 


Some Washington sources say 
that reports of record auto sales 
may block efforts to get modifica- 
tion of Regulation W to allow 24 
months to pay. 

However, the story behind the 
sales records is one of hard selling, 
spring and trading away of dis- 
counts in many cases. And what 
happens at the turn of the season 
in July? 


as 
the 


Top Cars 
New-car registrations for all 
states in January, plus 46 states 
for February and 15 states for 
March: 
1949 Pos. 
1—114,361 
2— 79,389 
3— 59,343 
4— 53,260 
5— 34,244 
6— 31,058 
i— 29,480 
8— 22,805 
9— 20,732 
10— 19,775 
1l— 17,503 
12— 16,806 
13— 13,687 
ti 


Make 1948 ~*~ 


562,868 541,166 
For further details see page 
40, today’s issue. 


The Newspaper of the Industry 


Reflects Trend 


Nash Forced to Shut; 
Ford Workers Voting 
On Speedup Charge 


By Mac Gordon 


Associate Editor 


ABOR REBELLION against im- 

proved efficiency in automotive 
production methods gave the in- 
dustry increased cause for alarm 
last week. 

Some 7,500 employes of Bendix 
Products division in South Bend, 
a key parts supplier, hit the 
bricks Wednesday morning in 
what the union called an “anti- 


| speedup” strike formally author- 


ized by the UAW-CIO executive 
board. 


Hourly rated workers at the 
Ford Rouge plant were completing 
a vote at week’s end expected to 
approve strike action in protest of 
rising output volume. The Ford 
dispute had not yet been submitted 
to the UAW board for authoriza- 
tion. 

* + * 
T= BENDIX tieup, halting the 
flow of brakes, forced Nash to 
close down indefinitely Thursday 
night. Potential production threats 
also were faced by the General Mo- 
tors divisions and the independents. 

It appeared that the union had 
chosen Bendix as a test case in a 
new two-pronged campaign — de- 
signed both to bring on a show- 
down over production rates and to 
divert the public’s attention away 
from the UAW’s 1949 wage demand 
situation. 

ition of the Bendix dis- 
pute by the UAW board marked 
the first time since the war that 
‘the union leadership had ordered 
a strike over an alleged “speed- 
up.” Pro-Communist elements in 
the union have for some time 
been complaining against output 
rates, but until now without any 
official nods from President Wal- 
ter P. Reuther and his staff. 

The Bendix strike call was issued 
after company officials turned down 
a final demand from the union for 
a wage guarantee plan which the 
management said would imperil the 
efficiency of the incentive produc- 
tion system. 

* > 7 
ENDIX PRODUCTS Local 9 of 
the UAW also asked for re- 
instatement of the 47 brake shoe 
workers who precipitated a wildcat 
walkout several weeks ago after 
(See LABOR, Page 44, Col. 3) 


Racket Worked on Dealers 


Automotive News does NOT authorize photographers to take por- 
traits of new and used-car dealers for use in this publication. 


Recently photographers, purportedly representing the International 
Photo Service, 145 W. 57th St., New York City, tried the racket on 
Fort Lauderdale (Fla.) dealers. International Photo Service denied 


the accusation. 


Last week two photographers, Messrs. Fox and Anderson—repre- 
senting themselves as working for International Photo Service— 
approached several New York area dealers with a similar proposi- 
tion. We are investigating means of prosecution. 
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Output Sets Third Mark in Row 
As Strikes Threaten Productivity 


~~ 1128,250 Vehicles 


Car Production Estimates 
By Automotive News 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Apr. 23, 
1949 


Chevrolet 

Oldsmobile 

Pontiac 
KAISER-FRAZER .... 


378 


Total Cars, U.S. ....103,231 


+Station wagons and Jeepsters. 


Same 
Week, 
1948 
20,150 
3,006 
2,320 
5,702 


dan. 1 
to 
Apr. 24, 
1948* 


254,918 
36,709 
28,114 
74,503 

115,592 

170,565 

136,520 

4,875 
29,170 

515,534 
91,759 
15,607 

257,578 
64,355 
86,235 
54,839 
20,767 
34,072 

8,794 
41,306 
42,135 
23,902 

14,616 50,565 
1,275 11,506 


322,517 1,174,064 1,385,605 


Week 
Ended 
Apr. 16, 
1949* 
22,274 

2,934 
2,246 
5,081 
12,013 
21,402 
16,717 
607 
4,078 
44,895 
7,884 
1,648 
22,836 


Apr., 


Jan. 1 
1949 to 


Apr. 23, 
1949* 
263,445 

35,532 
26,851 
59,568 
141,494 
327,631 
258,709 


to 
Date 


68,216 
9,183 
6,864 

14,739 

37,430 

67,974 

52,986 
1,892 

13,096 

143,753 

25,525 
5,755 

72,362 

18,166 

21,945 
5,333 

266 
5,067 
451 

10,889 
8,130 
1,880 


101,406 


* Revised. 


(See Truck table on Page 45) 


Hudson Comes Out Fighting 
On 40th Anniversary 


FyoDeon USED its 40th birthday 
candles last week to light a 
new flame under the industry’s 
competitive market, 
G. H. Pratt, sales vice-president, 
asserted that the Hudson “comes 


Willys Directors 
Due to Name 


Mooney Successor 


OLEDO. — James D. Mooney, 

board chairman and president 
of Willys-Overland Motors, Inc., 
since January, 1946, announced last 
week that he had submitted his 
resignation from the operating post 
of president. 

This action was taken several 
months ago, he stated, but he 
continued to act as president in 
addition to board chairman until 
such time as the board of direc- 
tors agreed upon a successor as 
president. 

It is understood that a younger 
executive within the organization 

was being sought to take over the 
presidency. The next regular meet- 
ing of the board is scheduled for 


May 19. 
‘T CAME to Willys-Overland more 
than three years ago on the 
definite contractual basis that I 
was to carry the dual responsi- 
bilities of board chairman and 
president for only one year,” said | 
Mooney. “At the end of that year 
a new president was to be selected, 
thus enabling me to concentrate | 
(See MOONEY, Page 42, Col, 4) 


+ * * 


closest to fulfilling America’s vision 


|of the postwar automobiles.” 


Pratt announced opening of a 
Revelation Ride program, under 
which the 2,300 Hudson dealers 
will conduct an intensified dem- 
onstrator campaign to coincide 
with the spring selling season, 

In a nationwide radio program 
over the Mutual Broadcasting Sys- 
tem, Hudson President A, E, Barit 
declared that the return of normal 
competition to business should be 
looked upon as a rare opportunity 
for alert salesmanship. 

+ * + 

HISTORY of Hudson noted 

that the company was organ- 
ized in the winter of 1908-1909 by 
eight founders. 

Pratt declared that the new Hud- 
son boasts “the most important, 

(Continued on Page 43, Col, 1) 


Built in Week 


Car Total Still Rising 
With 103,231 Units; 
Packard Off 3 Days 


By Bernie Thomas 
Associate Editor 


To NARROW gap between sup- 
ply and normal demand in the 
auto industry was bridged further 
last week. Despite shutdowns at 
Nash and Packard, U.S. car and 
truck production soared to a new 
postwar high for the third week in 
a row. 

Last week’s postwar mark, ac- 
cording to Automotive News’ esti- 
mates, included 103,281 cars and 
25,017 trucks—a total of 128,250 
units. Passenger-car output by 
itself was at a postwar peak, 
That effort succeeded the pre- 
vious week’s postwar peak effort 
which, after revision, comprised 
101,406 cars and 25,242 trucks for a 
total of 126,648 vehicles, 

If all plants are at work this 


week, U.S. car and truck output ~~ 


should top a 130,000 total. But 
labor tieups last week closed Pack- 
ard on Wednesday and Nash on 
Thursday. The former’s labor strife 
was partly internal, while the lat- 
ter’s stemmed from recurrence of a 
strike at the Bendix plant in South 
Bend. 

A GM spokesman said the Ben- 
dix strike would not affect the cor- 
poration’s plants “unless it is a 
long drawn-out affair.” 

* * * 


UT ON the whole the automo- 

tive production front was 
brighter than ever last week. It 
appeared likely that, barring more 
serious labor tieups, U.S. car and 
truck output in the second quarter 
of 1949 would reach the highest 
point since 1929. 

Whereas a year ago many plants 
were laying off workers and idling 
assembly lines because of steel 
shortages, some of them are now 
out recruiting labor for overtime 
or second-shift operations. 

Current and future car and 
truck output is being geared to a 
steel supply that reportedly gets 
better with each passing week, 
Steel, auto officials say, is no 
longer a problem, 

The production of 427,500 cars 


|and 105,000 trucks is expected this 


month. In May, output will be in- 
creased to 441,000 cars and 106,000 


(Continued on Page 45, Col. 1) 


More Sunshine Jobs? 


Factories Upping Convertible Production 
Following a Cold Market 


ITH the arrival of get-out-and- 

go weather, the factories are 
accelerating plans to step up pro- 
duction of convertibles and intro- 
duce new sporty models. 

No sales breakdown figures are 
available on convertibles, but re- 
ports from the field indicate that 
winter-amassed backlogs are being 


In This Issue 


Registrations, Prices 
Used-Car Auctions 
Production by M: 


whittled down by rising spring de- 
mand. 

Factory spokesmen conceded in 
an Automotive News survey that 
convertibles have long been in a 
tight buyer’s market, with their 
higher prices acting as a deter- 
rent to sales even in California 
and Florida. 

But sales have been aided on 
most makes in recent weeks by 
the emergence of the sun and sub- 
stantial price slashes on some lines. 

os 7 


i ANY event, there has been no 


abandonment of peavey an- 
(Continued on Page 41, Col. 1 
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Report No Facilities for Production . . . 
Tucker Trustees Find Only 2 Rays 


CHICAGO.—There are only two| plant was plentifully supplied with| concerned with 


rays of light in the otherwise dark 
Tucker Corp. picture. 

Such was the conclusion of Aaron 
Colnon and John Chatz, trustees, 
in the first report to Federal Dis- 
trict Judge Michael L. Igoe, cover- 
ing the period of reorganization 
between March 3 and March 31. 

On the favorable side, they dis- 
closed, are the Tucker subsidi- 
ary, Air Cooled Motors, Inc., 
Syracuse, N. Y., which is “con- 
tinuing satisfactory production of 
airplane engines” and is worth 
maintaining as a going business, 
and certain patents on turbo-jet 
and gas turbine engines assigned 
to Tucker Corp. by Secundo Cam- 
pini, Italian jet propulsion engi- 
neer, retained by the company. 

Coming as surprising revelations 
were findings of the trustees to the 
effect that the company lacks as- 
sembly lines, equipment and other 
facilities necessary for manufactur- 
ing automobiles. In both instances 
their report took sharp issue with 
Preston Tucker, president and 
founder of the company bearing 
his name. 

Tucker and other former officials 
had contended on a number of 
occasions that the big Chicago 






OS ANGELES.—A jury decided 

here last week that Ford Motor 
Co. and certain of its executives 
did not conspire to exclude Robert 
H. Rust, a retired Paducah (Ky.) 
dealer, from getting a Ford dealer 
franchise in Beverly Hills, Calif. 


Rust had asked $1,250,000 dam- 
ages. With Harry Bennett, for- 
mer Ford executive, testifying in 
his behalf, Rust’s suit named 
Henry Ford Il, J. R. Davis, W. 
K. Edmunds and other Ford offi- 
cials as defendants. 


Rust claimed that he and Ed- 
munds, Chicago regional manager 
for Ford, had agreed to go into a 
partnership on the Beverly Hills 


Comparisons 


Four-Door Sedan Prices 


. Advertised-Delivered 
(As of Apr. 21) 


Plymouth Special Deluxe ....... 
Studebaker Champion Deluxe. 
Pontiac Streaml. 6 Standard. 
Studebaker Champion Regal Del.. 
Pontiac Chieftain 6 Standard. 
Nash 600 Super .... 

Pontiac Serene. 8 Standard. 
Oldsmobile 76 Town Standard. 
Pontiac Chieftain 8 Standard... . 
Oldsmobile 76 Standard 

Nash 600 Super Special ......... 
Pontiac Streaml, 6 Deluxe ...... 
Dodge Meadowbrook ........... 
Pontiac Chieftain 6 Deluxe ...... 
Pontiac Streaml. 8 Deluxe ...... 
Pontiac Chieftain 8 Deluxe. 
Dodge Coronet eee 
Oldsmobile 76 Town Deluxe ..... 
Oldsmobile 76 Deluxe ........... 
Kaiser Special 

DeSoto Deluxe ..... .‘s 
Studebaker Commander Deluxe .. 
Dodge Coronet Town ...... a 
Mercury 

Studebaker apemantee ae: D. 
Chrysler Royal .... 

DT Sie ccedeccse cecstics 
EE aac oss st ieca esse 
Kaiser Deluxe ..... wee aeeee 
Nash Ambassador Super biseheen 
Hudson Super Six .... 

Nash Ambassador Super Special. 
Oldsmobile 88 Town Standard. 
Oldsmobile 88 Standard .. aan 
Packard Eight .......... 
Hudson Super Eight ...... 
Studebaker Land Cruiser 
Chrysler Windsor .... 

Nash Ambassador Custom 
Hudson Commodore Six . peak 
Oldsmobile 88 Town Deluxe...... 
Oldsmobile 88 Deluxe OE 
Hudson Commodore Eight Pare 
Oldsmobile 98 Standard 

Packard Eight oan < 
Frazer Manhattan alas based who 
Oldsmobile 98 Deluxe ........... 


Ohrysier New Yorker ........... 
caaeee Senee Meeks Tis eaee wed 


Packard Oustom Eight 
Cadillac Series 60 Special ....... 





Dealer Loses Ford Suit 


L. A. Jury Throws Out $1% Million Claim 
Charging Broken Franchise Promise 





inventories of materials and with 
facilities for quantity assembly of 
Tucker cars. 

Lack of such facilities and a 
dwindling of cash assets to $69,- 
035 make it “impossible to at- 
tempt to manufacture automo- 
biles at this time,” the trustees 
pointed out in their report. 
Disbursements during the period 
of reorganization through March 
31 amounted to $52,235, as com- 
pared with $131,000 in the last 
month under company manage- 
ment, the report added. 


Under their plan of operation, 
the trustees said, they are chiefly 


Hearing May 16 to Open 


Oil Firm Trust Suits 

AUSTIN, Tex.—A hearing on the 
antitrust suits against 10 major oil 
companies operating in Texas has 
been set for May 16 in 98th district 
court here. 

The suit was brought by Atty.- 
Gen, Price Daniel. It alleges the 
companies have violated the anti- 
trust laws of the state in fixing 
and maintaining uniform and non- 
competitive tank wagon prices on 
gasoline since July 1, 1946. 






franchise in 1944. Edmunds, Rust 
said, had an oral okay from Ben- 
nett. 
* . * 

DMUN DS resigned his Ford post 

in connection with the partner- 
ship, aecording to Rust. Rust said 
he: 

1. Made a deposit of $7,500 on 
a lease. 

2. Hired an architect to draw 
plans. 

3. Put up $1,000 on a temporary 
location. 

Edmunds, Rust said, deposited 
$10,000 in a southern California 
bank in a partnership account. 

+ 7 * 
(TEEN. Rust charged, Ford and 
other officials improperly inter- 
fered with the partnership by in- 
ducing Edmunds to abandon it and 
resume his duties at Chicago. 


Ford attorneys retaliated here 
that Rust was the one who in- 
duced Edmunds to leave Ford 
Motor Co., thereby taking away 
a “highly skilled and trained em- 
ploye of great value.” 

For dissolving the partnership, 
which was terminable at any time, 
Rust charged that Ford Motor Co. 
remunerated Edmunds with a $20,- 
000 bonus in 1947. 

- * * 

HE JURY decided in favor of 

the defendants after a week of 
deliberation, during which one of 
the 10 women jurors suffered a 
heart attack. She was replaced by 
an alternate. 

Edmunds started with Ford 
Motor Co. 32 years ago as a por- 
ter, subsequently rising to a post 
reportedly now paying him $50,- 
000 annually. 

Ford executives, represented by 
Attorneys Frank B. Yoakum jr. 
and James C. White jr., contended 
that Rust was in court with “un- 
clean hands,” because he attempted 
to “lure away” Edmunds during a 
period when Ford Motor Co. was 
engaged in in postwar reconversion. 





Austin Pi Prices 


Start at $1,495 


NEW YORK.—Austin delivered 
prices here now start at $1,495 for 
the half-ton trucks, as a result of 
the recent price reductions, it is 
announced by James F. Bramley, 
acting vice-president in charge of 
U. S. sales. 

The half-ton panel delivery and 
pickup truck units each were cut 
$200. The Dorset two-door sedan, 
cut $75, now lists for $1,520 deliv- 
ered here; the Devon four-door se- 
dan, cut $125, lists for $1,595, and 
the Countryman station wagon, cut 
$125, lists for $1,870. 





“preserving and 
protecting assets.” 

Tucker stock, brought out at $5 
a share, was adversely affected by 
the report of the trustees, dropping 
to a new low of 62% cents bid. 

Payrolls of the maintenance crew 
being retained at the plant require 
funds which, it is hoped by Colnon 
and Chatz, will be realized by the 
sale of such company belongings 
as a $32,000 house in suburban 
Hinsdale, an airplane, several hun- 
dred tons of steel and a small 
amount of carpeting materials. 

In the first case of its kind 
here, Dr. Leonard S. Szumkowski 
of Chicago obtained a warrant 
in police court for the arrest of 
William P. Fryer, who was 
charged with obtaining money 
under false pretenses. The plain- 
tiff said he paid Fryer $235 last 
Aug. 2 for accessories on a Tuck- 
er car that was never delivered. 
The special federal grand jury 

investigation into Tucker opera- 
tions resumed after an Easter 
weekend recess. First to be called 
before the jury were James 
Stearns, former Tucker Corp. con- 
troller and treasurer, and James 
Lynch, a Midwest contest judge on 
the technical committee for races 
under American Automobile Assn. 
sponsorship. 

Between 70 and 75 witnesses have 
given testimony, some of them 
appearing several times, during the 
nine weeks since the grand jury 
investigation got under way Feb. 21. 
Reports were current that the jury 
is nearing the finish of its probe. 
The signal in this direction has 
been recent trips to Washington by 
at least two government attorneys, 
supposedly for purposes of making 
arrangements to wind up the De- 
partment of Justice case. 

Two airplanes owned by the com- 
pany were sold at auction for $27,- 
500 by the trustees, subject to ap- 
proval of Judge Igoe. 


* * * 


Tucker Firm Quits 


In Alliance, O. 

ALLIANCE, O.—Alliance-Tucker 
Motor Co., of this city, has been 
dissolved. Anthony Mondok was 
president of the firm and Charles 
W. Merriman, secretary-treasurer. 


There are profit-making opportunities in 
AUTOMOTIVE NEWS Want Ads. 





GERMANS SEE PEOPLE'S CAR—A dozen years ago, Adolph Hitler promised the new Volks- 


wagen to any German with the 1,000 marks 


reached the people, although military models were used b 
Now at Wolfsburg, they are bein 


and Russia. 


a price tag of 5,300 marks ($1,590). As yet, 


dollar-mark ——— rate pegs the price too high. 
air. They are powered with air-cooled rear engines—(Acme photo) 


German industries 


to pay for it. 


The war intervened and none 
the German army in North Africa 
at the rate of 40,000 a year with 
the cars aren't sold in the U.S. because the 
One has come to New York for the 


produce 


Auto Financing Regains 
Part of January Slump 


WASHINGTON. — February 
financing of retail automobile sales 
rose 9 percent over January, ac- 
cording te Federal Reserve Board 
statistics. January volume had been 
down 15 percent from December. 


Meanwhile, retail financing of 
other consumer goods declined 15 
percent from a January volume, 
which had also been down sharp- 
ly from the December level. 


The FRB said the increase in to- 
tal automobile paper acquired by 
sales finance companies reflected 
an upward trend in the transaction 
of all classes of motor vehicles. 
Only the financing of used trucks 
failed to show a significant rise 
from the January level. 


All types of finance paper on 
other consumers goods during Feb- 
ruary was in smaller volume, ex- 
cept on refrigerators and other 
household appliances. The sharpest 
drops showed in repair and mod- 
ernization activity. 

The volume of wholesale automo- 
tive paper acquired in February 
was less than in January, but out- 
standing balances owed by dealers 
continued to expand, the FRB said. 
Wholesale financing of other goods 
was up in February and outstand- 
ing balances also rose during the 
month. 

Retail automotive financing 

during February involved 133,128 


With Civic Accent 





BOSTON DEALERS MAP HOSPITAL DRIVE—Here are representatives of the Boston metro- 


politan car dealers group discussing the 
the expansion of the city's Children's hospita 
paign chairman; Joe Hughes, Hughes Stes 


aor for dealers in the raisin 


of $11,500,000 for 
Left to right: Richard S. Robie, general cam- 
Mart, chairman of the dealer group; A. C. 


White, vice-president, Un versal CIT Credit Corp., and Frank H. Wing, Lawton-Wing Co., 
chairman of the drive's automotive section. (See story on Page 3). 





DEALERS HOST NURSES AT BENEFIT—When a benefit was popes for St. John's hospital, 


Santa Monica, Calif., Tom Lynch 


center, were host to all the hospital's off-duty nurses. 
benefit committee, provided transportation for the nurses and arranged for a 
which sped the caravan through the heavy traffic. 


Lincoln-Mercury), left), and Lin 
The dealers, who also served on the stage a large automotive parts and 


Anderson (Pontiac-GMC), 


lice escort 


This public relations and goodwill-building 


endeavor won high praise for the two public-spirited dealers. 


vehicles for a dollar volume of 
$137,473,334. 

Of that total, 44,013 were new 
passenger cars; 9,926, new trucks; 
72,766 used cars, and 6,418 used 
trucks, 

Thus February retail automotive 
financing involved the following 
unit increases: new cars, 10 per- 
cent; used cars, 13 percent; new 
trucks, 14 percent, and used trucks, 
6 percent. 


Retail finance volume in each in- 
dividual category rose as follows: 
new cars, 10 percent; used cars, 13 
percent; new trucks, 13 percent, 
and used trucks, 1 percent. 

Wholesale automotive financing 
in February involved 208,448 ve- 
hicles, of which 186,508 were new 
cars and trucks, and 21,940 used 
cars and trucks. 

Wholesale automotive financing 
accounted for 79 percent of all 
types of February finance activity. 


Houser, Reis 
Are Elected to 
K-F Board 


NEW YORK. — Theodore V. 
Houser and J. F. Reis have been 
elected directors of Kaiser-Frazer 
Corp., it was announced Thursday 
by Henry J. Kaiser, chairman. 

Houser, vice-president in charge 
of merchandising for Sears, Roe- 
buck and Co., maintains his busi- 
ness headquarters in Chicago and 
has been continuously engaged in 
merchandising since his graduation 
from Iowa State college in 1915. 
He joined Sears in 1928 and in 


'|January, 1939, was made merchan- 


dising vice-president and a director 


‘lof that company. 


Reis, vice-president in charge of 
finance of Kaiser-Frazer_ since 
June, 1946, has been associated 
with Kaiser enterprises in execu- 
tive, financial and administrative 
capacities for the past 27 years. 

Election of Houser and Reis fills 
two vacancies on the board. 


Dealer Slashes 
British Fords 


MILWAUKEE.—The local dealer 
for the British Ford cars here an- 
nounced a cut in price of about 
$500 on 1949 models, including 
trucks. The two-door car, the An- 
glia, which had been selling here 
for $1,445, now sells at $995; the 
four-door model, the Prefeet, is 
now listed at $1,275 instead of $1,- 
676, and the half-ton panel truck 
is now $995 instead of $1,681. 

Heiser Motor Co. is the dealer 
for the British cars in Wisconsin, 
in addition to American Fords. 
Walter Andrews, sales manager, 
attributed the cut to “a forunate 
purchase” of a large stock of Brit- 
ish cars in the East, The new 
prices, it is said, are in some in- 
stances lower than the cost to 
Heiser on the old basis. 


Baltimore Wholesalers 


Plan Show May 3-5 
BALTIMORE. — The Baltimore 
Automobile Wholesalers’ Assn. will 


equipment show at Carlin’s arena 
on May 3-5. 
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A Laces every dealer knows 


L. M. Stewart (Chrysler), St. 
Louis. He was born in Scotland 
and, although he has labored in 
this field for 36 years, he is on the 
under side of 60. He has been hon- 
ored by this trade by having been 
elected president of the Greater St. 
Louis Automotive Trades Assn., 
and as treasurer of NADA for sev- 
eral terms. 


Lou’s advice and observations are 
sought eagerly by many dealers. 
The conductor of this column, 
therefore, was greatly pleased when 
Lou graciously and generously 
agreed to conduct this column in 
his absence. Here is Lou’s column: 

“While I have never functioned 
as a columnist, I feel that my 
good friend, John, for many years 
has rendered the automobile deal- 
ers of America a very genuine 
service and was continuously car- 
rying their torch, and therefore 
that this was probably an oppor- 
tunity to do a service for him. 

“He has assured me that I am 
free to write on any topic that 
would, in any way, be of interest to 
dealers, and I presume this would 
be the question which, seemingly, 
is in the minds of all dealers, and 
that is, ‘Now that the honeymoon 
seems to be over, what is the out- 


look to the dealers from here on?’ 
* = ” 


Drastic Readjustment 


Due in 1949 


“J attended the National Automo- 

bile Dealers’ Assn. convention 
in San Francisco and met dealers 
from all parts of the country and I 
could not fail to be impressed with 
the earnestness of the dealers, par- 
ticularly in their attitude towards 
the immediate future. 

“In my opinion, the business of 
retailing automobiles will prob- 
ably experience a more oe 
readustment in 1949 than 
other business. I doubt if Gune 
was any other commodity where, 
for three continuous years, it was 
so decidedly a sellers’ market, 
and, unquestionably, unprece- 
dented profits were experienced 
by a great majority, if not all, of 
the automobile dealers. But while 
we were accumulating these at- 
tractive profits, we were also 
acquiring some liabilities and 
they weren’t all the type that 

our balance sheets reflected. 

“The liabilities I have in mind 
are such things as the demoralizing 
influences that crept into our busi- 
ness lives, because of the careless- 
ness with which we built up ex- 

pense schedules; the tendency to 
let down in the maintenance of 
daily controls of our business; the 
fact that as merchants we discon- 
tinued the use of our greatest asset 
—our talent to sell, This was a tal- 
ent that the automobile dealers had 
to a conspicuous degree, and it was 
so recognized by the American pub- 
lic for many years. 

“Another liability which we ac- 
quired during this lush period was 
the failure of many to realize the 
tremendous importance of public 
relations. Many of us formed the 
bad habit of thinking of the last 
figure in our operating statement 
and didn’t spend enough time 
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Dealers tell me 


By John 0. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


AUTOMOTIVE NEWS, APRIL 25,1949 , ea “) 















studying all of the other figures 
that bore on the last figure. 
* 7 + 


Good Profits Seen 


If Dealers Work 


‘I THINK that 1949 is going to be 
a very interesting year and I 
think also that it is capable of good 
profits for the automobile dealer— 
probably not as good as in 1947 and 
1948. But, in comparison to normal 
years, I think our profit experience 
can be excellent, provided we are 
willing to spend the time and effort 
necessary to rid ourselves of some 
of the liabilities I have mentioned, 
and, unquestionably, many I have 
not mentioned, but which were ac- 
quired more or less as a by-product 
of a decided sellers’ market. 

“Sure, there will be a dealer mor- 
tality in 1949, and probably a 
greater mortality in 1950. The mor- 
tality will be of dealers who haven’t 
been able or willing to fortify 
themselves against the dangers of 


demoralization that crept into our 


business during the ‘honeymoon’ 
period. 

“It was thought that the ad- 
justment of going from a sellers’ 
market to a buyers’ market 
might be a gradual process, but 
there is plenty of evidence in the 
first quarter of 1949 to cause us 
to be fearful that it may be more 
rapid than was anticipated. 

“It would seem that quite a sig- 
nificant percentage of the present- 
day dealer population became deal- 
ers in the last three years, and the 

only conditions under which they 
have operated are the abnormal 
conditions which existed during the 
three-year ‘honeymoon.’ These are 
the dealers that had better watch 
out because this readjustment of 
going from abnormal to normal 
market conditions might be quite 
a jolt to those who haven’t been 
case-hardened by bad years. 
* * . 


Business Management 


Called Vital Need 
“ZT WOULD seem to me that 

much could be done along busi- 
ness management lines that would 
be tremendously helpful to the 
dealer body, particularly to those 
dealerships who have never known 
anything but a buyers’ market, and 
I think it is regrettable that the in- 
dustry isn’t better organized to ren- 
der this kind of service to the 
dealer population. It would seem 
that few man:facturers are very 
well organized to render this type 
of service to the dealers, and I 
wonder if this isn’t a challenge to 
the dealer associations throughout 
the country to organize themselves 
to render a very tangible service to 
their members. 

“Dealer associations on the na- 
tional, state and local levels prob- 
ably never were stronger than 
they are today, from a member- 
ship standpoint, and, I presume, 
from a treasury standpoint. I 
rather think that the problem 
confronting these associations is 
probably of maintaining member- 
ship interest. I am of the opinion 
that if the dealer associations 
hope to hold their membership, 
they must give serious considera- 
tion to rendering their members 
@ genuine service, and I know of 
no more valuable service which 
the associations could render 
their members than to be in a 
position to counsel them along 
business management lines. 
“Membership in an association 

would be of very real value if the 
association had a well organized 
dealer analysis department, capable 
of analyzing, on a_ confidential 
basis, the members’ balance sheets 
and operating statements and not 
only be in a position to counsel 
with the individual dealer as to his 
own operations, but issue, from 
time to time, statistics that each 
member could compare with his 
own operations and thereby detect 
any particular phase of his opera- 
tions which seem to be out of line 
with the average experience of the 
entire group.” 





























































Political Gift Brings 
Dealership $1,650 Fine 

DETROIT.—Northwest Chev- 
rolet Co. was fined $1,650 in 
Federal District court last week 
for having made financial con- 
tributions to the Republican 
party in violation of the Federal 
Corrupt Practices Act. 

Northwest was indicted in 
February with four other De- 
troit area dealerships, all of 
whom had pleaded nolo conten- 
dere. Still awaiting sentence 
were North Bros., Inc., Merollis 
Chevrolet Sales & Service, 
Hickey Motor Sales, Inc., and 
Kessler Motors, Inc. 















Truman Picks 10 Dealers 


Will Serve on Seven Technical Committees 
At President’s Safety Conference 


ASHINGTON.—Sixteen dealers| president of Studebaker Corp.; 
and representatives of the auto-| Fred L. Haller (Hudson), first vice- 
mobile and tire industries were| president of NADA, and Charles 
named last week to serve as mem-| Smith (Nash), chairman, Oklahoma 
bers of seven technical committees | Inter-Industry Highway Safety 
of the President’s Highway Safety | Committee. 
Conference to be held here June 1-3. = 
“Because of their outstanding OMMITTEE on accident rec- 
work in the promotion of high- ords: Roy J. Devereaux of B. F. 
way safety activities,” the follow- | Goodrich Co., chairman, District of 
ing were selected: Columbia IHSC, and R. L. Fry 
Committee on laws and ordi-| (Dodge), chairman, Idaho IHSC. 


nances: K. B. Elliott, sales vice- Committee on education: Larry 










By Gordon Hebert 
Staff Correspondent 


Boston Dealers 
Open Drive for 
Hospital Fund 


group of the 


hospital expansion drive. 


with $9,350 in the kitty. 


committee named by 


State Auto Dealers Assn. 


Joe Hughes, head of Hughes Mo- 
tor Mart, Cambridge, who is chair- 
reater Boston 
car dealers’ group, was appointed 
head of this committee. With him 
will serve: Charles N. Kane of Mo- 


man of the drive’s 


tor Car Co. of New England (Pon- 
tiac) ; 


land, Inc., and Mirak. 

Others serving on the car dealers’ 
committee 
clude: V. A. Hicks, Grandall Hicks 
Co. (Austin-Crosley); Benjamin C. 
Wheaton, Wheaton Motor Co. (Cad- 
illac); Robert E. Introne, Shawmut 
Motor Mart (Chrysler); George 
Kramer, Brookline Motor Sales (De- 
Soto); Albert J. Moll, Porter Station 
Garage, Inc. (Dodge). 

Albert J. Oliva, Russell Burnett 
Co. (Ford); John Duby of Duby- 
Hudson Co.; Roy F. Harris, Harris 
Motors, Inc. (Kaiser-Frazer); Nish 
Atamian, Somerville Nash Co.; Law- 
rence J. Thibault, Thibault Bros., 
Inc. (Oldsmobile); Arthur Houlihan, 
Medford Auto Co. (Packard), and 
Charles E. Wyman, Ellery Garage, 
Inc. (Packard); Joseph Levin 
Homestead Motors, Inc. (Stude- 
baker); Egerton B. McNair of For- 
eign Motors, Ltd., Brookline, for- 
eign car dealer. 

Charles Hurwitz, Highland Motor 
Exchange, is heading the used-car 
dealers committee, and Louis Blu- 
menthal, Auto Sav-Yard, is chair- 
man of the auto wreckers commit- 
tee in the group. 


Sell Heads Up 
Duluth Dealers 


DULUTH, Minn.—Vernon W. Sell, 
of Howard & Sell, Inc., is the new 
president of the Duluth Automobile 
Dealers Assn. He succeeds P. K 
Priest. 

Other officers elected are: George 
W. Tormoen, secretary, and Her- 
man J. Oltman, treasurer. 


New Orleans Dealers Find 
Business Activity Good 























NEW ORLEANS. — The general 
condition of the automobile busi- 
ness in this area is good, according 
to a consensus of both new and 


BOSTON.—Sparked by a spon- 
taneous pledge of $5,000 from the 
Chevrolet dealers of Greater Boston, 
the Metropolitan Boston car dealers 
Children’s Medical 
Center building fund campaign met 
last week and pledged full support 
to the $11,500,000 Boston Children’s 


The gift from Chevrolet dealers 
was announced by John P. Mirak 
of Mirak Chevrolet, Inc., Arlington, 
president of the Metropolitan Bos- 
ton Chevrolet Dealers’ Assn. Added 
to $3,350 and $1,000 gifts already in 
hand from the Greater Boston De- 
Soto and Pontiac dealers, respec- 
tively, the car dealers group got 
away to a flying start in the drive 


The exact amount to be raised by 
the car dealers from the metropoli- 
tan area will be determined by a 
Frank H. 
Wing of the Lawton-Wing Co., who 
is also president of Massachusetts 





Loren C. White of Clark & 
White, Inc. (Lincoln-Mercury); Roy 
V. McCormack of Willys-New Eng- 


for the campaign in- 


“| the National Wildlife Federation. 


Cain (Packard), chairman, Texas 
THSC, and Jack Rose (DeSoto), 
chairman, Michigan IHSC. 


Committee on motor vehicle ad- 
ministration: John H. Butts 
(Buick), chairman, Kansas IHSC, 
and George F. Zeismer (Ford), 
president, NADA. 
used-car dealers and finance men. ‘€* 

The normal market hasn’t hit this ; ; 
territory yet and new-car dealers Ceaatsae on engineering: 
c Karl M. Richards, manager, 
are having no trouble moving their | ,,. : 
allotment of cars with the excep- Field Services department, Auto- 
mobile Manufacturers Assn. 


tion of station wagons and con- 
* ” Committee on public informa- 





vertibles. 
However, new-car stocks are | tion: Lyman W. Slack (Lincoln- 
practically nil. Mercury), chairman, Oregon 


IHSC, and J. E, Wolfington (De- 
Soto), chairman, NADA dealer- 
customer relations committee. 
Committee on organized public 
support: E. John Lehman, secre- 
tary-manager, Akron Automobile 
Dealers Assn.; James J. Newman, 
vice-president of B. F. Goodrich 
Co.; Ben T. Wright (Lincoln-Mer- 
cury), immediate past-president, 
NADA, and M. R. Darlington jr., 
managing director, IHSC. 


New-car dealers who have got 
back in the used-car business, ap- 
proximately 85 percent in this area, 
have below normal stocks. All of 
them report operating on a 30-day 
or less turnover basis. 

Stocks of independent used-car 
dealers are also below normal at 
present. The reason for this pres- 
ent picture, according to one oper- 
ator, is the “easing of regulation 
W and a spurt in the early spring 
selling.” 

Service and parts volume at a 
few small dealerships declined 
during March. On the other hand, 
three larger dealerships declared 
that parts and service volume for 
March established an all-time 
high. 

As to the new truck situation, 
dealers are “selling” everything un- 
der one ton, and movement on 
larger units is a bit slow. 

Time sales with finance com- 
panies have taken a big climb. 

The opinion of most dealers is 
that used cars will steadily decline 
in price. They say prewar styled 
used late models are not fast 
movers. 


Tennessee Passes 
Title Law Backed 
By Dealer Group 


NASHVILLE.—A motor vehicle 
certificate of title law was passed 
by the Tennessee legislature last 
week under the sponsorship of the 
Tennessee Automotive Assn. 

It confirms generally to the uni- 
form code and provides that after 
March 1, 1951, all owners of motor 
vehicles registered in Tennessee 
must secure a certificate of title 
showing on its face all liens or 
other encumbrances, 

David P. Whelchel, manager of 
TAA, said that this is a piece of 
legislation that has long been 
needed in the state. 

This action will close one of the 
gaps which permitted car-theft 
rings to secure false titles to cars 


Kansas as City / Assn. 
Plans Auto Show; 
‘Elects Kincaid 


KANSAS CITY, Mo.—The week 
of February 1-6, 1950, was set as 
the tentative date for Kansas City’s 
first automobile show since 1938 at 
a meeting here last week of the 
Automobile Dealers Assn. of Great- 
er Kansas City, Kenneth Spry, 
executive manager, announced. 

The show is planned for the mu- 
nicipal auditorium in conjunction 
with.Kansas City’s centennial cele- 
bration, Spry explained. A show 
committee will be selected in the 
next few weeks. 

Meanwhile, Spry announced the 
election of Herbert Kincaid as 
president. Kincaid succeeds Rudy 
Fick. 

Other officers elected were Har- 
old Byers, vice-president; Harry 
Young, secretary-treasurer. Spry 
was reappointed executive man- 
ager. 

The association will move next 
week to new headquarters at 304-6 
Porter Bldg., Linwood Blvd. and 
Broadway. 

The new location is more con- 
venient for Kansas City dealers, 
Spry explained. 





Stratford Motor 


Charles C. Stratford, owner of 
Stratford Motor Co. (Oldsmobile), 
115 Broad St., Spartanburg, S. C., 
has purchased for $47,500 three lots 
on N. Church St. 











* 

ALA. DEALER IS NATIONAL WILDLIFE LEADER—George A. Averitt (left), Ford dealer 
at Dora, and a director of Automobile Dealers Assn. of Alabama, is now vice-president of 
He was elected at a meeting in Washington. Averitt has 
been an outstandin rtsman in Alabama for many years, being a former president of the 
Alabama Wildlife Solcaien He recently won a statewide handicap skeet shoot at the 
Southern Skeet Club in Birmingham. Shown with Averitt here are Dean W. Davis fevates of 
West Plains, Mo., receiving a plaque for outstanding wildlife work, and David A. Aylward 
of Boston, federation president. 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
® m and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
e the dealer on every used vehicie accepted in partial payment for a new 
r A car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
t governments applied to the building and maintenance of highways. 4 4. The 
€ t elimination of governmental and bureaucratic controls over this industry. 
a eR 4 5. A return to the precepts of independence and the rewards of applied 


energy and ability, which made America and gave more of her citizens 


NEWS more of the better things of life than anywhere else in the world. 


Must Give More Attention 
to Parasitic’ Problem 


oo LOOK now, but the parasites are creeping up on 
you. Where or when it’ll end is up to you. 





Alpert; Torento, James Montagnes; | 
Sholly. | 





TO YOU WHO may at one time 
or another have complained be- 
cause your dealership was located 
“in the sticks,” now is the time 
you can be thankful it is so. Sev- 


eral indicators 

“GOLD IN point to the fact 

THEM THAR that best market 

HILLS” for both new and 

used automobiles 

and trucks will be in the rural 
| areas, 


Farmers are still in the driver’s 
seat, and you can wager that vote- 
conscious Washington will do noth- 
ing to upset the prosperity ride 
they are still enjoying. Factory 
employment in some sections may 
be dropping; amusement and lux- 
ury taxes continuing the decline | 
| begun in the last half of 1948; city 
financiers and stock brokers keep- 
ing their fingers crossed. But the 
farmers of America are in the best 
liquid position they have ever been. 
They owe less, have more in the 
| bank and have less to worry about 
|than any other segment of our 
| national life. 





* * * 


SO TODAY, if you are a dealer 
in motor vehicles in or adjacent 
to the so-called “sticks,” thank 
your lucky stars and get busy. Up 
to now I do not blame you for not 
|“beating the bushes.” You had 
neither the products, nor the in- 
clination, to ask someone to buy 
something you couldn’t be sure of 
delivering. It was tough enough to 
sit by your telephone and make 
excuses to your customers and 
prospects who lived a stone’s throw 
from your showroom. 

But, mister, unless you are one 
of those unfortunate ones still 
| unable to catch up on deliveries, 
we respectfully call your atten- 
| tion to “the land where the tall 
| corn grows.” “There’s gold in 
them thar hills,” but you’ve got 
to get out and do a little pros- 
pecting to get your share of it. 

* * 7 


NOW, THERE’S a trick to get- 
ting better than your share of the 








Just the other day a seemingly innocuous story came out 
of Washington quoting the Census bureau on the number 
of federal, state and local government employes. We say 
“seemingly innocuous” because it received only scant atten- 
tion in the daily newspapers. 


But here, in a nutshell, is the story: 


Jan., 1949 Jan., 1948 Jan., 1942 
Federal government 
ION ccicsctnsicerssessesiessss 2,089,000 1,983,000 1,685,000 
State and local gov- 
ernment employes ...... 3,994,000 3,859,000 3,262,000 
Total employes ..................... 6,083,000 5,842,000 4,947,000 
Monthly payroll ................ $1,340,000,000 $1,203,700,000 $686,600,000 


We’re not silly enough to think that we could do entirely 
without government employes. But we do believe that we 
could do without a lot of them. 


Certainly there doesn’t seem to be any valid reason for | 


a continual increase in the number of persons living off 
the nation’s producers. During the war we took waste in 
government as unavoidable; to win the war was paramount. 


But why, in the name of heaven, should total government 
employes show more than a 200,000 increase in the peace- 
time year of 1948? 

The auto industry has always been proud of the fact that 


one out of every seven workers in the U. S. earns his liveli- 
hood in the automotive and allied industries. Can the nation 


farm business in your neighbor- 
hood, which most of you know bet- 
ter than I do. But to a few of my 
young friends who have come into 
dealerships during the recent sell- 
ers market, maybe I can suggest 
a couple of tips which will start 
them thinking in the right direc- 
tion. To say the modern farmer is 
no different than the average city 
businessman, is just a little too 
trite to be true. My father used to 
say, “you get time to do a lot of 
straight thinking behind a plow,” 
meaning that with less distraction 
the farmer, instead of being less 
alert (as you might imagine), is 
apt to be better posted on national, 
state and world affairs than his} 
city neighbor. He has more time 
to follow his radio, more time to 
| read and think. 
+ 


| * * 


SO RULE NUMBER ONE, my 
young friend, is never “talk down 
to a farmer.” Don’t be fooled by 
his working clothes or his manner 
of speech. Once upon a time in my 
own youth, I worked for William 
Galloway, then the sensation of the 
mail-order business in Waterloo, 
Ia. His catalogs sold everything 
from ox yokes to Caterpillar trac- 
tors, and we were attempting to 
sell Maytag automobiles by mail. 
Watching the opening of a half 
dozen sacks of incoming mail one} 
morning, Bill said to me: 





be proud of the fact that almost one out of every 10 workers 
lives by the sweat of the other nine? 


It’s time all of us gave more than lip service to this 
“parasitic” problem. 


Don't Read This 


IHERE’S NO NEED, we feel sure, to point out to dealers 
that next week starts a very important month in the 
nation’s year—National Safety Month. 


There’s no need either, we’re certain, to emphasize the 
necessity for each and every auto dealer—as well as the fac- 
tories—to get behind May’s drive with full vigor. 


For we’re sure that dealers realize the importance of this 
annual safety drive to the well-being of the nation—and 
their own future business. 


“Don’t pay too much attention 
| to those envelopes addressed by 
| typewriter. They’re mostly from 
agricultural college graduates or 
city farmers. Give me the ones 
written with a stub pencil and | 
hard to read. They’re the ones | 
with the orders and the checks | 
in ’em!” | 
* * 7 
| SO NOW IS the time to go after 
the rural market in your territory. 
Every farmer who has not recently | 
bought a new car or truck is a 
prospect. If you doubt me or the 
national statistics, talk to your 
|local banker, then make a farm- 
|to-farm canvass. Show them the 
| best you have. Treat them right | 
and you will be in a position to 
make up any slack that develops 
|in your city market. Try it and 
| tell me how it works.—G.M:S. 


| 
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‘Retired but Reads .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


‘Pop’s Bible’ 

Have retired from the automobile 
business, but I am still a subscriber 
to Automotive News, or “Pop’s 
Bible,” as my family call it. Mon- 
day is a lost day without the News. 
—W. G. Tenney, Arlington, Mass. 


* * * 


More on Bodies 


Custom-body building of the fin- 
est “good-old-days” type is still 
being performed by Derham, Rose- 
mont, Pa, (near Philadelphia). 

Coachwork to order is also exe- 
cuted by J. S. Inskip Co., Inc., 
Rolls-Bentley distributors, New 
York, N. Y.—Bos Gecen, Waco Mo- 
tors (MG English sports car), 
Miami, Fla. 


* * * 


Company Heads 

I am anxious to secure a list of 
all the automobile manufacturers 
in the U. S., their addresses, and 
the names of the presidents of the 
various corporations, I have been 
advised by my dealer that you 
might possibly be able to furnish 
me with this information.—JEan 
Reno, Hollywood, Calif. 

Eprror’s Note: Here they are: 

Buick, Flint; Ivan L. Wiles, 
general manager. 

Cadillac, Detroit 10; J. F. Gor- 
don, general manager. 

Chevrolet, Detroit 2; W. F. 
Armstrong, general manager. 

Chrysler Division, Detroit 14; 
D. A. Wallace, president. 

DeSoto, Detroit; C. E. Bleicher, 
president. 

Ford Motor Co., Dearborn; 
Henry Ford II, president. 

Hudson, Detroit 14; A. E. Barit, 
president. 

Kaiser - Frazer, Willow Run, 
Mich.; Edgar Kaiser, president. 

Nash, Detroit 32; George W. 
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Mason, president. 
Oldsmobile, Lansing 21, Mich.; 
S. E. Skinner, general manager. 
Packard, Detroit 11; George T. 
Christopher, president. 
Plymouth, Detroit 5; 
Eddins, president. 
Pontiac, Pontiac, Mich.; H. J. 
Klingler, general manager. 
Studebaker, South Bend 27, 
Ind.; H. 8. Vance, president. 
Willys - Overland, Toledo, O.; 
James D. Mooney, chairman. 
Dodge, Detroit 11; L. L. Col- 
bert, president. 
Tucker Corp., 
Ave., Chicago 6, 
Tucker, president. 
Crosley, Cincinnati 14; Powel 
Crosley jr., president. 
Lincoln-Mercury, Detroit; Ben- 
son Ford, director. 


| Coming Events 


APRIL 

Apr. 28—New York (Hotel Roosevelt). 7th 
annual luncheon, Metropolitan Council of 
Automobile Old Timers, 

MAY 

May 3—New York (Waldorf). Automobile 
Merchants Assn, of New York dinner. 

May 6—Little Rock, Ark, (Hotel LaFa- 
yette). 15th annual convention of Arkan- 
sas Automobile Dealers Assn, 

May 15-18—Pinehurst, N. ©. (Carolina ho- 
tel). Annual convention, North Carolina 
Automobile Dealers Assn. 

May 19-22—Baltimore. Annual meeting, 
Automotive Engine Rebuilders Assn. 

May 20—St. Louis (Hotel Chase). Annual!) 
meeting of Missouri Auto Dealers Assn. 

May 23-24—Peoria, Ill, (Hotel Marquette). 
29th annual convention of Illinois Auto- 
motive Trade Assn. and Equipment Show. 

May 30-June 10—Toronto, Ont, (Exhibition 
grounds), Canadian International Trade 


Fair. 
JUNE 

June 2-3—Boston (Hotel Statler), Annual 
meeting, Massachusetts Automobile Deal- 
ers Assn. 

June 2-4—Detroit (Hotel Statler). Twenty- 
eighth annual convention, Michigan Au- 
tomobile Dealers Assn, 


D. 8. 


7401 8S. Cicero 
Ill.; Preston 
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Here’s a number that adds up to “The most thrilling New Thrill of all!” [t’s the flashing 





- Futuramic “88”—Oldsmobile’s lowest-priced car with the spectacular new “Rocket” 

“4 Engine! From coast to coast, Oldsmobile dealers report unprecedented popular interest 

10- in the “88.” People everywhere are talking about its amazing get-up-and-go action .. . 

Z its high-spirited highway performance . . . its gas-saving economy on fuels that are 

al available today. More than that, they’re calling the “88” the world’s most perfectly LOWEST-PRICED 

}. balanced car—and they’re right! For the Futuramic “88” is in a class by itself, combining “ROCKET” ENGINE 

= ( all the style, power and comfort of a limousine with the nimble maneuverability and 

- r handling ease of a smaller car. And Hydra-Matic Drive, with thrilling Whirlaway safety SS SoM 
ao acceleration, is offered as standard equipment in the exciting new “88.” Oldsmobile’s CAR 

. ‘ Futuramic dealers are proud to be associated with “the hottest number on the highway” 


- @ ... the car that adds new emphasis to the phrase—“It’s Smart . . . to BE with Olds!” 












MINNEAPOLIS.—A group of 15 
new-car dealers here have banded 
together in an all-out newspaper 
advertising campaign aimed at gar- 
nering a greater share of the used- 
car business denied them for vari- 
ous reasons since the war. 

The new campaign, which set off 
a battle between two major auto- 
mobile sales areas in the city—the 
so-called “loop” sector and Lake St. 
section in the southern part of the 
city—brought forth full-page blasts 
by three Lake St. dealers, one of 
them an exclusive used-car dealer. 


Instigated at the suggestion of 
A. T. Hansord (Pontiac) and one 
of its personnel—Rudy Luther— 


No Time to Quit, 
Marker Tells 


Eastern Groups 


PROVIDENCE, R. I.—Address- 
ing a joint gathering here of the 
Rhode Island Used Car Dealers 
Assn, and the Metropolitan Boston 
Used Car Dealers Assn., Carl E. 
Marker, president of the National 
Used Car Dealers Assn., cautioned 
them to: 

“Temper your pessimism with 
common sense and consult eco- 
nomic facts before you throw in the 
towel for the used-car industry.” 


In order that the dealers might 
surmount present and future eco- 
nomic dangers, Marker urged: 

1. That they refuse to join in the 
mass hysteria that seems to have 
so many dealers predicting a “sud- 
den and painful death for the used- 
car industry.” 

2. That they engage in hard 
work, and adopt alert promotion 
and improved selling methods. 

3. That they admit that what 
might at first seem to be a reces- 
sion in the automobile business is 
little more than the end of abnor- 
mal conditions which have existed 
in the industry since the war. 

“The end of the fast-money days 
in the used-car business,” said 
Marker, “is really giving us a 
chance to separate the men from 
the boys.” 


Okla. Dealers Set 
°49 Parley Dates 


OKLAHOMA CITY.—The Okla- 
homa Automobile Dealers Assn. will 
hold its 1949 convention here in the 
Skirvin Tower hotel Nov, 11-12, 
Fred Albert, secretary-manager, an- 
nounced. 

Scheduling of the statewide ses- 
sions was decided on at a board of 
directors’ meeting here. Approxi- 
mately 900 dealers and guests usu- 
ally attend the annual affair, Mead 
Norton, association board chairman, 
said. 





Lower Appointed 


Appointment of Frank Lower as 
sales manager of Cobb & Ferrill 
Motors, Inc. (Hudson), 801 Caron- 
delet St., New Orleans, is an- 
nounced by Basil B. Cobb, partner. 


Intra-Mural Squabble 


Two Auto Rows in Minneapolis Conducting 
Used-Car Sales Tiff in Press 


the loop dealer campaign called 
for four weeks of full-page inser- 
tions headlined “Shop the Loop 
New-Car Dealers for a Guaran- 
teed Used Car.” Copy stated that 

15 new-car dealers had 1,600 com- 
pletely reconditioned cars at low- 
est prices anywhere to offer. 

The advertisements stressed a 
six-point argument on “why you 
can get a better used car in the 
loop”: 1. quality; 2. price; 3. selec- 
tion; 4. guarantee; 5. condition, 
and 6. permanence. The copy indi- 
cated that loop dealers had more 
complete repair facilities and that 
franchised dealers were established 
local merchants. 

Each of the participating dealers 
got for only $75 a two-column by 
two-inch block in which he fea- 
tured one “special” used-car buy, 
listing the price. The advertisement 
featured a small map of the loop 
section encircled by a huge arrow, 
with dealer locations spotlighted by 
a black star on the map. 


Dealers report that since the co- 
operative campaign got under way 
a couple of weeks ago, their traffic 
has increased and sales were boost- 
ed, although many said it was dif- 
ficult at such an early date to pin 
down directly the effect the cam- 
paign had on any particular sale. 

The success of the initial month 
may get a two-month extension of 
the campaign conducted in the 
Minneapolis Star and Tribune. Two 
of the original advertisements were 
scheduled on week-days and the 
other two in Sunday editions. 


Dealers are generally pleased 
with the program although it 
seemed to lay the groundwork for 
a long battle between the new-car 
dealers and used-car lots so pre- 
valent along the Lake St. section 
of the city. 

Before the war new-car dealers 
report 60 to 75 percent of new cars 
were sold in the loop area, but dur- 
ing and since the war the Lake St. 
lots had captured a good share of 
the new and used-car business as 
well as the Midway section between 
the Twin Cities, another automotive 
row. 

The three Lake St. dealers took 
a full page shortly after the initial 
blast from the loop dealers and in 
editorial-style claimed to be leading 
“the attack on high prices.” 

They labeled their section “The 
Hub” with a half-million-dollar in- 
ventory and more than 350 cars 
and trucks available. Dealers in- 
clude Bill Woodhead, manager of 
Woodhead Co.; Elton Dobson, man- 
ager, Dobson Motor Sales, and A. J. 
Adlis, manager of Lake Street Pon- 
tiac, Inc., used-car department. 

They took three spot announce- 
ments daily over a local radio sta- 
tion to promote daily used-car spe- 
cials, They believe the market can 
be solved by combining their three 
inventories to achieve greatest sav- 
ings of mass buying and to con- 
tinue their “customer satisfaction 
plan.” 

And the battle doesn’t seem to be 
over. Out of it, however, may come 
more business for all dealers here, 
it is believed, as a result of the 
over-all publicity generated by the 
so-called “war of dealers.” 





THEY SPUR DEALERS’ SAFETY PROGRAM—Spearheaded by a safety corps of 155 students 
representing 31 Staten Island elementary schools, the safety program of the Richmond 
County Automobile Dealers Assn. - @ spirited launching. Wholeheartedly cooperating in 


this borough-wide civic effort—sai 
businessmen in metropolitan New York—are 


to be the first of its kind sponsored by a group of 


officials in the board of education, police 


department, affiliated mothers’ clubs of Staten Island, chamber of commerce and Rich- 


mond's own president, Cornelius Hall. 
mote the safety campaign to the public, 
dealers and ask the full cooperation of all. 
throughout the promotion. 


Consistent half-page newspaper advertisements pro- 
These ads stress the civic role of the local auto 


The theme—Think Safety—Act Safety—is used 











SOUTHWEST AUTOMOTIVE SHOW—The above panoramic photo shows many of the 485 
automotive parts and equipment exhibits in place for the seventh annual exhibit in Dallas. 
Staged in Dallas’ new Automobile and Aviation Bidg., at the state fair plant, the exhibits 
were arranged on either side of four long aisles, without interruption of a single post. 


Truckers Battle to Retain 
Overtime Pay Exemptions 


WASHINGTON.—If Congress 
withdraws the overtime exemption 
now applicable to loaders, me- 
chanics, local drivers and helpers, 
“the motor carrier industry would 
immediately be thrown into utter 
confusion,” according to Peter T. 
Beardsley, attorney for the Ameri- 
can Trucking Assns. 


Appearing last week before a 
Senate Labor and Welfare subcom- 
mittee, Beardsley voiced the truck- 
ing industry’s objection to any 
provision which would further re- 
strict the already limited exemption 
from the overtime provisions ap- 
plying to interstate motor carriers 
under the Fair Labor Standards 
Act. 

He referred specifically to the 
amendments introduced by Sen. 
Thomas of Utah and said that 

in addition to the attempt to fur- 
ther restrict overtime limitations, 
“we strongly object” to these 
other amendments: 

1. To expand the covering of the 
law to make it apply also to “ac- 

tivities affecting commerce.” 

2. To authorize the Secretary of 
Labor to bring suit against em- 
ployers for minimum wages or 
overtime allegedly due employes. 

3. To increase from two to four 
years the limitation period applic- 
able to actions to recover past-due 
wages or overtime pay. 

The ATA spokesman labeled the 
proposed amendments “indefens- 
ible” and pointed out the associa- 
tion’s objections had been outlined 
fully in hearings recently conduct- 
ed by the House Committee on 
Education and Labor. 

He said ATA was of the opinion 
that the present motor carrier ex- 
emption should be retained and 
said it was the understanding of 
the industry that when the Fair 
Labor Standards Act was first 
passed, all employes of interstate 
for-hire motor carriers were ex- 
empted from the overtime provi- 
sions of the law. 

Beardsley pointed out that over 
the years, administrative and ju- 


Fisher Heads Up 
Keller Production 


HUNTSVILLE, Ala.—George D. 
Keller, board chairman of Keller 
Motors Corp., announces the ap- 
pointment of 
George Fisher as 
vice-president in 
charge of produc- 
tion for Keller 
Motors. He has 
been a member of 
the Keller staff 
since March 1. 

Fisher was pre- 
viously associated 
with Studebaker 
Corp. for 45 years 
in various mana- 
gerial production capacities. Prior 
to joining Keller, he was superin- 
tendent of the Studebaker body 
manufacturing division. 





George Fisher 





AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





dicial interpretations have re- 
duced application of overtime 
exemptions to four classes of em- 
ployes of interstate carriers, 
whether for-hire or private. The 
classes of employes now exempted 
from the overtime provisions of 
the law are drivers, drivers’ help- 
ers, loaders and ics. 

During all this time, he said, all 
employes of the Railway Express 
Agency, the largest single truck 
operator in the U. S., and directly 
competitive with over-the-road mo- 
tor carriers, have been exempted. 

“Apparently,” Beardsley said. 
“the Thomas bill proposes to cure 
this patent discrimination by re- 
stricting the overtime exemption 
applicable to rail employes, as well 
as further restricting the exemp- 
tion for employes of motor car- 
riers. We think that this is a case 
where the cure proposed is worse 
than the disease suffered.” 

Citing the fact that because 
transportation is an around-the- 
clock operation, beginning before 
and ending after the work-day of 
factory or office employes, Beards- 
ley said Congress originally ex- 
tended to transportation agencies 
an exemption from overtime pro- 
visions of the wage-hour law con- 
sistent with realities. He added 
there has been no basic change in 
the nature of transportation serv- 
ices over the years which makes 
this exemption no longer necessary. 


“It is impossible to know,” 
Beardsley said, “how much gen- 
eral freight will arrive for dis- 
tribution in any given city on 
any one day, or to know which 
shippers will have freight to be 
picked up by the cartageman or 
over-the-road carrier for distri- 
bution outside the city on that 
day. 

“The contracts applying to em- 
ployes of cartagemen or pickup 
and delivery employes of over-the- 
road motor carriers have long rec- 
ognized this fact and as a result 
have provided, in most instances, 
for longer hours of work before 
overtime accrues. Hourly pay scales 
of the employes involved have been | 
fixed in the light of these condi-| 
tions.” 


FOREIGN CITATION FOR TOLEDOAN—Ken 
Brothers (Hudson), Toledo, shows Bert Jamieson (left) and Norman Jamieson a scroll signed 


by King George of England and presented to 


Davis Picks F our 
As Top Aides 
In Ford Sales 


DETROIT. — J. R. Davis, Ford 
sales vice-president, has announced 
the formation of a staff to assist 
him in supervising and coordinat- 
ing all sales and advertising activi- 
ties of the company. 


Ben R. Donaldson, who has been 
promoted to director of advertis- 
ing and sales promotion, will assist 
Davis in supervising company- 
wide plans for these activities and 
also will be in charge of insti- 
tutional and special advertising 
programs. Donaldson has been with 
Ford since 1919. 


David W. Lee, who has been pro- 
moted to director of sales plan- 
ning, will assist Davis in develop- 
ing and supervising company-wide 
sales plans and policies. Lee joined 
Ford in 1946. 


George J. Crimmins has _ been 
promoted to director of company- 
wide business management and dis- 
tribution activities on Davis’ staff. 
Crimmins has been with the com- 
pany since 1919 and has been an 
executive in the sales department 
for many years. 


H. D. Everett jr., director of mar- 
keting research, has been serving 
in that capacity since 1946. His 
new duties, however, will be on 
a more extensive company-wide 
basis, according to Davis. 

The publications department will 
function as a staff operation and 
continue under the supervision of 
W. D. Kennedy. These publications 
include the Ford and Lincoln-Mer- 
cury Times and the Ford Truck 
Times. 

Successors to Donaldson, Lee and 
Crimmins have not been announced. 


Parley Planning 


Accelerated in 
North Carolina 


RALEIGH, N. C.—One of the 
features of the annual convention 
of the North Carolina Automobile 
Dealers Assn., May 15-18 at Pine- 
hurst, will be a presentation of 
“The Romance of Uncle Sam,” it is 
announced by President Gene Och- 
senreiter. 

Presented by Curtiss Candy Co. 
and featuring singer Mark Love, 
“The Romance of ‘Uncle Sam” 
traces the history and development 
of the U.S. from Pilgrim times to 
the second war. 


Miami May Get 
NADA ’51 Parley 


MIAMI, Fila. Prospects are 
“particularly bright” that Miami 
will be selected as the site of 
NADA’s 1951 convention, according 
to Ben McGahey, president of the 
Miami Automobile Dealers Assn. 

McGahey told a meeting of the 
local dealer group that an NADA 
delegation had been’ impressed 
with the facilities offered by Miami, 
both as to hotel and convention 
hall accommodations. 


Tenn. OK’s Dealer Tags 

For Business Purposes 
NASHVILLE.—Gov. Browning 

has signed into Tennessee law a bill 


to permit the use of dealer’s tags 
on automobiles at any time so long 


|as it is for business purposes. 





Gregson (center), parts manager of Jamieson 


Gregson for fire rescue work during the war. 


The scroll signifies his appointment as an honorary member of the military division of the 


Order of the British Empire. 


went with Jamieson Brothers in 1933. He served with the U. 


for four years. 


Gregson, who has been associated with Hudson for 30 years, 


S. Army Air Forces in England 
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1/3 TO > MORE COLD RUBBER MILES 


plus the Autocrat’s deeper tread...give your customers 


UP TO TWICE THE MILEAGE OF EQUIPMENT TIRES 


One-third to 4% MORE miles because of sales combination that will really send your 
COLD RUBBER in the tread... plus 25% New Autocrat changeover sales soaring! 

deeper tread that adds more thousands of These tires have run tens of millions of miles 
EXTRA miles... together, these two exclusive on private cars and Official Test Fleet cars. 
features of the world’s most distinguished tire These tests prove that Dayton COLD 
assure your changeover customers up to twice RUBBER tread tires give the thousands of 


the mileage of original equipment tires. It’s a extra miles your changeover customers want. 
- I ) 
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BE FIRST TO GET COLD RUBBER PROFITS 


ng 
Take advantage of the fact that today all That means that right now you can cash in 


ill 


‘gS 


Dayton passenger tires are made with COLD 
RUBBER expertly compounded in the treads. 


on the extra profits that COLD RUBBER will 


bring you. And don’t forget these... 


TWO EXCLUSIVE PROFIT POINTS OF THE NEW AUTOCRAT 


6-Ply Strength with 4-Ply Comfort... specially 
processed Raytex Fortified military type 
Rayon cord in all tire sizes, strongest, safest 
cord body in passenger tires, yet softest riding. 


Famous Toe-Action, Non-Skid Safety Tread 
. .. 1296 road-gripping toes wipe road dry— 
grip it for quicker starts and sudden safety 
stops on slippery roads. 


Call your Dayton Distributor today! Get full details of the Changeover Profit Plan 
that gives you the sales advantages of COLD RUBBER, plus 25% Deeper Tread, plus 
Famous Toe-Action, Non-Skid Tread! Or write The Dayton Rubber Co., Dayton I, Ohio. 


tom Awobex 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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Willys Improves 
Design of Jeep, 
Other Vehicles 


TOLEDO.—Several design im- 
provements are currently being in- 
corporated in the Willys-Overland 
line to give it greater riding com- 
fort, better performance and broad- 
er versatility, it is reported by Del- 
mar G. Roos, engineering vice- 
president, 

Station wagon seats have been 
provided for the Jeep, featuring a 
novel zigzag seat spring that was 
developed by Willys-Overland. 
Front seating has been rearranged 
to give the driver and passengers 
more leg room and more comfort- 
able seating posture, according to 
Roos. 

Reasserting the company’s policy 
against annual model changes, 
Roos declared that none of the new 
features is of the type which would 
outmode any of the postwar Willys- 
Overland vehicles at this time. 

A rigid windshield has been pro- 
vided for the Jeep, with rectangular 
rather than round tubing for the 
frame. A ventilator has been in- 
stalled below the windshield. The 


. 
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table (left to right): 
H. C 


Strelinger, treasurer; 
president; J. W. 
manager. 


. Doss, 


familiar fold-down feature, charac- 
teristic of the Jeep windshield, is 
retained. 

Cold weather starting is aided by 
a foot-operated starting motor con- 
trol. Also becoming standard on all 
Willys-Overland vehicles is the 
combination fuel and vacuum pump 
incorporated in the new Jeep. 

Minor changes in process for the 
Willys-Overland station wagon in- 
clude improved slide-window lock 


NASH MEN GATHER IN CHICAGO—Nash Motors factory officials met at Chicago to talk 
things over at the central regional meeting with zone managers. 
F. Lawler, director of advertising and sales promotion; Godf 
vice-president, 
Watson, assistant general sales manager, and J. E. Lamy, central regional 


rey 
sales; George Romney, assistant to the 


|lock and larger glass area in the 
|rear window for better vision. 

Several changes in minor trim 
items are also being made on the 
Jeepster. Glare has been reduced 
through a more conservative use of 
chrome ornamentation. A new sin- 
gle horn, standard low-pressure 
tires and an improved door lock 
are also provided. 

Other recent changes include a 
new steering arm for the four- 
wheel-drive truck to simplify serv- 


and weather seal, a new tailgate 'ice and reduce steering effort. 


LARGER VISION PANELS NEED 


“Pittsburgh” Safety Glasses 


With today’s larger glass areas, automobile manufac- 
turers realize more than ever before the necessity for 
installing Safety Glasses of proven quality and de- 


pendability. 


Pittsburgh Safety Glasses are that kind of product. 
Their high quality is traditional. They have an un- 
matched record of dependable service in the automo- 
bile and aviation industries covering several decades. 
And they enjoy the complete confidence of manufac- 
turers and motorists alike. 


No Recession in Prospect 


Chicago Federal Reserve Bank Sees Vast Market 
Following ‘Price-Quality’ Adjustments 


CHICAGO.—Despite the fact that 
unemployment in the seventh Fed- 
eral Reserve district has almost 
tripled in the last five months, the 
“basic economic conditions leading 
to a major recession this year” do 
not now appear to be present, the 
Federal Reserve Bank of Chicago 


Shown at the speakers’ | declares in the current issue of its | 


| Business Conditions report. 


In aralyzing the economic sit- 
| uation in the northern parts of 
| Illinois and Indiana, the south- 
| ern sections of Wisconsin and 
| Michigan and the entire state of 
Iowa, the bank reported that 
575,000 persons are unemployed at 
present, compared 
last November. 
The rate of increase is higher 
than the national average and is 
“explainable chiefly in terms of 
layoffs in durable goods manufac- 
turing establishments,” the bank 
said. 

While warning that “continuing 
readjustments still lie ahead,” the 


That’s why we say, “Your larger vision panels need 
Pittsburgh Safety Glasses.” And remember, whether 


you require curved or flat panels, 


facilities are adequate to satisfy 


our mass-production 
all your needs. 


Meanwhile, whenever you have a problem of glass 
application in the design and construction of your 
automobiles, why not ask our Safety Glass specialists 
to help you solve it? There’s no obligation. Pittsburgh 
Plate Glass Company, 2153-9 Grant Building, Pitts- 


burgh 19, Pennsylvania. 


Safty Glass sal 


DUOLITE SAFETY WINDOW GLASS 


DUPLATE SAFETY PLATE 


G 


GLASS 


PAINTS GLASS 


CHEMICALS 


BRUSHES 


PLASTICS 


PITTSBURGH PLATE GLass COMPANY 


with 200,000 | 


| bank predicted that four important 

economic factors would act as 
brakes on “sharply spiraling job- 
lessness.” These factors may even 
| establish 1949 as an integral part 
of the postwar boom.” 


| In support of this forecast the 
| bank said: 


1. There is general agreement 
that the postwar desires for con- 
sumer goods, both durable and non- 
durable, have not been satisfied. 
|Once _ price-quality adjustments 
|have been accomplished, a vast 
| market is in prospect. 


2. Financial strength charac- 
terizes the entire economic sys- 
tem. In general, this is true of 
farmers, urban consumers, busi- 
ness and financial institutions. An 
unprecedented volume of well- 
distributed savings exists and, 
although many families have ex- 
hausted their liquid assets, a sig- 
nificant fraction of these savings 
will be ready to come into the 
market when the owners con- 
sider that prices are right. 


3. There has been very little 
| speculation during this postwar pe- 
riod. Speculative bubbles are more 
likely to burst suddenly than the 
|kind of price-income inflation 
| which has taken place in this post- 
war period. 


4. Government appears more will- 
ing to take actions designed to 
strengthen weak segments of the 
economic structure and numerous 
“support” programs already are 
| operative or can readily be made 
so. It has been widely accepted 
|that during 1947 and 1948 such 
programs as payments for veter- 
|ans’ bonuses and terminal leave 
| bonds, increased military expendi- 
|tures and the European Relief 
| Program had stimulating effects on 
| business. 


K-F Dealers Map 
Drive to Exploit 


Price Slashes 


WILLOW RUN.—Representative 
Kaiser-Frazer distributors and deal- 
ers will meet with key manage- 
ment officials at the Willow Run 
|plant Apr. 25-26 to map national 
sales policies exploiting the $198 to 
| $333 reductions which placed the 
company’s cars in lower price fields. 

Five distributors and 14 dealers, 
representing every section of the 
|nation, will participate in the dis- 
cussions with company executives. 
|Similar selected groups are sched- 
| uled to meet with K-F officials in 
| policy-making sessions quarterly. 
| Walter deMartini, director of 
|sales, said the invitation for the 
|dealer-management parley was is- 
| sued concurrently with virtual dou- 
| bling of retail sales since the K-F 
|price reductions of March 29 be- 
came effective. 
| He described the action as defi- 
|nitely placing the K-F model line 
|in the mass market, pointing out 
| that the maximum cut of $333 was 
| made on the lowest-priced car, the 
| Kaiser Special four-door sedan. 

“Unlike recent ‘token’ adjust- 
;ments by other manufacturers,” 
|deMartini added, “this was a sub- 
|stantial 14 percent saving and 
| placed the Kaiser Special in a new, 
| lower-priced field.” 





| AUTOMOTIVE NEWS WANT ADS have 

been proven the quickest, least expensive 
;}method of reaching the men who want 
| what you have or have what you want! 
| See the back pages of this issue 


HOW THE DELCAR LOOKS—Independent 
suspension of all four wheels and the use of 
rubber as the suspension medium is claimed 
as an exclusive feature of this ¥2-ton delive 
truck which is scheduled to start rolling o 
the assembly line this month. American Mo- 
tors, Troy, . Y., is the manufacturer. Wheel- 
base is 62 inches. 
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Everybody knows business this year is going to require DOING! 


PORCELAINIZE 


T.M. Reg. U.S. Pat. Off 


Offers the PROVEN Way to INCREASE BUSINESS with the 
SERVICE, PROGRAM, and POLICY that CAN’T BE MATCHED. 


eA i ae ee one ae ee en er 






1 Strictly a Service item (The Owner cannot buy the material) 







2 Exclusively for New Car Dealers 





3 The finest treatment ever perfected for automobile finish 









pEto-s: 


Profits 


ganvice oul 4 Nationally advertised 


porcelainize 






5 Large nation-wide field force to assist in your operation 







6 Full line of dealer sales helps 





7 Over 50% gross profit 






8 Constantly increasing public demand 


FREEMAN and FREEMAN, INC. 
600 GRANT STREET, DENVER 3, COLORADO ii Ff, RE é 
Please send us immediately, without obligation, a copy of your new “Service Guide Wr. te for 


to Porcelainize Profits.’ 








FIRM NAME “SERVICE GUIDE TO 
cae ach anitescenicstsind ls Uiglionhdenenstnisncananncmmnmsnialitiaiaigebions oo 
taketh is AE ih carriage ata PORCELAINIZE PROFITS 






BT csi hetsr gelatin pe etesepapencesoeoareinepnmsempenmncenccnag an ndaianadmich er ae ceades elects acoratmsamsbontinencotantaatioce 
MAKE OF CAR SOLD____ 








VERY IMPORTANT 














AUTOMOTIVE WASHINGTON 
Travel Season Looms 


As Bright “49 Factor 


By William Ullman 


Washington Correspondent 


mo OFFICIALS of the U. S. department of interior size up 
the outlook, there is a season of good business ahead 
for the entire automotive industry—all along the line—from 
the largest manufacturer down to the remotest crossroads 
service station selling tires, gas, spark plugs and so on. 

Thanks to a combination of 
unexcelled American motor 
cars, a splendid system of 
federal and state highways, and 
an abundance of incomparable 
scenic attractions, say the men 
who should know, the great tour- 
ist industry will be on the march 
again this year, bringing booming 
trade to dealers in cars and car 
supplies as well as hotels, motels 
and countless other city and road- 
side merchants. 

Over and above the importance 
of its potential volume of sales, 


the tourist indus- 
try deservesa 
high place when 
rated on the ba- 
sis of its out- 
reach. Resuming 
its former vigor 
this year, it will 
aid immeasurably 
in maintenance of 
the national eco- 
nomic equilib- 
rium; in contrib- 





Witiam Uliman 
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perity of many different types of | 
industries located not in just one 
section but in all parts of the 
country. 

Composite by nature, the tourist 
industry is more often thought of 
in terms of one or several of its 
various parts than in its totality. 
Furthermore, none of its compo- 
nents bears an identical relation- 
ship either to the entire industry 
or to its components. 

Common carriers, the automo- 
bile and tire manufacturer and 
distributor, restaurants, garage 
operators, suppliers of photo- 
graphic supplies and those deal- 
ing in sporting goods and lug- 
gage, and the owners and opera- 
tors of amusement centers derive 
varying proportions of their re- 
ceipts from the tourist-travel in- 
dustry. 

Even the clothing manufacturer 
and distributor are affected as the 
tides of tourist travel rise or ebb. 
The tourist-travel agency, camping 
and supply dealer, guide service, 
resort, and sight-seeing tour oper- 
ator, seller of souvenirs, and pro- 
ducers and dealers in curios and 





uting to the pros-!| local handicrafts are dependent on 


Reser Ve 


Space 
Now! 


Automotive News 


13th 
ANNUAL 
EDITION 


ALMANAC 


Now in preparation—the annual yearbook of America's leading industry! 
The herculean task of assembling complete statistical information con- 
cerning automotive production, car registrations, sales trends, a direc- 
tory of leading manufacturers, biographical information of industry 
leaders, and the myriad other details that make the Automotive News 
Almanac the "most referred to'' reference book of the year is well 
under way. Your advertisement in the Almanac will pull for years to 








CLEVELAND'S NEW WHOLESALE AUCTION—McDermott-Schuele Motors “Auto Palace” 
has been opened at 3167 W. 117th St. In charge will be Doc Miller, of Detroit, assisted by 
Roy Austin. Headquarters is a modernistic new structure built by Ben Nardi, a director of 
the company. Carl Schuele is president and Edward McDermott, in new and used-car sales 
in Cleveland for the past 25 years, vice-president. nt McCarty, for the past year pro- 
moter of the Akron auction, has had 30 years’ experience in the auto business. Schuele has 
spent 25 years in the business. He stated that auctions will be held on Friday only but that 
the firm will be open at all times for wholesale trade. The firm's downtown offices are at 
1515 Chester Ave. It cost about $175,000 to build the "Auto Palace." 


tourist travel, or interests aroused | cars, they spent an average of 16 
by it, for their very existence. days on their trip. During that 
eS time they put out $1 billion for 
sas transportation costs such as gaso- 
15 Million Cars . line, oil, garaging, and accessories; 
OMETHING of the overall dis-| another billion for places to sleep, 
tribution of expenditures for | $1.06 billion for meals, $400,000,000 
tourist travel is to be seen in de-| for amusements, $300,000,000 for 
partment of commerce estimates/ soda pop, hot dogs, and other re- 
of the outlay of the 52,500,000|freshments; and $1.25 billion for 
Americans whose traveling Wwas/camping supplies, souvenirs, and 
done in automobiles during a typi-| numerous miscellaneous items. 
cal prewar year. Using 15,000,000} However, there is more to con- 
sider than the amount taken in by 
the nation’s 20,000 or more hotels 
catering chiefly to tourist travel, 
the 15 to 20 thousand tourist courts 
and camps, the estimated 200,000 
tourist homes, or by any of the 
other outlets and services. Back of 
the principal tourist industries are 
secondary industries which also 
can lay claim to some share of the 
revenue accruing from _ tourist 
| travel. 


Auto Personnel 





Robertson and Stone Get 
Top Spicer Sales Posts 


Announcement of the promotions 
of D. D. Robertson to sales man- 
ager and Willis L. Stone to assis- 
tant sales man- 
ager of the Spic- 
er Mfg. division 
of Dana Corp. is 
made by William 
Fairhurst, sales 
vice-president. 

Robertson 
joined Spicer in 
1937 as a sales 
engineer and 
since 1943 has 
served as assis- 
tant sales man- 
ager. Stone has served in several 
key positions in the Spicer sales 
department, covering its entire line 
of products. 


Denyes Named Sales Head 
At Gemmer Mfg. Co. 


H. M. Denyes, former sales en- 
gineer, has been made sales man- 
ager of Gemmer Mfg. Co., accord- 
ing to F. E. Phillips, sales vice- 
president. Denyes joined the Gem- 
|}mer sales staff in 1935. 

* ” 


| Alexander Resigns 


|As Budd Executive 


Budd Co. Philadelphia, an- 
nounces the resignation of Donald 
Alexander as vice-president of the 
company, effective May 11, 1949. 
Alexander, who has been connect- 
ed with the company since 1919, 
plans to retire from active busi- 
ness. He will continue, however, 
as a director. 





D. D. Robertson 


come!—will be seen by everyone who counts in the automotive world. os S 


The Almanac will be distributed to all readers of Automotive News, the 
newspaper of the industry (now more than 37,500 A.B.C.) June 6. For 


the advertising buy of the year, reserve space early. 


Advertising Forms Close May 10, 1949 


Member 


REFLECTING 
AN 
INDUSTRY'S 
PROGRESS 


PENOBSCOT BUILDING 


vertising Offices: NEW YORK, 
0104 Chicago, J. 


LOS 


Edward Kruspok 
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White Motor Names Two 
As Regional Salesmen 


Ira S. Snead, vice-president of 
White Motor Co. in charge of the 
Coach division, announces the ap- 
pointment of two regional coach 
salesmen—S. T. Hobson and T. L. 
O’Brien. Both have had extensive 
training and experience in the mo- 
| tor coach field. 

Hobson will cover the Midwest 
territory with headquarters at 2401 
| Archer Ave., Chicago, O’Brien has 
|been appointed regional coach 
salesman for the Ohio valley ter- 
ritory. 


STANDARD 
REFERENCE 
BOOK OF THE 
AUTOMOTIVE 


+. +e + 
INDUSTRY Liquid Glaze Rep 
W. E. Fitzgerald has been ap- 
pointed field representative in 
charge of the Chicago territory by 
Liquid Glaze, Inc., Lansing. His 
headquarters will be at 35 E. Wack- 
er Drive, Chicago 1. 
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It’s smooth flowing lines complete the picture of beauty for 
every car — enhance every body style. Smartly chromed to 


Another WS:O-SHADE Triumph 
IN DESIGN, BEAUTY AND PERFORMANCE 


Here is the last word in sleek, trim 1949 design! 


the peak of good taste. 


Keeps windshield free from snow, ice, rain, sleet — reduces 
road glare and provides shady comfort the year ’round. 


Little wonder that the 
the year! 





Air Flow Design 


Assures smooth balance of air 
pressures and vacuums — cuts 
high speed wind pressures 
without vibration or wind 
noise. 


Easy To Install 


No holes to drill — less than 5 
minutes to attach. Clamps to 
rain gutter — no vibration or 
sideplay. All fittings chrome 
plated. Chrome center strip. 


new “49er” is acclaimed the visor of 
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CUSTOM 


- Superb new VUSOSTTAD 


o the Visor Line 
tor 49 ‘ 





c/ 


SUGGESTED LIST: $28.00 





Beautiful Chrome Triple 
Plated Metal Lead Edge 


Strengthens visor — eliminates 
all vibration and fluttering. 
Strongest visor on the market. 


Special Nete: Display racks are available to you from 








CONTACT YOUR JOBBER TODAY! 


your jobber at no charge! Act today! 


Model ‘‘A’’ Deluxe 


WSO SAME 


All Metal Construction —A Masterpiece in Design Simplicity! 


Over 100,000 sold: last year! Proved the country over! 
Blends with every body style—enhances every car, old or 
new. Air Flow Design cuts high speed wind pressures 
without vibration or sideplay. Clamps easily to rain-gutter 
—no holes to drill. Chrome plated fittings—plus Chrome 
center strip. Contact your Jobber, today! 


List: $23.95 (East of Rocky Mts.) 





Each visor is Custom-Built for specific car 
make. Special fittings for each car eliminate 
use of ill-adapted universal fittings. 

Specially equipped with Windshield Rein- 
forcement Bar for all 1949 General Motors 
cars. 


the 

























BUILT 







Special volume dis- 






counts available. Con- 











tact your Jobber or 
write direct TODAY! 
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A bigger plate glass 








Metropolitan Group 


WHERE 38,000,000 READERS(*) GATHER EVERY SUNDAY, EVERY SEASON, EVERY YEAR. 





NEW YORK CHICAGO DETROIT 
220 East 42nd Street — MUrray Hill 7-5200 Tribune Tower— WHitehall 4-2280 New Center Bldg.—TRinity 2-2090 
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‘for all your showrooms! 


Being smart merchandisers, your dealers employ 
the selling power of a big plate glass window. 


Even then, your models aren’t seen by every pros- 
pect. So you invest in advertising to provide an 
even bigger “plate glass window”. 


And the biggest “plate glass window” for your ad- 
vertising is the Metropolitan Group of 26 Sunday 
Picture Magazines. 


Collectively, these locally edited Sunday Picture 
Magazines reach 38,000,000 readers in 15,000,000 
families, coast to coast, every Sunday in the year. 


Most of these 38,000,000 readers live and buy in 
those communities that traditionally account for 
the registration of most motor vehicles. 


Because these Magazines are printed in GRAVURE, 
your sleek new models get the benefit of high- 
fidelity Colorgravure reproduction. 


In this huge “plate glass window,” you can count 
on your models being seen. For, according to all 
available studies, Metro’s Sunday Picture Maga- 
zines enjoy the highest average inside page reader- 
ship of anything in print. And that means by men, 
women and teen-agers. 

Thus you can buy with one order, one piece of copy 
and one bill, Metro’s 26 Sunday Picture Magazines 
and reach—per $ invested— more people in more 
places where most automobiles are bought. 


Ask our Detroit office for latest facts and figures. 





} of Sunday Ficline Magagineo 


a @ AN ASSURED NATIONAL AUDIENCE FOR NATIONAL ADVERTISERS. (°)All ages, all incomes, both sexes. 


. gem ae se enh 
ee * 0 


s - men ask 
Res ; ghd — (Ul? on uh “fi8 an Ww ap — 
A io gt sce oct +c}. PRY 58 , yNGFr” asc ay RN DARBY we 
RO ye ovioe™ MY Ss iprsk ss ® op gure Ss -ANL ass" 















ope?” 


sth! 
GS st we 


post” 20 






SAN FRANCISCO LOS ANGELES 
185 Montgomery St.—GArfield 1-7946 448 South Hill St.—MlIchigan 0578 
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Sales Reports From Various Cities . . . 





Auto Market Page 


Buffalo 


Admitting that the pressure for 
new cars has decreased, President 
Ralph A. Young, of the Buffalo 
added 
that “nobody is stocked to the point 


Automotive Trade Assn., 
of distress.” 

Customers in the market for 
a new car probably can get 
prompt delivery on many makes 
if “you’re not too fussy about 
color and model,” Young said. He 
said that a customer wanting a 
particular model still may have 
to wait from four to six weeks. 


“We are now in a spring selling 
season,” Young said. “There may 
have been some accumulation of 
cars made during the winter, but 
I think we're moving back to a 
more normal demand following the 


recent slackening.” 


The association president also 
pointed out that auto sales rooms 


| have not yet made any concerted 
effort to sell cars. 

He cited his own firm, which for- 
merly had 23 salesmen, and still is 
operating with only two. When 
sales forces are rebuilt, Young ex- 
pressed the belief that available 
cars would meet a ready market. 

* * * 


Portland 


The earthquake, which hit the 
entire Pacific Northwest area, cut 
deeply into the already too low 
automobile business, say represen- 
tative dealers. 

January, February and March 
sales of both new and used cars 
have been off considerably, as have 
service and parts. In spite of ideal 
summer to date in April the cash 
is still not coming in as it did this 
month a year ago. Contributing 
cause is a new low in logging and 
lumber industry. Many concerns 
are out of commission due to poor 

















































recently introduced nationally. 


is far greater than we anticipated. 
Many voluntary testimonials have 
reached us from VeeJack buyers, say- 
ing they are recommending our pro- 
duct to their friends. This word-of- 
mouth advertising is a powerful sales 
help.” 

A combination of features never 
before offered in a portable, low-cost 
jack is responsible, its makers believe, 
for the quick popularity of VeeJack. 
These include: 


Dua. LirtTiINnG ACTION 


VeeJack lifts the car body and axle 
together, in the proper ratio to provide 
ample fender clearance for easy wheel 
changing. Its dual-life action is of 
special value on current new cars with 
deep fenders and long body over- 
hangs, making it unnecessary to raise 
the car body high in mid-air in order 
to pull the wheel and tire up off the 
ground. 


STEADY, SAFE SUPPORT 


VeeJack provides steady, three-point 
pyramidal support for either front or 
rear wheels, making it impossible for 
the car to roll forward or backward 
off the jack. Even on hills or side 
slopes, VeeJack provides non-rolling, 
non-tipping support. It is never neces- 
sary to set the brakes or leave the car 
in gear. In terms of user safety and 
convenience, its performance excels 
even that of professional garage floor 


type jacks. 


Easy OPERATION 


VeeJack can be safely used by a 
woman or child, Its lifting action is 
obtained through a ball-bearing acme 
screw, operated by a high-leverage, 
easy-turning, crank type folding han- 
dle. Very little physical effort is re- 
quired to operate it. For this reason, 
VeeJack has special appeal to women 
motorists. It weighs less than 12 Ibs., 
goes into position readily, and can be 
operated from a near-standing atti- 
tude. It is of single-unit, non-rattling 
construction, and folds compactly for 
easy storage in any luggage compart- 
ment. Every VeeJack carries a 3-year 
factory guarantee. 


An outstanding record for quick, nationwide 
acceptance of a new product at jobber, dealer 
and retail buying levels is reported for VeeJack, 
a new portable, dual-lift type passenger car jack 


“VeeJack sales are far ahead of our estimates,” 
reports the manufacturer, Carnahan & Henry, 
Inc. “As the only portable jack, 
ledge, that is completely safe and easy to use with 
modern cars, we expected VeeJack to find a ready 
market. The extent and response of this market 


to our know- 


log roads from November to March, 
business failures and strikes. 

* + * 

Denver 


Automobile sales are on the in- 
crease here. This fact is disclosed 
in a report from Charles A. Grant, 
city motor vehicle license super- 
visor, which states that nearly 10,- 
000 more automobiles and truck 
licenses were issued in Denver the 
first three months of this year. 

Grant said the total passenger, 
commercial and truck tractor 
licenses hit 115,865 at the end of 
March, compared with 106,747 for 
the same period in 1948. Trailer 
tags increased from 1,759 to 2,405 


and motorcycle licenses from 768 | 


to 902 for the same period. 

The most significant gain last 
year, he said, was in the number 
of passenger automobiles licensed. 
The total jumped from 101,812 in 


VeeJack Wins Quick Buyer Acceptance 





VEEJACK BUILDS DEALER PROFITS 


Dealers are unanimous in describing the prod- 
uct as a fast-moving profit-builder. There is no 
exaggeration, they say, in the concise VeeJack 
sales formula — “Display It . 
... Watch ’Em Buy It.” 
stration of VeeJack means a sale almost every 
time, they report — probably because the need for 
the new jack is so obvious to any motorist who 
has ever made a roadside wheel change. 


. . Let "Em Try It 
A two-minute demon- 





VEEJACK IN ACTION — The new, dual-lifting action, pyramid-support Veelack is winning favor 
with all motorists who see it, because of its greater safety, convenience, and ease of operation 
with a minimum of physical effort under all roadside repair conditions. 





REAR WHEEL is lifted off ground at 
the same time that body and fender 
are raised by VeeJack for quick, easy 
wheel change. 


jobbers. 





FRONT WHEEL of even the lowest- 
slung new cer (regardiess of axle or 
wheel suspension) goes up easily, 
safely with VeeJack. 


VeeJack is sold only through recognized automotive 
Suggested retail price only $12.95 — fair- 
traded for dealer protection. Ample dealer and jobber 
profit margins. ORDER NOW — CASH IN ON VeeJack! 


CARNAHAN & HENRY, INC. 


1100 East Douglas Ave. 


Wichita 7, Kansas 


| 1947 to 111,349, surpassing the pre-| 


| vious record of 102,439 in 1941. 
Grant pointed out, however, that 
| the 100,000th passenger plate was 
| not sold last year until June. This 
year the same number was issued 
early this month, two months 
| ahead of the 1948 sale. 


* * * 


Albany, Ga. 


| The days of the “quick grab” for 

new-used cars in this area are over, 
|it was learned through a survey 
here. 

The customers for practically 
new used cars have developed 
amazing bargaining powers and are 
adopting a “wait and see” method 
when confronted with a price 
which they do not wish to pay. 

News that more cars are on the 
way has made it harder on the 
used-car dealer, and the new-car 
dealer who must have a rapid turn- 
over of cars taken in on trade. It 
has also caused a drop in prices 
of from $250 to $350 on used cars 
since about Jan. 1. 

* *« + 


Birmingham, Ala. 


Here is a comparison of Jeffer- 
son county new-car sales: 


Jan. Feb. Mar. 

a 69 44 66 
Cadillac .... 17 11 29 
Chevrolet 38 206 277 
Chrysler . 22 24 26 
ID ecsrcecesssnse 22 22 g 
Dodge .. 62 32 43 
SEE Sec dhecesvesyecsee 211 219 
Fraser ............ 3 4 3 
Hudson ....... 17 15 20 
Kaiser .......... 8 5 1 
Lincoln ...... 9 3 3 
Mercury ...... 40 43 72 
BE iksieierescs 22 20 41 
Oldsmobile . 39 37 31 
Packard . 18 11 24 
Plymouth 108 46 28 
Pontiac ..... 36 44 59 
Studebaker .... 41 32 89 
Willys ............... 3 2 a 
ho ee ‘ 5 7 
Total 763 817 1,107 





Dealer Facts 
Ad Tells Buyers Cars 


Can Be Had 


| NORTH LITTLE ROCK, Ark.— 
| Union Motor Co., in an advertise- 
| ment in the Little Rock paper pub- 


| Saas the following statement to 
automobile buyers: 


“1. It is a Fact that you are 
being led to believe by some people 
that you can’t buy a new car— 

“2. It is a Fact that you can buy 
a New Ford Car From Us— 

“3. It is a Fact that you are not 
required to trade in Your Car— 

“4. It is a Fact that you can 
trade with us for less difference 
than on a comparable car of any 
other make— 

“5. It is a Fact that we can 
allow more for your used car in 
trade than you can get for it in 
cash— 

“6. It is a Fact that you can buy 
a comparable used car from us 
for less Money— 

“7, It is a Fact that we like to 
do business easy and fast—So get 
our appraisal before you buy any 
car—You will be surprised now 
| how you can buy Our New Cars.” 





Phillips Is Treasurer 
Charles Phillips of Phillips Mo- 
tors, Jamestown, N. Y., has been 
elected treasurer of the retail mer- 
chants association of the James- 
town chamber of commerce. 





Merchandising 


Memos 
to 


i Dealers 


| 
| 


By Bob Finlay 


Cae a deal is mostly helping 
a customer make up his mind, 
says Carl Marker, Fort Wayne 

(Ind.) used-car dealer, who once 
gave prizes to the salesmen who 
brought the most prospects into 
his closing office. 

Timing is vital here, says Mark- 
er. Once the customer has made up 
|his mind, sign him up and chew 
|the fat later. 

. . 

Pep 
w= Mel Haugh (Lincoln-Mer- 

cury), Detroit, wants to pep up 
his service department business, he 
sends his customer list a box of 
Kellogg’s Pep (one-portion size) 
with a card suggesting “Pep up 
(your car) with a tune-up.” 

Card entitles customer to $1 off 
the regular price of $5.95. Specialty 
Advertising, Marine City, says 
price of the mailing is 9 cents each 


for 1,000 or less. 
* . + 
It Works 
E. SOMPPI, manager of Molloy 
* Motors (DeSoto), Fitchburg, 


Mass., says he got a couple of top 
mechanics with an ad headlined, 
“I’m Tired.” 

Copy added: “Yes, I’m really 
tired of interviewing mechanics 
who are satisfied with a $1 an 
hour pay rate. 

“I’m disgusted with the me- 
chanics who have such impor- 
tant matters pending that they 
can only come to work three or 
four days a week or are too tired 
to come to work before 9 or so 
in the morning .. . 

“Somewhere there must be a 
mechanic who wants to better 
himself and is willing to give an 
honest day’s work in exchange 
for top salary, etc... .” 

e s + 


GAuecF in—and you'll glide out, 
says Martin Bury, Philadelphia 
dealer, in advertising his suspen- 
sion service. 


| Womanwise 


ENTRUP-SCHIELDS (Ford), 
Manhattan, Kans., figured out a 
good tiein with the fashion award 
to the Ford car. 
Through cooperation with a de- 
| partment store, the dealer staged 
| spring style display, gave away 
| prizes and registered a lot of 
| women at its showrooms. And 
they say that women have a lot 
to say about which car the fam- 
ily drives. 


* a = 
| GALLES MOTOR (Chevrolet- 
| Oldsmobile-Cadillac), Albuquer- 
que, marked the opening of its 
new building and 41st year with 
a booklet pointing up features of 
service. 

' Good merchandising idea is the 
lounge set off from the lubrication 
| department by a railing. From the 
| lounge, the customers can also sec 
| the paint shop, with infra-ray oven, 
‘in action. 








SERVES PUBLIC AND BUSINESS—One of a series of goodwill-building windows used by 


Crown Auto Sales (DeSoto) in Stevens Point, 


studied the window and talked about it among their relatives and friends. 
for local public office were phoned, told about the window, invited to submit posters. 


responded immediately. The dealer clipped 


Wis., at small cost. Many people stopped and 

All candidates 
Most 
newspaper ads of those candidates not having 


posters, mounted them on white paper and pasted them in the window. The window cost was 


| $5, plus a little Sunday time on the part of 


one of the staff. 
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Smart Advertisers are looking over the figures... . ! 

























Pat Knight 
as she appears in 
“SHOCKPROOF" 

A Columbia Picture 


6 QOOOHOOSOOQOOONS 6 DOOOO SOO SORRY i “o.8 ERQROOOS Oxo ¢ 
SOLON OOOO ONC RESO SOK RRO RIGO he SOON SR S582 OPN 


RS 

3 

. . « Only 5 out of every 1000 New Orleans families are reached by the Big 3 syndicated < 
Sunday Supplements . . . American Weekly, This Week and Parade. se 

O x 
RQ Only 218 out of every 1000 New Orleans families are reached by the Big 3 of the MS 
se «| Weekly Magazines . . . Life, Saturday Evening Post and Collier's. se 
aS Re 
SS RS 
oS . » » Only 236 out of every 1000 New Orleans families are reached by the Big 4 of the 35 
x; ~Women's Magazines . . . Ladies’ Home Journal, McCall's, Woman's Home Companion Be 
Sx, and Good Housekeeping. eS 
=e eS 
OS Ry 


o 
</ 


. . « Only 73 out of every 1000 New Orleans families are reached by the Big 4 of the 
Shelter Group Magazines . . . Better Homes and Gardens, American Home, House and 
Garden and House Beautiful. 


© 
C525 


The combined circulation of the above Magazines, plus Cosmopolitan, American, Red 
Book and True Story, represent 741 copies per 1000 families in New Orleans, or only 
about one-third of the average for first 50 Metropolitan areas! 


Sn the Souths Greatest Market... 


The Times-Picayune States Roto Magazine ALONE reaches 860 
unduplicated families out of every 1000 in metropolitan New Or- 
leans. Add this powerful medium to your advertising schedule 


You can’t cover 
New Orleans 
without this 


g 2 S00 
RRR RSI HI TN 


SOK 






powerful and you add the rich New Orleans Market to your sales poten- . 
e 8 tial. Monotone, Spot, Duotone and full color ata rate comparable %& 
medium a to or lower than each of the magazine groups. 
* a So 

Add it to your SOO OT NTI OR x 


schedule! 


G New Ole Sena 


OWNING AND OPERATING RADIO STATIONS WIPS AND WTPS FM — REPRESENTATIVES: JANN & KELLEY. INC. 
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Affecting Factories and Dealers... 


Auto Advertising 


Dealers on Radio 


Rupp Motor Co., Great Bend, 
Kans. (Lincoln-Mercury), has 
launched a “Dinner Varieties” pro- 
gram on KVGB, Great Bend radio 
station. 

Lammert’s (Buick), 
Falls, is sponsoring Charlie Bar- 
ton’s Sports Review. 

Miller Motor Co., Buick dealer 
in Albany, Ga., has taken a weekly 
spot on a local radio station and 
has also increased its direct mail- 
ing service. 


> * * 
Outdoor Associates 


Organization of Highway Adver- 
tising Associates has been com- 
pleted by seven of the country’s 
leading outdoor advertising service 
companies, including Consolite 
Corp., Fremont, O.; Cook Sign Co., 
Fargo, N. D.; Crest Outdoor Co., 
Greenville, Miss.; Chas. Caines & 


Niagara| 





Waldron Advertising Co., San Jose, 
Calif.. and Western Good Roads 
Service Co., Oklahoma City. 


“Purpose of HAA is to furnish 
complete, one source, personal- 
ized service by resident opera- 
tors to national users of high- 
way advertising,” Secretary 
Charles H. Gaines announced 
from executive offices in Ashe- 
ville, N. C. 

HAA members are presently giv- 
ing the country’s major highways 
that “new Packard look” with a 
series of approximately 2,000 deal- 
er personalized three-color signs. 
Other automotive advertisers served 
by members of HAA include Nash 
Motors, Motorola Radio and G. C. 
Trucks. 

© . * 


Auto Men in Radio 
Two automobile men, Harry J. 


Klingler, head of Pontiac, and 
Lawrence P. Fisher, of the famous 





DEALER KROUSE STRESSES DISPLAYS—A firm believer in merchandising his product, Harry 
Krouse, Philadelphia Studebaker dealer, always comes up with displays such as this to attract 


the attention of potential buyers. 





management and control 
Richards radio chain. 

Also nominated was Dr. John S. 
Hannah, president of Michigan | 
State College. 

George A. Richards, who owns 
controlling interest in WIR, De- 
troit, WGAR, Cleveland, 
KMPC, Los Angeles, made the 





of the 


and 


mission following complaints that 

news broadcasts by KMPC had 
been biased. 

Richards said that he had au- 
thorized the broadcasts, that he is 
ill and that his illness had affected 
his abilities. 


* * * 


| Chrysler Program 


light dinner music, will be spon- 
sored three times weekly over WJZ 
New York key station of the 
American Broadcasting Co., start- 
ing May 9, at 6:45 p.m., EDT, by 
the Chrysler Sales division, Chrys- 
ler Corp. 

An initial 26-week contract cov- 
ering Monday, Wednesday and Fri- 
day evening sponsorship was signed 
through McCann-Erickson, Inc., as 
the agency. 


* * > 


Fleet Campaign 

Erwin, Wasey & Co. (Minnesota) 
has been appointed to handle the 
advertising of Spark-O-Liner Corp.., 
Minneapolis, manufacturer of the 
Perry cooling system filter designed 
to eliminate radiator troubles. 
Major emphasis in a forthcoming 
advertising campaign will be di- 
rected at the fleet transportation 
market with trade journals as a 
major media. 

o * + 


Boston Record 


On Apr. 3 the Boston Herald pub- 
lished the largest normal Sunday 
paper ever printed in Boston. The 
paper ran 184 pages, with 80 pages 
in the main section. Officials at the 


= 


eo 


Sammy Kaye’s Showroom, a new 
quarter-hour program featuring 


nominations in a petition to the 
Federal Communications Com- 


Herald credit the great interest in 
pre-Easter advertising and spring 
activities as the controlling factor 
|in setting the record. 
| * a > 





Son, Asheville, N. C.; Louisiana| Fisher brothers, are two of the 
Advertising Co., Opelousas, La.;|three trustees named to take over 








ey efi Payloads AraC: 


with All Stainless Steel Construction 


eee 


| Names 
Willard R. (Bill) Cotton, 55, for- 
merly associated with AUTOMOTIVE 
News for 18 years in advertising ' 
capacities, died suddenly Apr. 7 in t 
Milwaukee. At the time of his 4 
death he was a partner of Jones ‘ 
& Cotton, publishers representa- j 
itives. After leaving AUTOMOTIVE i 
| News he was for eight years West- ‘ 
ern advertising manager of the 
Palmer Publications. i 
During his connection with AuTo- y 
| motive News, Mr. Cotton served as 0 
Western advertising manager and s 
c 
l 


a Nh * 
Mo” ie om Burton R. Durkee, Detroit man- 
a P c |ager and vice-president of Morris 
: F. Swaney, Inc., advertising t! 
agency, has announced his resig- 


|nmation. Durkee was appointed in 


for a time as advertising manager. 





May, 1948, as account executive on ( 
Kaiser-Frazer advertising which 
was recently transferred to William | 


|H. Weintraub & Co., New York. 














Harry Ferguson, Inc., Detroit | | 
|tractor manufacturer, has named | 
|Curry W. Stoup advertising and | 
sales promotion manager, accord- tl 
ing to Philip C. Page, director of | cs 
distribution. di 
| Ralf Coykendall, formerly adver- | ce 
tising director of Cue magazine, di 
has joined Redbook and will handle ai 
automotive advertising. pe 

Several advertising men connect- ° 
ed with automotive accounts have 
been named to the Michigan Coun- 
cil of the American Assn. of Ad- Ci 
vertising Agencies for 1949-50. bu 
They include Ralph L. Wolfe, - 
Wolfe-Jickling-Conkey, chairman: N 
|John L. McQuigg, Geyer, Newell ak 
|& Ganger; Frank W. Townsend, cu 

STRENGTH |McCann-Erickson; H. G. Little, ca 
ITH U-S-<S Stainless Steel con- MAXIMUM Bigger payloads and bigger profits |S ne Wetese . ad 
struction, you can replace every LONGER LIFE start immediately with the delivery ae eee Sn | 
unnecessary pound of dead weight in LOWER OPERATING COSTS of Stainless Steel equipment . . . con- Jim Conzelman, former Chicago mi 
your trailers with an equal weight of LESS MAINTENANCE tinue for years beyond the calculated |Cards football coach, is now with a 
profitable payload on every trip. life of trailers made from ordinary RS oes eer as ve 
In putting on the greatest possible PERMANENT GOOD LOOKS weight-reducing materials. Stainless | Facies : me 
extra payload, you sacrifice nothing equipment pays for itself many times sit 
in strength and trailer life. For U-S-S over, ke 
Stainless Steel, without question,adds _ have far greater structural strength oa ; ; : col 
strength and years of service to every th ther types of construction US'S Stainless Steel has proved its ad- ( 
Ne he ee 5 — guns Ene ; i vantages over years and years of service 2 the 
trailer built from it. _ Weather, corrosion and even time . in millions of ton-miles of freight cal 
U-S-S Stainless Steel, cold-rolled __ itself have little effect on Stainless transportation. It is uniform in composi- =] 
for high tensile properties, is 2% Steel. For this reason, trucks and tion, in finish, and in fabricating quali- 194 
times stronger than ordinary steel. trailers built of U-S-S Stainless Steel tes, — — sous — in de- hat 
Bi Fe ee ed es : oat = : 2 : ea sign anc perm! ing use oO e most in 
It’s easy to see why sections can be resist wear, require almost no main advanced fabricating techniques. Practi- bel 
exceptionally thin — effecting tre- tenance, never need painting, and cal engineering advice and the latest - 
mendous savings in weight—and still last longer. fabricating data are available to you. in 
mo 
ade 
AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO - CARNEGIE-ILLINOIS STEEL CORPORATION, PITTSBURGH & CHICAGO the 
COLUMBIA STEEL COMPANY, SAN FRANCISCO - NATIONAL TUBE COMPANY, PITTSBURGH - TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM sale 
UNITED STATES STEEL SUPPLY COMPANY, WAREHOUSE DISTRIBUTORS, COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK Fri 

REPLACING TIME—After winter-long abuse, K 
mufflers are at their worst—noisy, worn and u 
wasteful. So, again this spring, Walker Mfg. P 

* @ Co. of Wisconsin, Racine, maker of Walker 
exhaust silencers—together with its distribu- gf, Mot 
tors, jobbers and dealers—is staging a nation- wal 
wide sales drive to replace worn-out mufflers. poi 
SHEETS - STRIP - PLATES - BARS - BILLETS - PIPE - TUBES - WIRE - SPECIAL SECTIONS Spearheaded by two-color advertteqments la hi 
The Saturday Evening Post and backed by a Is 





9-942-A complete program of point-of-sales material K 
and merchandising helps, the promotion offers and 
| everything to stimulate muffler sales and muf- suc 


fler selling action, the company states. 


| 
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Ratio of Future to 


Dealer Business Counsel 


Held More Important Yardstick 
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Past Selling Capital 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News.) 


By J. B, Van Tassel 


The most popular financial ratio 
used in our business is the ratio of 
current assets to current liabilities 
and in normal times the par on this 
ratio was $2 of current assets to $1 
of current liabilities. However, I 
am not too sure that this is the only 
financial ratio that should be used 
by deelers in checking their work- 
ing capital condition. 

I think a more important ratio 
for checking your financial ability 
to carry on your business would be 
the ratio of future selling capital to 
past selling capital. 

Future selling capital is that 
part of your working capital 
assets that are made up of avail- 
able cash assets that you can use 
to buy and sell merchandise; for 
example, the amount of cash on 
hand and in the bank is a future 
sales asset, new-car inventory less 
that part which is floor-planned is 
future selling capital, and that 
part of your parts and accessories 
inventory that is invested in cur- 
rently saleable and fast-moving 
merchandise is future selling 
capital. 

However, any obsolete and slow- 
moving parts and accessories should 


not be considered as immediate fu- | 


ture selling capital. In fact, the ob- 
solete and very slow-moving lines 
should be eliminated entirely from 
your current items by the establish- 
ing of a reserve for obsolete parts 
and old iron. 

The past sales working capital 
items are the asset accounts on 
your balance sheet that are a result 
of the merchandise that you have 
sold. These items are Accounts Re- 
ceivable, Notes Receivable and 
Used-Car Inventory. 

Accounts receivable are usually 
the result of parts, accessories and 


Canadian Sales 
Brisk Despite 
Price Slashes 


OTTAWA.—While admitting that 
the much-publicized price cuts for 
cars may be causing some Cana- 
dians to hold up purchasing new 
cars, a survey of local dealers in- 
dicates that new cars are selling 
as rapidly as dealers had antici- 
pated earlier and there have been 
no serious ill effects on their sales 
records for popular models. 

At least four price cuts in the 
Canadian industry have been made 
but dealers state that sales have 
continued as expected in each case. 
Not one dealer who was asked 


about the effects of these® price} 


cuts was able to report actual 
cases where customers were delay- 
ing getting their cars in hope of 
further reductions. 

However, it is significant that 
many dealers recognize that keen 
competition for business is return- 
ing rapidly and this is backed up 
by the experience of auto sales- 
men, inferring that actual experi- 
ence in selling new cars emphatic- 
ally indicates that a “buyer’s mar- 
ket” is just around the proverbial 
corner. 

One concrete sign of this was 
the general view of the public that 
car prices will go down further 
and customers are now much more 
“choosy” than even at the start of 
1949, even though sales of new cars 
have not been adversely affected 
in the face of price cuts and the 
belief others may be coming. 

“It’s not » big enough difference 
in price and they've sstill got 
money for such purposes in Can- 
ada,” said one dealer in analyzing 
the reason for no ill effects on 
sales. 





Frint Motor Nemes 


Kubousek Assistant 


President L. D. Frint of Frint 
Motor Co. (Lincoln-Mercury), Mil- 
waukee, has announced the ap- 
pointment of Jerry Kubousek as 
his assistant. . 

Kubousek joined the firm in 1933 
and became sales manager, a post | 
succeeded to by R. K. Donovan. 


|labor that have been sold and not 
| collected for, definitely a past sales 
item. Notes Receivable may be the 
result of a loan to someone, but 
they usually consist of short-term 
notes from car buyers. Used Cars in 
normal times, and that is about 


where we stand now, are definitely | 


for the most part the result of new- 
car sales and trade-downs. 


Here is how you could figure a 
normal ratio of future selling capi- 
tal to past sales capital. Be sure 
your Used-Car Inventory does not 
exceed a 30-day supply. Accounts 
Receivable should not exceed the 
equivalent of the sale of parts, ac- 
cessories and labor for a 60-day pe- 
riod, assuming of course that your 
ratio of charge account business 
does not exceed 60 percent of your 
sales of service, parts and acces- 
sories, New-Car Inventory less 
amount floor-planned equivalent to 
a 45-day supply based on the cost 















CHEVROLET TRUCK TRAINING SCHOOL—Representing Chevrolet dealerships, these truck 


specialists and truck sales managers recently attended a truck trainin 
Speakers included R. G. 


sponsored by the wholesale organization. 
and H. J. Glynn, zone truck manager. 


of sales of new cars for 45 days and 


school in St. Louis 
Schulte, zone manager, 


equivalent of 15 percent of your 


parts and accessory inventory not | total monthly expense. 


in excess of a four times annual 
turnover on a three months’ supply 
based on the cost of sales of parts 
and accessories covering the past 
three months. 

The cash on hand and in the bank 
should never be less than the 








Any questions concerning busi- 
ness management will be gladly 
answered by J. B. Tassel, care of 
AUTOMOTIVE News. 

AUTOMOTIVE NEWS production and 


registration figures tell the story of output 
and sales every week. 
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- Metal Stampings 


Brochure Is Offered 


By Toledo Frm 


TOLEDO.—In observance of its 
20th anniversary, City Auto Stamp- 
ing Co. here has published an illus- 
trated brochure titled “Metal 
Stampings—The Strong Right Arm 
of America’s Durable-Goods Indus- 
tries.” 

The book depicts photographi- 
cally the modern plant equipment 
and capacity of the firm for the 
production of the largest and most 
complicated parts used by leading 
manufacturers not only in the auto- 
motive field, but also those making 
farm tractors and equipment, re- 
frigerators, washing machines, 
power tools, metal furniture and 
home appliances. 


Interested manufacturers may ob- 


-| tain copy of the book upon request. 


Charles C. Bigelow is president of 
the firm. Joseph F. Howard is vice- 
president and sales manager. 


Baker Opens Lot 


Baker Motor Co. (Dodge), Marys- 
ville, Kans., has opened a used-car 
lot with Roberte Cannon in ____|lot with Roberte Cannon in charge. 


| 
In 3 im portant ways your SUN MAN can 





2. Increase Mechanics’ Skill 


Sun Training, conducted by your Sun Man, will bring the most 
modern methods of diagnosis to everyone in your shop. New 
mechanics and old timers will learn how to cut service time and 
. how to increase their earnings as well as 
shop profits. Ask your Sun Man to schedule Sun Training in your 


insure greater accuracy . 


shop. There is no cost or obligation! 





See iirevers CORPORATION 


6327 AVONDALE AVENUE CHICAGO 31, ILLINOIS 


these Sun Services. . 


3 Improve Sales Methods 


Today's conditions call for modern sales meth- 
ods! Your Sun Man is well versed in methods 
used by the nation’s leading shops. He will be 
glad to show you what modern methods of Sun 
Diagnosis can do for you in dollars and cents. . 
Your Sun Man will not only show you how... 
he will help you do it. You pay nothing for 


owners of Sun Diagnosis equipment. Whether 
you own Sun equipment or not, your Sun Man 
will call and show you how owners and 
mechanics can increase their earning power! 


HELP YOU INCREASE 
EARNING POWER 


Here’s a man who knows the automotive service 
business! Every day he helps to make it more 
profitable for both owners and mechanics! He’s 
your Sun Man, a neighbor and one of the 400 
Sun Representatives who cover the nation from 
coast-to-coast. He’s a mighty good man to know 
...in more ways than one. Here are three ways 


he can help you: 


lla ee 


“DOLLARS 


HERE’S HOW TO GET 


DIAGNOSIS” 


MAIL COUPON TODAY! 
jaa anaes 





1, Secure Modern Dinsbidinnt 


Improved testing equipment may be your answer to 
selling better repair service at greater shop profit. Per- 
haps the solution to your problem lies in the adoption 
of improved methods of using testing equipment. Your 
local Sun Man stands ready to study your particular 
problems and put to work for you Sun's experience with 
thousands of successful shops! 








FROM: 


=I 
& 
Esun Electric Corporation f 
; they are available to all 6327 Avondale Ave., Chicago 31, Illinois 
O Please send, without cost or obligation, a i 
é copy of the “Dollars from Diagnosis” 3 
Q Booklet. 

0 Also send name of my nearest Sun Man. @ 
f ' 
2 DEE. inagadansesa4s60ebaanaaidkun vaakeekn 4g 
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Dealer 


Hodges Honors Employes 
For Sales Achievements 











Ellsworth Hodges, owner of Cherry | 


Creek Motor Sales, Cherry Creek, 
N. Y., tendered his employes a din- 
ner party for their efforts in reach- 
ing a sales goal of $250,000 during 
the past year. 

Each employe received a gift 
from Hodges. The firm is now 
erecting a new building to handle 
expanding operations. 

+ o * 


Campbell Heads Sales 


For Pelton Motors 


George W. Campbell has been 
promoted to vice-president and di- 
rector of sales for Pelton Motors, 
Inc. (Dodge), Los Angeles, accord- 
ing to George S. Pelton, president. 

Campbell, with Pelton Motors for 
18 years, served as an executive in 
the wholesale division until Novem- 
ber, 1947, when he became assistant 
to the general sales manager. From 
1928 through 1930 he was with Gen- 
eral Motors and prior to that time 
with Federal Truck in both sales 


and service departments. Campbell 


PES 
ici eget 


iu 


AUTOMOTIVE 


Doings 


also is director of the advertising 
| committee of the Los Angeles area 
| Dodge Dealers Assn. 

+ * + 


Suwannee Motors Acquires 
Hudson Franchise 


Suwannee Motors, Live Oak, Fia., 
announces it has acquired the Hud- 
son franchise for that city. 

Along with the announcement of 
its appointment, Suwannee Motors 
also announced a new partnership 
between C. B. Barnes and J. W. 
Mott. 

+ + * 


Strickland Motor Expands 


At Cost of $150,000 


Strickland Motor Co. (Ford), 
Cordele, Ga., is making a $150,000 
expansion. Display rooms and 
offices have been remodeled, and 
a new structural steel and con- 
crete mechanical department is 
being added. 

Plans for the new service de- 
partment call for a ramp leading 
from the side of the building to 
the roof, where car storage and 





sy VALE 
tS 


Cra tty 


One DOES IT ve Seattle 


SEATTLE HOMES READ 
ONLY THE SEATTLE TIMES 





| 








220% raxe sorn 16° iat 


ACROSS THE PARK FROM CORPUS CHRISTI BAY—John W. Creveling, president of 
Packard Corpus Christi, Corpus Christi, Tex., opened this second showroom behind the motive business was announced 


service department to display Packard sports cars and craft powered by Packard marine 
| engines. Creveling was with the Packard factory for 15 years. 


the paint and body repair de- 
partment will be located. 


The regular service department 
will be on the ground floor, to- 
gether with the showrooms, of- 
fices and stock room already re- 
modeled, according to Harry 
Williams, vice-president, and W. 
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| D. Griffith, secretary-treasurer. 
The firm has been a Ford dealer 
in the area for the past 30 years. 


* * * 


_Van-Jansen Fetes Opening 


| With 3-Day Celebration 


Van-Jansen Motors, Green Bay, 
held a three-day celebration for 


ro 24 to 


re’ 


DA] ofa 


YF Vann: 
HOMES 


similar results. 


395% 
SECOND PAPER TOTAL COVERAGE 


™ SEATTLE 


tt: 


of Seattle Homes 
take The TIMES 


Charted below are results of @ recent 
Scientific Study of newspaper circulations 
and duplications in Seattle... a study made 


by a noted independent — oe 





in Seattle... that it pays to concentrate 


your advertising in The SEATTLE TIMES! 


DAKY, ABC CITY ZONE. 
Sundey onolysis shows 






the opening of what it announced 
as “one of the most modern ga- 
rages in Wisconsin.” 

Souvenirs were presented to all 
registered visitors. M. L. VanLan- 
nan and R. G. Jansen are partner- 
owners of the firm. George Tibbets 
heads up the service department. 

« + * 


Carlson’s Motor Observes 


35th Year in Wells, Minn. 


More than 1,000 visitors at- 
tended the 35th anniversary of 
Carlison’s Motor Co. (Studebaker) 
at Wells, Minn. A free lunch and 
1949 model displays marked the 
occasion. 

7 + * 


Earl Hayes Becomes Head 
Of Dallas Chevrolet Deal 


A new name in the Dallas auto- 


with the formation of Earl Hayes 
| Chevrolet Co., formerly Roy Hill 
| Chevrolet Co. Roy Hill has retired 
from the company and Earl Hayes 
has succeeded him as president. 
|For the past four years Hayes has 
|been vice-president and general 
|manager of the company. 

| Hayes has been active in Chev- 
rolet since 1925, serving as district 
manager, zone sales promotion 
manager and regional sales promo- 
tion manager, all in Dallas, and 
national sales promotion manager 
at Detroit. Immediately prior to 
coming to Dallas, Hayes was Chev- 
rolet zone manager at Oklahoma 
City. 

+ * + 


Thomas Motor Builds 


| Truck Service Plant 


Thomas Motor Co., Clinton St., 
| Corry, Pa., has begun work on a 
$25,000 addition which will house 
a complete repair and service de- 
partment for large trucks. 
Lawrence Thomas, owner, dis- 
closed that the new structure 
will be of steel and cement block 
| construction 45 feet wide by 170 
feet long. 


Student Cars 
Two Baltimore Dealers 


Give New Fords 


Richard A. Hartman, director of 
traffic engineering and safety for 
| the Automobile Club of Maryland, 
reports two more automobiles have 
| been given to Baltimore schools by 
| local dealers. 
| Behrend Brothers and Marshall 
| Motors gave the two 1949 four-door 
Fords to:the Automobile Trade 
| Assn. of Maryland, for presentation 
| afterwards, via their auspices, to 
| the schools, 





7 + * 
| Hurst Motor (Chrysler) 
| Opens in Hays, Kans. 

More than 1,000 persons regis- 
tered for the drawing on the eve- 
ning of the grand opening of 

| Hurst Motor Co, (Chrysler), 219 

| E. 8th St., Hays, Kans. 

The $40,000 building contains a 

| showroom 50 by 87 feet, and a re- 

| pair shop. The second story of 

| the new brick and tile building is 
used for storage of parts. 


* * * 
Spangler Motor Remodels 


Dual Deal in Kansas 


Spangler Motor Co. (Kaiser- 
Frazer-Willys), Belleville, Kans., 
has remodeled the building it re- 
cently purchased at 1327 Seven- 
teenth St. 

One wing of the building will 
display Willys-Overland products, 
the other will display Kaiser- 
Frazer automobiles, N. S. Spangler, 


| owner, said. 
* + 


| Clay-Dutton Opens 
| Second L-M Outlet 


Col, Tom W. Dutton of Clay- 
Dutton, Inc. (Lincoln-Mercury), 
New Orleans, announces’ the 
opening of a Lincoln-Mercury 
dealership in Houma, La., under 
the name of George Broussard, 
Inc. The firm is owned by Louis 
L. Clay and Dutton and managed 
by Broussard. 


* * * 


Modern Increases Stock 


Modern Chevrolet Sales, Inc., 
Honaker, Va., H. T. Rutherford, 
president, has increased its maxi- 
mum authorized capital stock from 
$10,000 to $50,000 and its minimum 
authorized capital stock from $5,000 
to $25,000. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

\ GREAT deal of argument has 
f% arisen among automobile deal- 
ers over this question: When may 
a seller of an automobile keep 
money deposited by a buyer who 
breaches his agreement to return 
and buy the car? The answer is: 
When no dispute arises between 
the seller and buyer. 

For example, in Searcy v. Gulf 
Motor Co., 37 So. (2d) 445, testi- 
mony showed facts, as follows: 
One Searcy purchased an automo- 
bile from the Gulf Motor Co. The 
price agreed upon for the automo- 
bile was $895. Searcy paid $100 on 
account and agreed to pay $200 in 
eash two days later. Searcy failed 
to pay the agreed $200 two days 
later because of a dispute with 
the dealer. 

The latter immediately and 
without any notification to Searcy 
sold the automobile to another 
person. Searcy sued the dealer 
for the $100 deposit. The higher 
court ordered the dealer to return 
the deposit to Searcy, and said: 

“We have no doubt that defen- | 
dants (Gulf Motor Co.) would have 
been within their rights in resell- 
ing the car if before reselling it | 
they had obtained from plaintiff 
an express, unequivocal statement 
to the effect that he could not 
comply with his agreement. ... 
But having resold the automobile 
without their right having been 
expressly agreed to they have, we 
think, lost the right to retain the 
amount of this deposit.” 

7 * + 


Buyer Pays Creditor 


RE aeatTF a higher court held 
that a purchaser of an auto-| 
mobile can pay either the seller 
or any person the seller authorizes 
him to pay. Payment to either 
party is legal payment. 

For illustration, in Macbeth v. 
West Packing Corp., 187 Pac. 
(2d) 815, the testimony showed 
facts, as follows: A dealer sold 
a machine to a purchaser with 
accessories for the sum of $4,500. 
At the time the same was deliv- 
ered the purchaser paid the seller 
$500 down. 

Later the seller in writing as- 
signed a $1,000 of the $4,000 due 
from the purchaser to a creditor. 
The buyer paid this $1,000 to the 
creditor. Later the seller sued the 
purchaser to collect the full $4,000. 

The higher court held that the 
purchaser owed only the difference 
between the $4,000 and the $1,000 
he had paid the seller’s creditor. 
In other words, this court held 
that a purchaser always is safe 
from future suits by the seller who 








Southern States 


Move to Erase 
Truck Hurdles 


ATLANTA.—Summoned by Chair- 
man Walter R. McDonald of the 
Georgia public service commission 
“to see if the conflicting laws and 
regulations in the various states 
couldn’t be ironed out,” official rep- 
resentatives from 10 southern states 
gathered here last week and set up 
a special committee to seek re- 
moval of legal roadblocks to inter- 
State truck travel. 

The special committee set up by 
those attending the meeting here | 
last week is composed of the fol- 
lowing: 

H. S. Phifer, chief, motor vehicle 
division, Montgomery, Ala.; J. W. 
Carter, commissioner, railroad and 
public utilities commission, Talla- 
hassee, Fla.; John C. Watts, direc- 
tor, motor transport division, 
Frankfort, Ky.; Stephen Rodi, de- 
partment of revenue, Baton Rouge, 
La.; James Kendall, assistant at- 
torney-general, Jackson, Miss.; Joe 
W. Garrett, assistant commissioner, 
department of motor’ vehicles, 
Raleigh, N. C.; H. E. Quarles, di- 
rector, motor vehicle division, Co- 
lumbus, S. C.; James C. Evans, 
commissioner, department of fi- 
nance, Nashville, Tenn., and Mc- 
Donald. 

AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
Method of reaching the men who want 


what you have or have what you want! 
See the back pages of this issue. 










had made a written order author- 
izing the purchaser to pay a part | 
of the contract price to a named 
person. 

* * + 


No Permit 
N AUTOMOBILE dealer with 


tion cannot obtain a permit to do 
business although part of the prop- 
erty is in a business section. 


NEWS, APRIL 25, 1949 





FOR ORAND BUICK CO., DALLAS—Construction is getting under way in the 2100 block 
of Cedar Springs Ave., just opposite its present plant which it occupied in 1940. J. Bruton 
Orand is president of the dealership. The total plant will contain 175,000 square feet, prac- 
tically an entire block. Approximately 55,000 square feet will be under roof. A 60-foot drive- 
way will separate the showroom and office building from a 36,500 parts and service building. 
Construction will be of steel, masonry and concrete, with generous use of plate glass. Much 
of the exterior and a portion of the interior will be finished in Arizona pink stone. Extensive 
property in a residential sec- | canopy overhangs front and rear of the showroom-office building. 








In Visco v. City of Plainfield, 57 Wyoming Tr ucker. Ss War ned 


Atl. (2d) 490, it was shown that a 


company owned a lot whose front OF Cgmpetitive Attacks 


whose rear part was in a residence 
area. The business had been con- 
ducted for many years on the front 
part of the lot. 

The company asked for a permit 
to construct on the rear part of 
the lot a one-story cement block 
addition for garage purposes. 

Since the rear part of the lot 
was in an area zoned for residen- 
tial uses by the local zoning ordi- 
nance, the higher court refused to} 
award the permit. 
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CASPER, Wyo.— Warning them 
to be prepared for continuing at- 
tacks from competitive transport, 
Walter W. Belson, public relations 
director for the American Trucking 
Assns., told Wyoming truckers in 
convention here: 

“Although it is unquestionably 
a short-sighted policy, the anti- 
truck interests have steamed up 
the publicity against trucks to a 


' point where it exceeds anything 


TEU APRNs co ape mre 


SE 


LOCALLY EDITED 


GED 


AILIES 


papers that 


buying belt o h Dakota 


Reach the rural and 
idents who hav 
in ready cash to spend fo 


products NOW! 


irban res 


e $300,000,000 


r your 


iam els 
LereTear ed Ctr 
alae ela) 
Tapping the 
Reservoir Of 
Buying Power 
ame aida ey -d ed La 
Dakota 


natural resources. . . frie 
highway oem that is constantly 
expanded 

recreation facilities. superv by 
Game, Fish and Parks. It will pa 
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South Dakota measures up for alert manufacturers, 
distributors and new businesses searching for sites that 
will aid their rapid growth. South Dakota offers abundant 
iendly American labor . . . a fine 


y the State Sienna Commission . . . planned 


c to investigate the fine 
locations and extra advantages of bus 


we have encountered in many 
years.” 

Speaking at the ninth annual par- 
ley of the Wyoming Trucking 
Assn., Belson said “the attack is on 
two fronts. Alleged damage to the 
highways is one, and a drive to 
obtain higher truck taxes another. 

“The solution of these problems 
is the same today as it was yester- 
day—public education, Until then, 
|the industry has a public attitude 
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Reach Nine Out of Ten South Dakota Families! 
Swing open the floodgates to South Dakota’s rich, re- 

sponsive market by advertising in locall and 
locally edited South Dakota 
vertising where 9 out of ten South Dakota families 
read, remember and respond to your sales messa 
the South 
families . 
lies with $300,000,- 
000 in ready cash to 
spend not counting 
investment savings. . 
the families living in 
one of the richest ag- 
ricultural states in 
the country ... the 
families whose high 
standard of living is 
firmly .anchored to a 
scientific agricultural 
economy madesecure 
by far-sighted con- 
servation measures. 
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tling South Dakota! 






South Dakota stands on the threshold of a 
promises even greater 
jperity. Construction in the gigantic Missou- 
lan will send six billion, three hundred 
and sixty million’dollars surging through the 
area to insure flood control, navigation, irriga- 
tion and power development for the entire Mid- 
west. South Dakota is assured a balanced 
economy for decades to come! 


SDailies Dominate the Market pt 


Open the flood gates to Sout 
Dakota sales through the lo- 
cally - edited, locally - managed 
South Dakota Dailies! 
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problem and an operation problem 
of the first magnitude.” 

Chris Bunning, Rock Springs. 
newly elected president of the asso- 
ciation, stressed the importance of 
a continued safety campaign and 
urged publicizing the “driver of 
the month” and “driver of the year” 
awards. 

Matt Grishaber, Casper, reelect- 
ed secretary-manager, speaking 
of new action to be taken regard- 
ing interstate reciprocity agree- 
ments, pointed out that all trucks 
entering Nebraska must pay a 
fee of $2.50. 

“That's all right,” he said, “for 
firms that haul clear across the 
state, but for the operator who 
barely penetrates the border it’s a 
| rough deal.” 

Grishaber said plans are being 
discussed for a meeting in Scotts 
| Bluff, Neb., to arrive at an agree- 
ment acceptable to both states, 

Recommendations presented to 
the group include a special fund 
for legislative purposes, an exten- 
sive public relations campaign, co- 
operation with state highway and 
safety officials to maintain the ex- 
cellent safety record of the past 
year, continuing vigorous action 
against discriminatory taxes, and 
a drivers’ training course for school 
students. 
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drive your product promotion into the home! 
South Dakota -families depend on their local 
newspaper to recommend locally advertised prod- : 
ucts to guide their local buying. South Dakota — 
Dailies are unchallenged by any out-of-state i 
metropolitan newspaper. They reach a buying 


public anxious to buy foodstuffs and beverages a 
. - « home appliances and furnishings . . . farm ca 
equipment and machinery as well as scores of % 
other products to maintain a ate 
superior standard of living. = 








lecally Managed and Locally 


Edited Newspapers Serving the Six Primary 
Markets ef South Deketa. Both Rural and Urban, 
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A HOME ON WHEELS—No, not a house trailer. 
truck is assembled it will be a Lustron home manufactured in Columbu 


New Joba tes Tice 
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When the above payload on a White 
s, f The trailer has 


80 compartments, hauls 3,300 parts and 4,000 nuts and bolts. 





A HOME ON THE GROUND—This is how the all-steel, porcelain-enameled home looks 
when completed at the point of delivery. Erection is set at 130 to 140 manhours per home. 


No Parking 


Cleveland Cemetery 


Not for Cars 

Downtown parking woes have be- 
set Cleveland. 

A recommendation by Traffic 
Commissioner John R. Sammon 
that the old Erie St. cemetery, 
where many of the city fathers are 
buried, be turned into a parking 
lot was met with a charge of 
“ridiculous” by Mayor Thomas 


Burke. Another suggestion that the 












1928-1949 Models. 
mings and hardware. 


delay. 
today! 





Dealers Everywhere 


Easily installed by anyone. 
Fit ond Workmanship guaranteed by Aro, 
World's largest manufacturer of Replacement Convertible Tops. 
biggest news of all, just look at that new 
low, low pricel Write, wire or phone for 
discounts on Aro’s “Storm King". But don't 
Let's hear from you right now— 


downtown Mall be paved for cars 
also was discarded. 


Haywood Runs Haddad’s 


Harold H. Haywood has been 
named general manager of Had- 
dad’s Motor Sales, 55 West St., 
Pittsfield, Mass., succeeding Law- 
rence A. Andrus, who resigned be- 
cause of ill health. Veteran of 27 
years in the automotive business, 
Haywood was, until recently, man- 
ager of the GMC truck department 
of Berkshire Auto Co., Pittsfield, 
and for 12 years managed Shapiro 
Motors, Inc., Pittsfield. 


CASH IN on the BIG DEMAND 
with “Siew King”—Only *19%2, 


High ways & Safety eee 


Three States to Test 
‘Rubber’ Surfaces 


— STATE highway depart-| 


ments will test a new develop- 
ment in road building in this coun- 
try within the next month, officially 
undertaking for the first time the 
laying of state 
road stretches in 
Texas, Virginia 
and Ohio incor- 
porating pow- 
dered natural 
rubber with as- 
phalt in order to 
improve road sur- 
facing. The test 
programs of the three states were 
disclosed at a meeting of the Ak- 
ron Rubber Group. 

The program is being undertaken 
by the three highway departments 
in cooperation with an independent 
natural rubber industry organiza- 
tion in Washington, the Rubber 
Development Bureau. 

Warren S. Lockwood, director of 
the bureau, announced that the 
rubber required for the test sec- 
tions is being supplied to the high- 
way departments by the Dutch 
Rubber Foundation in Delft, 
through the cooperation and spon- 
sorship of the British Rubber De- 
velopment Board, parent organiza- 
tion of the Washington agency. 

Technical aspects of this new 
development in highway engineer- 
ing were described to 450 members 
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Arkansas Busy Erecting 


9 Weighing Stations 
LITTLE Ark.—Nine 
new weight and permit stations 
costing $67,500 are being erected 
by the motor vehicle division of 
the Arkansas revenue depart- 
ment in preparation for a gen- 
eral tightening of truck load 
regulations which will become 
effective with the new fiscal year 
July 1. Preliminary regulations 

. went into effect last week, 
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“Storm King’’ SELLS ON SIGHT! ! 
New Low Price! 
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i 
THIS IS IT! Now you can cash in on the hottest buy in a Replacement 

Convertible Top today! Mind you, Aro's “Storm King" is NOT a cover ! 

— it's a complete Replacement Top. Custom Tailored to fit all cars, | 

t 
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Complete with trim- 


And 


$1995 


USUAL TRADE DISCOUNT 4 
Write, Wire or Phone 


ARO MANUFACTURING CO., INC. 


Celebrating Thirty Years as World’s Largest Manufacturer of Replacement Convertible Tops 


702 BEACON ST., BOSTON, MASS. _. ‘ 





Check These Aro 
“Storm King”’ 
Features 


1 
Y Comes in Tan or Black , 
Y Custom Tailored to Fit | 

All Cars, 1928 - 1949 | 
Models | 

V Easily Installed by | 
Anyone 

Y Fit and Workmanship | 
Guaranteed ; 

Y Comes Complete with ! 
| 


Trimmings and Hard- 
ware 





KEnmore 6-3443 










of the Akron Rubber Group by 
Dr. Ir. R. Houwink, director gen- 
eral of the Rubber Foundation at 
Delft, Holland. 

Dr. Houwink will be in this 
country for several weeks as a 
technical advisor to the Rubber 
Development Bureau. He is ac- 
companied by Ir. F..T. Bokma, 
prominent Dutch rubber road 
authority, who will work with the 
highway officials who will have 
charge of laying the test strips 
of rubber roadway in each of 
the three states. 

Dr. Houwink described the ori- 
gin of the rubber road in Holland 
prior to the war and spoke in de- 
tail of its wartime performance 
under the battering traffic of the 
Wehrmacht and 
pounding mechanized might of the 





Allies in their liberation sweep 
through the Low Countries. 
+ * * 


K®* TO THE new type road is 

rubber powder. It is mixed with 
bitumen, the binding agent in con- 
ventional asphalt roads common in 
this country. The rubber powder 
mixture possesses the highly elas- 
tic, adhesive, wear and water re- 
sistant qualities commonly asso- 
ciated with the versatile raw ma- 
terial, the Rubber Development 
Board spokesman said. 

After more than a decade of 
peacetime use and _ wartime 
abuse, a number of test sections 
in Holland, elsewhere in Europe 
and in the tropics today have the 
appearance of a first class, re- 
cently-laid highway, whereas con- 
ventional road surfaces alongside 
| of the test sections are badly 
| worn and extensively repaired, 
| Dr. Houwink said. 


| es 
‘Set May 17-20 
For Michigan 
Safety Parley 


How to halt the alarming rise in 


traffic accidents in Michigan will | 


be the theme of a two-day traffic 
law enforcement training institute, 
which will be one of the highlights 
of the 19th annual Michigan safety 


conference, to be held at the Book- | 


Cadillac hotel in Detroit, May 17-20. 

Capt. C. J. Scavarda, commanding 
officer of the Michigan state police 
safety and traffic bureau, an- 
nounced that the program of the 
conference’s traffic law enforcement 
division will be staffed by leading 
national authorities on traffic law 
enforcement, including the safety 
division of the International Assn. 
of Chiefs of Police and the traffic 
institute of Northwestern univer- 
sity. 

Capt. Scavarda said the state's 
traffic fatality total in March, as 
yet unpublished, was “the worst 
yet,” that in February, 85 were 
killed—a 33 percent increase over 
the same month in 1948. This up- 
swing follows a trend which began 
last November. Since that time 


deaths have been recorded than in 
the comparable period in 1948. 

A, F. Malo, Detroit traffic engi- 
neer, also announced that a course 
of instruction in traffic engineering 
fundamentals would be given to 
state highway engineers, city en- 


safety conference. 

Malo, who is chairman of the 
conference’s traffic engineering di- 
vision, said the training session will 
be in charge of T. L. Matson, direc- 
tor, and Wilbur Smith, associate 
director, of the bureau of highway 
|traffic of Yale university. 

* + + 





Wisconsin U. Training 


Driving Instructors 

MADISON, Wis.—The Univer- 
sity of Wisconsin is preparing 
college instructors in the field of 
driver education. 

Beginning Apr. 18, the univer- 
sity set up a training institute 
for the preparation of professors 
in driver education and training 
to aid in the nationwide program 
of safety. 








later under the| 


115, or 27 percent more, Michigan | 


gineers, police, teachers, fleet engi- | 
neers and city officials during the 
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all cars including 
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NEW LOWERED PRICES 


Because of Lowered 
Material Cost 
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CELLO 


CUSTOM STYLED 


GRILLE GUARDS 


Custom built to fit over bumpers or bumper 
uards with dual uprights. Heavy crossrail. 
stamping stronger 
than mild steel. Triple plated; chrome on 
nickel on copper. Easily installed with ordi- 
nary tools by average person in 5 to 8 min- 
utes. Rust-proof cadmium plated hardware. 


1949 FRONT GUARDS 
4900—Fits over Bumper Guard 
4902—Fits over Bumper Direct 
1949 REAR GUARDS 
4901I—Fits as protection for Trunk 
OTHER FRONT GUARDS 
4000—Fits over Bumper Guard ‘46-'47-'48 Cars 
4500—Fits over Bumper direct '46-'47-'48 Cars 
OTHER REAR GUARDS 
1001 R—Hinged Single Upright with individual 
adaptors ‘46-'47-'48 Cars 
4000, 4500, 4900, 490! & 4902. 


igh tensile steel 


Specify Car Make in Orders 





CELLO 
FENDER GUARDS 


Protect Front and Rear 


The Cello Fender Guard has exclusive bracin 
which takes vibration and flutter out of ends 
of the bumper bar. Gives needed protection 
to exposed areas of front and rear fenders. 
Heavily plated. Chrome-on-Nickel-on-Copper. 
Pack 6 pair to shipping carton. Approxi- 
mate weight, 45 Ibs. 
Featuring: 
RAPID MOUNTING 

BEAUTY AND PROTECTION 

GUARANTEED CHROME 

No. 800—Fits front or rear. 





CELLO 


| TRUCK GUARDS 


Grilles, fenders and lights of all trucks get 
maximum protection with massive, sturdy 
Cello Guards. Of extra heavy, cold-drawn 
steel. Uprights 20/2 inches hi h. Crossrails 
1g inches square, embossed, cold-drawn deep 
channel sections. Rugged, sturdy studs, nuts 
and lock washers fasten heavily rust-proofed 
back plates. 
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PRODUCTS COMPANY 





East Boston. . ..Mass. 
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FOB FACTORY 
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Constant Study Given 
Material Handling 


(The opinions expressed herein are those of Columnist Allen and are not 


necessarily those of Automotive News.) 


By A. H. Allen 


wo handling in the modern automobile plant is 
iV a science all in itself. Incoming parts and supplies must 
be received, unloaded and stored. A constant flow of ma- 
terials and parts between departments, along with supplies 

oO 


of raw materials to fabricat- 
ing divisions and the removal 
of scrap originating at ma- 
chines, to say nothing of the move- 
ment of bodies and chassis in pro- 
cess of assembly and the final 
disposition of completed vehicles, 
make the average integrated plant 
a symphony of material flow. 
Floor conveyors, underfloor con- 
veyors, overhead chains, gravity 


and power rollers, cranes, eleva- 
tors, trucks, transporters and all 
their related accessories fit 
the picture. 


into 
One of the newest 
trends is toward 
the palletizing of 
incoming materi- 
als — stacking 
them up on flat 
wood or steel 
platforms which 
can be handled 
readily by fork 





packaging 
eartons or other 
containers and unpacking on re- 
ceipt. Studies are being initiated 
with practically all suppliers to de- 
termine how their products may 
best be palletized, often involving 
extensive changes at a supplier’s 
plant in shipping procedure. 

The aim is steadily toward re- 
ducing the amount of handling 
required everywhere and the de- 
gree of manual effort it may 
involve. The attempt usually is 
made to avoid carrying large 
floats of parts which have to be 
stored pending their use. A mov- 
ing conveyor chain makes a 
much more economical storage 
facility than a plant floor. 
Maintenance of handling equip- 

ment calls for a staff of special- 
ists. Conveyor chains must be kept 
greased, motors overhauled regu- 
larly, truck batteries recharged on 
schedule. 

In the light of today’s efforts to 
reduce manufacturing costs, few 
areas present more profitable op- 
portunities for savings than ma- 
terials handling equipment. 

* + + 


Cost Saving 
SE OF substitute steel specifi- 


cations for a wide range of 
automotive parts has been a rou- 


A. H. Allen 


tine matter, one company report- | 


ing, for example, as many as 600 
deviations in steel specs in a single 
month. They were occasioned by 
inability to purchase desired analy- 
ses, or to receive shipments when 
the material was needed. Now, 
however, thanks to easing up of 
the entire steel picture, substitu- 
tions are a thing of the past and 
this has had important benefits 
from the standpoint of cost saving. 

Usually where a substitute was 
made, a better type of material 
was chosen since the requirement 
of meeting minimum physical 
Specifications was not relaxed 
even though a certain type of 
steel was not available. Numer- 
ous instances might be cited of 
changes to more expensive alloy 
Steel instead of plain carbon steel 
for stressed engine parts like 
connecting rods. 

Now that carbon steel again is 
obtainable, hurried switches are 
being made back to specified analy- 
ses, with consequent savings. Fur- 
thermore, considerable pressure is 
removed from metallurgists who} 
have been hard pressed to keep) 
up with the substitution parade. 
Their approval was required on all 
deviations from specifications. 

* + +. 


Plant Relocation 
T*STABLISHMENT of fabricating | 
plants and ‘steel blanking plants | 
in the Pittsburgh area by Fisher | 
Body, and in the Youngstown area | 


trucks. 
This avoids de- 
e lays incident to} 


into} 


by Briggs Mfg. Co., has led many 
of the communities in the so-called 
“Valley district” to expect an in- 
rush of automotive press shops 
seeking to realize the freight sav- 
ings possible by locating nearer 
steel mill sources. 


Top Ford executives for many 
months have been visiting many 
of these Pennsylvania and Ohio 
river sections, studying the possi- 
bility of making a similar move. 
Even the Buffalo area has come 
under scrutiny. However, the best 
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dealers 


eye 
the 








AUTO-LITE'S SALES CONFAB IN HOLLYWOOD—Representatives from seven western states 
attended a general sales conference held by Electric Auto-Lite In Hollywood. The meeting 
was held in conjunction with the Pacific Automotive Show. At the head table, from left to 
right, are L. V. Chamberlain, Los Angeles district supervisor; D. B. Evans, Seattle district 
supervisor; H. R. Butts, sales manager of the merchandising division; J. W. Fairbanks, Western 
division manager, and E. L. Anderson, San Francisco district supervisor. 


costs now charged to fabricators, 
then the urgency to establish 
plants nearer steel mills would 


information obtainable indicates no 
decision of any kind has been 
made. 


Should competition in steel re- | temper. Likewise, if Congress 
turn to the point where mills | should approve a “moratorium” 
decide once more to quote deliv- | on government suits against 
ered prices and absorb freight | basing-point pricing, it would 





future 


eyes peeled for ways to cut costs. 


are slimmer. A $200.00 saving on 
basic expenses means an identical 
increase in NET PROFIT. 


writers has helped dealers keep a 
sharp eye on insurance costs. 


wide now save nearly one-third of 


Dealers are looking ahead with their fire 


Profits are fatter when expenses Any way you look at it 


tection .. 
For 27 years . . . Universal Under- 


5.268 thrifty-wise dealers nation- 


; 21 
a pootesentates moves toward 
Eventually it is quite likely Ford 
will build a new press shop some- 
where outside the Rouge; that has 
been talked for several years. The 
economics of plant location appar- 
ently remain to be determined. 


Alcan Mailmen 


5% Days of Driving Gets 
Mail to Alaska 


VANCOUVER, B. C.—During the 
U. S. coast shipping strike, the 
movement of U. S. mails and 
freight by motor truck through 
Alberta and British Columbia to 
Alaska got under way on a large 
scale. 

The traffic continues as 18-wheel 
truck-trailer units, carrying 22,000 
pounds, run through Cranbrook, B. 
C., weekly enroute to Alaska. The 
equipment is operated by Alaska 
Freight Lines. 

Trips from Seattle to Fairbanks 
via British Columbia and _ the 
Alaska highway take 5% days of 
driving. The operators work in 
teams of two. 

AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





insurance costs through 
Universal Underwriters. 


... from the 
standpoint of economy, safety, and 
broader, more desirable forms of fire, 
windstorm, and allied insurance pro- 
. Universal Underwriters is 
your fire insurance source. 


Why not take a good look at what 
we have to offer? Drop us a line 
today. Universal Underwriters, 1000 
R. A. Long Bldg., Kansas City 6, Mo. 
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Commercial Car News 





Truckin’ 


Gold Crown 
Steak Farce 
Big 'Un 





Jack Weed 





| 
AST Wednesday ‘Apr. 20) was a 
big red-letter day in White 
Motor Co.’s history. It marked the 
celebration of White’s 50th anni- 
versary in business. Starting out 
with sewing machines, White was 
pretty much a household word un- 
til Rollin White’s invention of a 
new type of flash boiler injected 
them into the automobile business 
and from that, through a gradual 
process of evolution, to their pres- 
ent outstanding place in the truck 
business. 

After an all-day session at the 
Cleveland Statler, where the world- 
wide sales organization of White, 
plus their 400 distributors from 
this country and Canada, plus a 
coterie of typewriter pounders like 
your columnist, sat in reverence 
while the glories of the building of 
White were extalled, the scene 
moved to the Lakeside Exhibition 
hall of the Cleveland auditorium. 
There we were thrown into a gath- 
ering of all present White employes 
to witness a parade of White | 
trucks depicting the years from 
the first commercial vehicle to the 
new series 3000, White’s 50th an- 
niversary present to “on-rubber” 
transportation. 

All the brass were there, of 
course, headed by Bob Black, pres- 
ident, who at the time he moved 
over from Brockway provided 
Chris Sinsabaugh, former editor of 
Automotive News, with one of his 
most cherished quips: “Black goes 
to White to take them out of the 
Red.” Of course, it wasn’t that bad, 
but the time was the depths of 
the depression, and White was not 
excluded from that long list of 
companies who were fighting to 
regain a foothold that had become | 
somewhat insecure during the five 
years of little business. 

a x * 


NEV BAUMAN, top sales whip, | 
whose history with White reads | 
like a chapter out of Horatio Alger, | 
“apprentice to vice-president of | 
sales;” Bob Cass, English-born and | 
educated who turned his back on) 
a safe job as a professor at Har- | 
vard to become White’s C.E. and) 
then assistant to the president; | 
George Scragg, the flying commo- | 
dore of White’s advertising and) 
sales promotional activities who | 
got his truck training pounding | 
the pavements for Mack; Volimer | 
Fries, another “apprentice to vice- | 
president,” this time in charge of | 
production, showing that White 
had time to train men as well as 
build trucks and buses, and a host 
of others whose “shoulder-to-the- 
wheel” activities keep the White | 
omnibus rolling steadily forward | 
to greater achievements in the) 
realm of transportation. 

All in all, it was a great day—| 
especially to one like me who had | 
known White in the days of its| 
steam-car pre-eminence, had per-| 
sonally known Rollin and Walter 
White—two of the three sons who 
took over the management of the 
automotive end of the business— 
and for one whose earliest mem- 
ories of the automobile business 
are all mixed in with the White | 
steamer roadster that a neighbor | 

(See TRUCKIN’, Page 31, Col. 1) 
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But ‘Complete Truck’ Sales Are on the Upbeat 
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jp peALans are getting back intc 


the truck business, but checks 
with different sources, and in va- 
rious areas, indicate that the effort 
as yet is quite spotty. 

In those areas where a num- 
ber of dealers have developed a 
sales force, given them a basic 
training in how to sell trucks and 
the dealer gives his sales crew 
his personal supervision, reports 
from the field indicate that the 
truck business, on even the me- 
diums and heavies, has picked 
up considerably. 

One distributor of truck equip- 
ment stated that he had received 
more telephone requests for data 
on the lines he handles and more 
requests for aid in selling truck 
prospects during the past three 
weeks than he had received during 
the prior three months. 

This distributor attributed this 
renewal of action in his area to 
the fact that many dealers had 
finally come to the realization that 
customers weren't going to come 
to them to buy, that offering dis- 
counts and cut prices wasn’t a 
healthy way of doing business and 
that they would have to go out 
and dig up their prospects. 

* > * 
Two TYPES of requests pointed 
up the fact that a number of 
truck dealers had finally gotten 
around to the point where they 
realized that the industry was in 
a competitive market and that they 
had to get serious about their po- 

sition in this market. 

One request which comes to this 
distributor quite often was for aid 
in getting either experienced sales- 
men or sales managers for the 
dealer’s truck department—and this 
type of request recently has also 
come from dealers who had sud- 
denly awakened to the fact that 
the men they had in their truck 
department now weren't working— 
or weren't as good as the dealer 
had thought they were. 


The other request, which is in- 
creasing constantly and which 
this distributor felt was a very 
hopeful indication, was for him 
to go out to the dealer’s place of 
business and put on an evening 
school on how to best merchan- 
dise the truck the dealer sold 


(Continued on Page 30, Col, 1) 





Top Trucks 


New-truck registrations for all 
states in January, plus 46 states 
for February and 17 states for 
March: 
1949 Pos. 


Make 1948 Pos. 


1—50,623 Chev, 47,234— 1 
2—25,024 Ford 24,269— 2 
3—17,827 Dodge 17,538— 4 
4—15,886 Inter’l 21,934— 3 
5—10,500 GMC 10,594— 6 
6— 8,928 Stude. 8,392— 7 
I— 7,683 Willys 10,615— 5 
8— 1,382 White 2,135— 9 
9— 1,102 Diam. T 1,750—11 
10— 980 Mack 1,908—10 
ll— 1775 Reo 2,198— 8 
12— 569 #Divco 1,086—12 
183— 389 Autocar 573—15 
14— 259 Federal 860—13 
15— 248 Brockway 609—14 
16— 221 #£Crosley 352—16 
17— 36 FWD 202—17 
13— 66 Kenworth 55—19 
19— 36 §=6Sterling 64—18 
Total All Makes 
143,230 153,030 


For further details seé page 
40, today’s issue. 








Why Damn Entire Industry 
For Acts of a Few? 


IN A MEETING held recently in Miami, Fla., the executive com- 
mittee of the American Automobile Assn. issued another blast about 
heavy trucks ruining the pavements of the nation. 

Text of the resolution reads: 

“In November, 1948, the AAA pointed out that the roads of the 
nation were to a serious extent being prematurely pounded to 
pieces by the increased frequency of use by heavy commercial 
vehicles. Since that time there has been mounting evidence that 
the situation is much more alarming than was then apparent. 
Pavements of all types are being damaged by overloads and 
overweight vehicles, which constitute only a small segment of 
the trucking industry but which are responsible for much of 
the road destruction. 

“The AAA commends the Public Roads Administration and leading 
highway officials for bringing renewed attention to the danger con- 
fronting our $40,000,000,000 highway plan and urges: (1) that all 
proposals to raise the 18,000 pound axle load limit be summarily 
rejected; (2) that state highway officials vigorously enforce the size 
and weight limitations now in effect.” 

* * * 

NO ONE WITH the best interests of the nation and its transpor- 
tation problem at heart can find any fault with the two last points 
in the AAA’s resolution. But all thinking and interested people in 
the truck business—including dealers—can take violent exception 
to the language used and the composition of the AAA’s press releases 
on this important and serious problem. 

AAA admits that the lawbreakers among truckers are the ones 
who are doing damage to those roads which are of sub-grade con- 
struction and which will not stand the gross overloads that “only 
a small segment of the trucking industry” may be responsible for. 

Due to former poor public relations supervision, the AAA has 
had to deny publicly that it has “joined up with the railroads” 
on the problem of trucks. 

Whoever is responsible for the issuing of AAA public statements 
regarding policy must know that the rails—and other interests an- 
tagonistic to truck transportation—have been more or less success- 
fully sowing the seed of dislike of trucks in the minds of the voting 


public. 








* * * 


THEY ALSO MUST know that, when they put the emphasis for 
the breaking up of roads on heavy trucks instead of lax law en- 
forcement and improper road construction which makes no provision 
for adequate drainage—which are the real reasons for most roads 
failing under heavy truck traffic—they are only feeding the flames 
that have been kindled by rail propagandists. 

Why an organization that depends upon the automotive industry 
—and upon the truck division of that industry to a fairly substantial 
extent—continues to play into the hands of those intent on ham- 
stringing an important division of that industry, is beyond compre- 
hension. Certainly there must be some one in authority in the AAA 
with sufficient vision to realize that they can so word their releases 
that the objective of the association can be accomplished without 
“tearing part of their own house down to repair the cellar stairs.” 

In the meantime, dealers—truck dealers, in particular—should 
do everything in their power to place the fault for road breakage 
where it belongs in the interest of their own business. Possibly 
if enough dealers wrote the AAA about the wording of their 
public blasts, it would wake some one up to a realization of 
what thoughtless wording can do to the truck business. 

It’s about time for the AAA to transfer its blasts from against 
all heavy trucks—as the first part of their resolutions and newspaper 
headlines would imply—to the selfish and greedy minority of law- 
breaking truckers and the law enforcement officials in each state 
who are derelict in their sworn duty to the taxpayers. 


White Offers New Series 
On 50th Anniversary 


Ware MOTOR CO.’S 50-year 
history as a manufacturer of | 
motor trucks and buses was ob- 
| introducing what it calls “the first | served in Cleveland last Wednes- 
real postwar development in the|day and Thursday in meetings 
truck industry.” |attended by representatives of 
The development: A new series | White’s sales and service organ- 
of White trucks with design | ization, including approximately 400 
changes to increase payload ca- | distributors from the U. S. and 
pacity and reduce maintenance | Canada. 
costs, to be built in for sizes | 
» |  White’s activities in the truck 
nae treme 10008 te SEED field span the entire history of 
Labeled the “Super-Power” 3000; Motor transportation and the 
series, White’s new vehicles were| °Figinal White organization dates 
previewed to its distributors and| back to 1859. In that year, Thom- 
members of the press at a celebra-| as H. White began the manufac- 
(See WHITE, Page 34, Col. 4) (Continued on Page 26, Col. 3) 





HITE MOTOR CoO. is commem.- | 
orating its 50th year in the| 
| truck manufacturing business by | 
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urvey Points Up Price Cutting 


oO * 


| | genre are fairly well stocked 
with both new and used trucks 
jand generally are not averse to 
moving units at stiff discounts and 
| to any buyer if their inventory gets 
high enough to cripple operating 
capital, an Automotive News survey 
of larger truck dealers indicates. 

Several conditions were found 
[that are doing the profit potential 
| of the truck business no good. 

It is quite evident from the 
| survey that a fairly high percent- 
| age of truck dealers, who have 
| never had any experience in sell- 
| ing trucks under competitive con- 

ditions, are very inclined to be- 
| come “panicky” when either their 
| stocks of new or used stocks 
grow to a sizeable amount, and 
| instead of endeavoring to move 

these units at as high a profit 

as possible, are cutting prices 
| and giving long discounts to any 
| prospect. 

Reports also indicate that fac- 
| tory field men are paying very lit- 
|tle attention to the normal types 
jand sizes that dealers can move 
profitably, especially in the smaller 
cities and towns, and are shipping 
| trucks to these dealers in the sizes 
|and types as they come through 
|car delivery. 





* * * 


[t IS ALSO quite possible, judg- 
ing from the reports received, 
| that dealers are taking these trucks 
| without putting up a fight with 
|their factories, especially if the 
dealer also handles passenger cars 
of the same make, for fear of 
some factory retaliation. 

All of this, quite naturally, leads 
dealers to try to move their stocks 
in any manner that will bring re- 
| sults, regardless of what it does 
to their market, their profit situa- 
| tion and the maintaining of clean 
competition in their area. 

When dealers offer discounts 
as high as 20 percent, as they 
are in some areas, it is very evi- 


dent that little or no attempt is 
(Continued cn Page 28, Col. 1) 


Truck Production 
Running 5 Pct. 
Behind °48 High 


By Bernie Thomas 
Associate Editor 
HAT ALL TYPES and makes of 
trucks, except for possibly a few 
|light models, are now being built 
for sale in a highly competitive 
market is a generally admitted fact. 

The situation is pointed up by 

the magnitude of current sales 
promotion programs and statis- 
| ties which show 1949 truck pro- 
duction running 18,729 units, or 
5.31 percent, behind 1948. 

Present indications are that total 
1949 truck output will drop even 
further behind 1948 pace. In the 
past several weeks many large pro- 
ducers have cut or announced plans 
to cut truck building schedules. 

At the end of the first quarter, 
the 1949 truck production of only 
| four of the 14 truck producers listed 
| in Automotive News’ tabulations 
was running ahead of 1948. 

- * * 
Cy THOSE FOUR, Chevrolet reg- 
istered the largest output in- 
crease, building 114,609 trucks to 
garner 7.39 percent more of total 
truck production than it was get- 
ting in 1948. 

Chevrolet’s share of total 1949 
U.S, truck output to the end of 
March was 34.30 percent, compared 
with 26.91 percent in 1948. 

During the same period, Dodge 

increased its share of total U.S. 


truck output by 2.27 percent over 
| (Continued on Page 26, Col. 1) 
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TRUCK SECTION a 


As Trend Slows Down... 


Only 4 States Relax 
Truck Restrictions 


NEW YORK.—Although continu- 
ing to make progress, a trend to- 
ward liberalization of state truck 
size and weight restrictions has 
been proceeding in 1949 legislatures 
throughout the country at a slower 
rate than in other postwar years. 

A survey discloses that such 
measures by mid-April had been 
enacted into law in four states— 
Idaho, Indiana, Washington and 
Wyoming; awaited gubernatorial 
action in Maryland; had been ve- 
toed in Nevada; had been killed 


in six states—Arizona, Montana, | 


North Dakota, Oregon, Pennsyl- 
vania and Tennessee, and were 
pending in seven states—California, 
Iowa, Missouri, Nebraska, New 
Hampshire, North Carolina and 
Ohio. 

As compared with the record 
thus far this year, truck restric- 
tions were liberalized by at least 
18 states in 1947, the last heavy 
year of state legislative activity, 
and by four states last year, 
when comparatively few state 
legislatures convened. 

While the slower pace of such 
legislation this year is in part due 
to the fact that many states since 
the war already acted to liberalize 
truck size and weight limits, it 
also reflects stiffened opposition to 
efforts to bring highways to their 
maximum economic usefulness. 


Railroads, seeking to curb com- 
petition from highway transporta- 
tion, have been sparking this oppo- 
sition in most instances, although 
in some states it has come from | 
highway officials questioning the 
ability of present highways to 
carry increased loads. 


Most significant of the new en- 
actments is Indiana’s new law, 
which increases the permissible | 
gross weight limit from 50,400) 
pounds to 72,000 and otherwise lib- | 
eralizes truck size and weight re- | 
strictions. Height limitations are | 
increased from 12 feet to 12 feet | 
6 inches, with automobile trans-| 
ports allowed a maximum height | 
of 13 feet 6 inches when loaded. 
Permissible lengths of combination | 
truck units is increased from 40 
to 50 feet. 

The Indiana measure authorizes | 
the state highway commission to 
designate certain highways as 
heavy-duty routes, over which in-| 
creased axle loads with the 72,000 
gross limit may be carried, with | 
the commission fixing the maxi- | 
mum loads which may be trans-| 
ported on such highways. 


A maximum single axle weight 

of 22,400 pounds may be allowed | 
by the commission over high- | 
ways which may be designated as 
able to carry the additional 
weight, and a maximum of 18,000 
pounds is set for each axle on 
tandem assembly. 
_ On all other highways the limit | 
is 18,000 pounds per single axle and 
16,000 pounds on each axle of a 
tandem assembly. The new act re- 
places the previous formula of 700 
(L plus 40). 

When the Indiana commission 
moves to designate heavy-duty | 
highways over which the increased 
loads may be carried, a step not 
expected to be taken in the imme- | 
diate future, Indiana will have 
weight limits comparable to its 
neighboring states and a major 
highway transportation barrier will 
be removed. 

Meanwhile, Indiana is launching 
a strict enforcement program to 
curb truck overloading, with the 
new legislation providing greatly 
stiffened penalties. Higher truck 
registration fees also were enacted 
by the Indiana legislature. 


Idaho’s legislature enacted leg- | 
islation increasing the maximum | 
gross weight for combinations of | 
units from 68,000 to 172,000 
pounds, The latter maximum will 
be applicable for combinations on 
which distance between first and 
last axles is 56 feet or more. Un- 
der the old law the 68,000-pound 
limit applied to combinations of 
more than four axles. 

A new Washington state law 
raised from 35 to 40 feet the over- 
all permissible length of any ve- 
hicle in a combination of vehicles 


and increased the gross weight 
|limit for any truck or truck trac- 
tor having two axles from 26,000 
| to 28,000 pounds. 

The new law makes illegal the 
operation of any vehicle two axles 
|of which are spaced less than seven 
| feet apart unless both axles are so 
| constructed and mounted as to per- 
mit oscillation between them and 
provided that either of the two 
axles will not at any time carry 
more than the maximum gross 


axles as specified in a subsection. 


The Washington act also estab- 
lishes a gross weight tolerance for 
vehicles and combinations based on 
axle distance, and revises the 
schedule of overweight fees. 

Wyoming’s legislature enacted 
a law eliminating the state’s for- 
mer formula of 850 (L plus 30) 
and substituting a table of 











$100,000 TRUCK SERVICE BUILDING—Interior view of Millenbach Motor Salés truck service 


quarters in troit. 


The new building gives the city's oldest downtown Ford dealer 8,000 


square feet of additional floor space. Latest equipment enables the company to service all 


of commercial vehicles, rangin 
been on the corner of Gratiot and 


weights based on axle spacing 


‘weight allowed for one of two, staduated from 32,000 pounds, if 


axles are spaced four feet apart, 
to 73,950 pounds if the spacing 
is 57 feet. 

Passed by the Maryland legisla- 
ture and at this writing awaiting 
action by Gov. Lane was a bill 
which would revise the _ state’s 
weight formula in such a way as 
to increase the allowable gross 
weight for the longest trucks and 


Why did they 


SIGN WITH REO? 


REO MOTORS, 


In recent weeks, Reo has appointed outstanding new distributors in— 


in size from delivery to 10-ton trucks. Millenbach has 
ussell for over 31 years. 


truck-trailer combinations from 
67,500 pounds to 90,000 pounds. 

The bill would be advantageous 
mainly to operators of fleets of 
trucks which mix concrete in 
transit. The present Maryland for- 
mula limits them to 42,750 pounds 
gross weight, as against 57,000 
which would be permitted by the 
new legislation. 

Under present Maryland law the 


weight formula is the length of 


A CITY OF 1,900,000 POPULATION 


A CITY OF 
A CITY OF 
* A CITY OF 
A CITY OF 


Many other progressive firms have just signed Reo franchises in 


800,000 POPULATION 
600,000 POPULATION 
450,000 POPULATION 
350,000 POPULATION 


towns and cities of 25,000 to 100,000. 
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the truck from the center of the 
front axle to the center of the rear 
axle plus 40, and the sum multi- 
plied by 750. The bill approved by 
the legislature would multiply the 
sum by 1,000. Opposition to the 
measure was expressed by federal, 
state and city officials and the 
Maryland unit of the American 
Automobile Assn. 


Nevada lawmakers approved a 
bill which would have author- 
ized vehicles up to 8% feet in 
width, but it was vetoed by Gov. 
Vail Pittman as “premature and 
impractical.” Most present high- 
ways of Nevada and neighboring 
states are incapable of handling 
vehicles of such width, he de- 
clared. Maximum allowable 
width on Nevada highways now 
is eight feet. 

Truck size and weight bills still 
pending at this writing included 
the following: 

California—To allow semi-trailers 
up to a length of 45 feet. 


Iowa—To increase maximum 
length of truck trailer combina- 
tions and to permit the use of full 
trailers. Maximum overall lengths 
of a tractor and semi-trailer would 
be increased from 45 to 50 feet, 
while the maximum length for 
(Continued on Page 36, Col. 3) 


There is a big reason for this activity 


Your territory may be open! If you are an aggressive automotive 


merchandiser, or a farm implement dealer, this could be your oppor- 


tunity to take on a strong, complete line of trucks and the world’s 
safest school buses .. . and at the right time! 


To find out why the Reo sales organization is expanding rapidly, 
write, wire or phone the Sales Department, Reo Motors, Inc., Lansing 
20, Mich., for an appointment with a Reo district representative. 
He’ll tell you the full story. 


INC., 


LANSING 20, MICHIGAN 
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At the 1949 Motor Show held at Brussels, Belgium, 
new cars—including leading American makes — 
ranged in price up to $45,000. Many bodies were 
custom built by internationally famous designers. 


Tough competition? You bet! And here’s. what The 

Motor, authoritative British “‘bible’ of motorcar 

news, said in reporting this international show: 
‘‘The car which will be copied, however, is 
almost certainly the Nash, which looks smarter 
on the road than indoors or in a photograph.’’ 


And this: 
‘*Now the Nash models which were described 


recently in ‘The Motor’ have stepped ahead of 
the crowd.”’ 


And this: 
‘‘Styling sensation . . . offers a mass produc- 
tion car with enclosed front wheels for the first 


time.’’ 
Even in Europe, where smart custom-built styling is 
a motorcar tradition, the Nash Airflyte is a “styling 


MOST CERTAINLY 


more cars will be copying the Airflyte. They'll try 
to match the true aerodynamic design that makes 
the Airflyte a natural beauty-winner. They'll try to 
match the lower silhouette—the roomier interiors— 
the increased road clearance. But Nash has it NOW! 


They'll try to match the economy of the big “600” 
Airflyte—more than 25 miles to the gallon at aver- 
age highway speed. But Nash has it NOW! 


They’ll try to match the basically different Girder- 
built, Unitized body-and-frame that banishes 
squeaks and rattles . . . the Weather Eye Condi- 
tioned Air System, long acknowledged the world’s 
finest ... the convenience and luxury of the Airflyte’s 
Twin Bed arrangement . . . the road-hugging, 
smooth-sailing thrill of the Airflyte ride... the safety 
of the Uniscope . . . the larger luggage compartment 
. . . the coil springs on all four wheels... Uniflo-jet 
carburetion . . . the curved one-piece windshield on 


all Airflyte models. 

But Nash has all these ahead-of-the-crowd features 
RIGHT NOW! 
No wonder it’s The Buy Of The Year ! 


sensation’’—“‘ahead of the crowd”’—“‘the car which 
will be copied”! 
Yes, next year—and the next year—and the next— 





focal Cars Bice (902 





Nash Mofors, Division Nash-Kelvinator Corporation, Detroit, Michigan 
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Only 4 Makers Gain... 


Truck Output Runs 





Total Pet. Total 

e 9 Py — “0 Py a 

\ 4 ‘. 

5 Pet. Behind ‘48 = = sm 
* 114,609 34.30 94,969 
(Continued from Page 22) se > om 

1948; GMC, 1.68 percent, and ,in which most of them have spe- 25 1,820 
Studebaker, 61 percent. | cialized. : 14 4s 051 

* * 7 ‘ 


Meanwhile, Ford in the same 1949 | } 
period built 57,014 trucks to lose 4.99 | PRICE consciousness is also a 
percent of the output share it got in * factor in the current truck sales 
1948. Ford’s share of 1949 truck market, and it becomes an even 


17.06 
7.37 


77,821 
20,069 
45,488 


Each Truck Maker’s Share 
Of 1949-48 Output 


TRUCK SECTION 


|to number of vehicles and mileage. 
| When Walter C. White died in 
1929, Robert W. Woodruff succeed- 
'ed to the presidency. He, in turn, 
was succeeded by Ashton G. Bean 
in 1931. That same year the White 
|Co., Ltd., established a factory at 
| Montreal to build trucks and buses 
|for the Canadian market—a mar- 
ket in which White had been rep- 
resented for several years. 


In 1935, during the troublesome 
depression period, Robert F. 
Black was chosen to head the 
company. Under his presidency, 
White has made strides in the 
design, production and sale of 
its products which have been 


1949 
Pet. 
Gain or 


Pet. 
Share of 
1948 

Output Loss 
26.91 7.39 
32 — .28 
1.02 — 50 
52 — 27 
12.37 2.27 
48 — 36 
22.05 —1.99 
5.69 1.63 
12.89 —1.19 
1,12 — 58 





output was 17.06, compared with 
22.05 in 1948. ee 


THER MAKERS registered out- 

put-share losses as follows: 
Crosley, .28 percent; Diamond T, .50 
percent; Divco, .27 percent; Federal, 
.36 percent; International, 1.19 per- 
cent; Mack, .58 percent; White, .30 
percent, and Willys, .76 percent. 

Of the seven volume commercial 
vehicle builders (Chevrolet, Dodge, 
Ford, GMC, International, Stude- 
baker and Willys), three—Ford, In- 


ternational and Willys—are produc- | 
ing a lesser share of 1949 produc- | 


tion than they were in 1948. 


However, those seven asa group | 


are accounting for 96.21 percent 
of all 1949 U.S. truck output, as 
against 93.78 percent in 1948, 

Crosley, Diamond T, Divco, Fed- 
eral, Mack, Reo and White are all 
getting a smaller share of 1949 pro- 
duction than in 1948. 

Except for Crosley, it appears 
that the share declines of the above 


makers can be accounted for by the | 


lack of demand for the “heavies,” 


Harvester Denies 
Report of June 
Model Change 


CHICAGO.—An erroneous story 
emanated from Indianapolis recent- 
ly to the effect that International 
Harvester Co. was shutting down 


its engine plant in that city pre-| 
paratory to bringing out new mod- | 


els in June or July this year. 

A check with an authoritative 
IHC source reveals that the com- 
pany is shutting down the engine 
plant to rearrange production lines 
looking to greater economy in 
manufacture and to smooth out sev- 
eral existing points of “hesitation” 
in the engine production lines. 

While it is admitted that Harvester 


does plan some model changes, it is | 


claimed that these will not come 
until nearly the first of next year 
and that no definite time has been 
set as yet for this to happen. 

Harvester has always practiced 
modernizing its entire truck line 
from time to time as new develop- 
ments take place in engineering 
and production that warrant suffi- 
cient changes being made. 

With emphasis being placed on 
lower cost, Harvester indicated that 
now is the most advantageous time 
for changes in the engine produc- 
tion line that would enable the com- 
pany to produce at the lowest pos- 
sible cost in line with its quality 
standard. The closing of the engine 
plant for a short time is in line with 
that planned program for rearrang- 
ing of manufacturing facilities. 


| more important one in the “heavy” 
| category. 
| To offset this situation some of 
the “heavy” builders have an- 
nounced plans to come out with 
lighter models. 
All truck sales authorities admit 
that generally their market is get- 
ting to be a tough one to crack. But 
a few say that some parts of that 
market are merely stubborn and | 
| need only to be sold. 
| These factions find solace in 
statistics which show that nearly 
half of all the trucks on the road 
at the end of 1948 were more than 
| eight years old. 





| Such statistics are said to offer a, 

clear chart for gearing future truck 
| production and the sales programs 
| that will be designed to sell trucks: 
| All that need be done is to con- 

vince truck owners and users that, 
| in what promises to be a tough road 

ahead for all types of business, they 
|must have the kind of hauling 
equipment necessary to reduce costs. 
| Cost control, it will be pointed 
| out, is the standard on which every 


'| business succeeds or fails. 


Meanwhile, truck producers will 
make every possible effort in apply- 
jing that axiom to their own busi- 
ness, 


Fruehauf Offers 


‘Haulers a Plan 
To Up Capacity 


DETROIT.—A package-parts deal 


| 


| Trailer Co. “to assist truck-trailer 
|operators to modernize their fleets 
to meet new conditions developed 
| by liberalized weight laws in a ma- 
| jority of the states.” 

During the postwar period 33 
| states and the District of Columbia 
have amended laws affecting 
weights and lengths. The new Frue- 
|hauf policy on package parts re- 


|portedly provides an economical 
means of converting single trailers 
or whole fleets to larger load-carry- 
ing units, 

Anticipating the trend to heavier 
loads, Fruehauf officials say they 





began to explore the possibility of | 


providing this service to trailer 
operators months ago and as ad- 
justments in production at several 
Fruehauf plants were made, the 
package-parts deal was made pos- 
sible. 

For an equal period of time, W. J. 
Robinson, sales vice-president, said, 
the company has been building up 
its service division. In the 80 fac- 
tory branches throughout the U.S., 
operators may now take advantage 
of new low prices on the package 
parts to meet the new conditions, 
Robinson said. 








Used-Car Ad Spiced 


With Royal Flavor 


HAMILTON, Ont.—Joe Nemeth 
Motors, 850 King E., used-car deal- 
er, used an eye-catching newspaper 
ad with a regal flavor to stimulate 
spring business. 

The ad carried a sketch of a 
“king” seated on his throne. A 
picture of Joe Nemeth was insert- 
ed in the face of the “king.” Said 
copy from the “king’s” mouth: 

“No one living in my domain 

Need wait for a car while I 


still reign! 

Why list your name and wait 
a year? 

The newest, brightest cars are 
here!” 


Copy continued: “Yes! King Joe 
has '49 Dodges, Chryslers, Pontiacs 
and Chevrolets—a royal lineup of 
late model cars for you. Whether 
buying or selling, you'll like deal- 


Used-Car Notes 





ing with King Joe—the fair and 


friendly young man who has risen | 


to the top of his chosen field.” 
+ of ok 


Wholesale Auto Auction 


Opens in Cleveland 


CLEVELAND.—What is believed 
to be Cleveland’s largest wholesale | 


has been introduced by Fruehauf | 


Miscellaneous 
Total Trucks, U. S.... 





White Records Are Traced 
On 50th Anniversary 


(Continued from Page 22) 


ture of sewing machines at Tem- 
pleton, Mass. 

The business prospered and in 
1863 was moved to larger quarters 
in Orange, Mass. Three years 
later, White moved the business 
to Cleveland, to secure a more cen- 
tral location with respect to fast 
growing Midwest markets. Here 
the enterprise was incorporated as 


White Mfg. Co. The first factory | 





RK. F. Black 4. N. Bauman 


was located on Canal St. in Cleve- 
land. 

By 1881, the company’s produc- 
tion reached 2,000 sewing machines 
a month, as compared with an ini- 
tial capacity of 25, and gradually 
the company’s products were diver- 
sified. They soon included automa- 
tic lathes, screw machines, roller 
skates, phonographs and bicycles. 

+ + * 


T= SECOND generation of 

Whites was chiefly responsible 
for the spread of activities to the 
automotive field. Windsor T. White, 
eldest son of Thomas H., had start- 
ed working in the factory in 1892, 


and another son, Rollin H., joined | 


3,938 
4,266 
19,316 


closely tailored to the specific 
needs of the users. White was 
one of the first to develop trucks 
according to the direct require- 
ments of the different fields of 
use, 

That same year J. N. Bauman, 
who had entered the employ of 
the company in 1922 as a technical 
apprentice, was elevated to the po- 
sition of vice-president in charge 
of sales. Under Bauman’s super- 
vision White widened its sales ac- 
tivities and developed its guaran- 
teed service program. 

” * * 
NOTHER technical apprentice 
who came with White in 1924, 
Vollmer Fries, was made vice-pres- 
ident in charge of production in 
1943. 

A step in providing high-effi- 
ciency units was made in 19388 
when White introduced a “Super 
Power” engine, offering a greater 
power-to-weight ratio and operat- 
ing efficiency. After two years of 
successful operation in the high- 
way transport field, the Super 
Power design was extended to 
the complete line of White con- 
ventional and _ cab-over-engine 


1.21 — 80 
5A7 61 
3,767 1.07 — 30 
29,641 8.40 —3.34 || 
1,705 48 -76 || 
352.882 100.00 —5.31 


delivered early in 1900 to Denver 
Dry Goods Co. of Denver. 

From 1902 to 1906 the automo- 
tive branch of the business ex- 
panded rapidly, and the White 
Steamer became a well known car 
both in this country and abroad. 
At the 650-mile reliability trials 
held by the Automobile Club of 
Great Britain and Ireland, White _ 
steamers made perfect scores and — 
attracted widespread attention. 
| By 1906 the company was pro-| 
| ducing 1,500 vehicles per year—| 
more than twice as many as any | 
other company. That year the auto-| trucks. 
motive branch of the business was! White began working in collab- 
separated from the manufacture of | oration with the U. S. Ordnance 
sewing machines, and a new organ-| Department to develop the four- 
ization known as the White Co. wheeled scout car in 1933, and as 
was formed to handle the automo- a result of such work determined 
tive line, with Windsor T. White | upon a scout car design the fol- 
las president and Walter C. White | lowing year. Following a period of 
|as vice-president. Their father,| experimental construction and test- 
| Thomas H. White, continued his| ing, White built 300 scout cars for 
|chief interest in the sewing ma-|the U. S. in 1939. In May, 1941, 
chine business, maintaining his po-| White completed an order for 
sition as president of the White) nearly 3,000 scout cars more than 
Sewing Machine oo. | four months ahead of schedule. 

-, | Succeeding orders were heavy. 
TS FOLLOWING year the) White was the first truck manu- 

White Co. moved from Canal St. | racturer to receive the Army-Navy 
to a new factory at 842 E. 79th p award, on Aug. 16, 1942 
St., present site of the truck manu- 7 eo ae E 
facturing organization. URING the war when White 

In 1909, — oo —_ was engaged virtually 100 per- 
steam-driven vehicles, White oot in war production, the com- 
came out with its first gasoline ony developed a “Personalized 
car while continuing to build the go pyice” program and it was con- 
former. The following year it in- tinued in the peacetime era follow- 
eee SD oe gasoline ing 
truck ch was shown at the | Tn 1947, bus manufacture was 
New York Automobile shew. ‘transferred from the E. 79th St. 


| the enterprise shortly thereafter. | 


A third son, Walter C., also soon 
came into the business. 
The invention of an automotive 


White trucks began their war factory to a $2,500,000 plant at 1455 


record in 1912 when they served 
American troops in North China. | 


|The next year, when trouble arose | 


‘in Haiti 


flash boiler by Rollin White in 1899 | 


precipitated the company’s entry 
into the automotive field. Special 
development work was pushed for- 
| ward and plans laid for large-scale 
|manufacture. The first White 
Steamer, a Stanhope model, has 
been on display for many years 
at the Smithsonian Institution. The 
first light-duty steam truck was 
produced in that same year and 


jand secretary, and Charley Mc- 
| Carty, promoter, 
* + * 


Houston Dealers Win Fight 


On Title Time Limit 


HOUSTON, Tex.—A permanent 
| injunction has been issued by dis- 


trict judge C. A. Bell restraining | 


|Carl S. Smith, Harris county, Tex., 


tax collector, from the collection of | 


| penalties from used-car dealers 


failing to apply for a title certifi- | 


cate within 10 days. 


automobile auction business since | : 
the war has been opened here under | This concludes a two-year fight | 
the auspices of the McDermott-|°" the part of Houston used-car 
Schuele Motors “Auto Palace” on | dealers, who have always contend- 
the West Side. ed the measure did not apply to| 


| With a reported turnover of 150 — 

| Cars on opening day, the new com- 

| pany expects its volume to be main- | Another Detroit Auction 
tained with auctions every Monday Is Under Consideration 


and Friday at noon, with (Doc) 

Miller, of Detroit, in charge. DETROIT.—Doc Greiner, of To- 
The Auto Palace was recently | ledo, and Sam Goodman, who man- 

built at a cost of $175,000. Officers | ages the Aptco auction on Sproat 

of the company include Carl|St. here, are considering opening 

Schuele, president-treasurer; Ed-| another auction on Livernois, with 


ward McDermott, vice-president ' the sales set for Mondays. 


+ 4 





allied nations. 


and Santo Domingo, | 
Whites went with the troops again. | 
Still later, in 1916, Pershing’s | 
troops used Whites to penetrate 
400 miles of difficult Mexican ter- 
rain in pursuit of Pancho Villa. 

A total of 18,000 White trucks | 
served in the armies of the U. S. 
and allied nations during the first | 
world war, operating on many | 
fronts. At the outset of World War 
I, the French government ordered 
600 White trucks, and this was fol- 
lowed rapidly by orders from other 


* * * 


Y 1928 THERE were 14,637 
Whites in operation with a 
service record of 100,000 to 500,000 | 
miles. This steadily increased in| 
succeeding years, both with respect | 





E. 185th St. The new bus plant is 
modern in every detail and not 
only permits expanded production 
of White buses, but also makes 
available expanded production 
space for White Super Power 
trucks. 





Georgia to Crack Down 


On Overweight Trucks 

ATLANTA. —The Georgia 
highway department has ordered 
a “crackdown” on overweight 
trucks which use state high- 
ways. 

The commission, pointing out 
that overweight trucks are 
causing “extensive damage” to 
Georgia highways, called upon 
the state highway patrol to “en- 
force the load limit” of trucks 
on state highways. 








NELSON'S OKLAHOMA DEALERSHIP—This is a night view of the new building of C. J. 


Nelson Oldsmobile in Guthrie. 


The showroom and service entrance are at street level, 


although actually in the second story of the building. Built on sloping ground, the building 


| offers a service shop on both floars, the lower floor being accessible at the rear. 
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TRUCK SECTION 





MADISON, Wis.—The expected 
attack upon the trucking industry 
and the freight loads it is trans- | 
porting over Wisconsin highways 
is beginning in the Wisconsin leg- 
islature. 

The signal is probably contained | 
in the bill by Chairman Hugh Har- | 
per of the assembly highways com- | 
mittee which would drastically | 
reduce legal load limits of com-| 
mercial motor vehicles. 

Harper’s proposal, if adopted, | 
would limit trucks to a gross | 
limit of .40,000 pounds. Under 
present laws, by formula, a truck 
can carry a legal load of as 
much as 67,000 pounds. 

A spokesman for the trucking 
industry here declared that the 
Harper proposal, if approved, 
would “drive the trucking vehicles 
off the public roads.” Truckers are 
expected to mobilize for a deter- 
mined fight against the Harper 
measure. 

Harper complained that trucks 
are now breaking up the county 
and class B state roads in south- 
western Wisconsin, and that the | 
motor vehicle department has not | 








Warn Truckers 
On Overcharges 
Involving WAA | 


| 
WASHINGTON, — The nation’s | 
truck operators were warned by the 
American Trucking Assns., Inc., | 
that they should not accept over- | 
charge claims submitted by inde- | 
pendent auditors supposedly under | 
contract to the War Assets Admin- 
istration. 

E. F. MacMillan, chief of the 
government traffic section of ATA, 
poited out in a bulletin sent to 
truck lines throughout the country 
that the WAA office in Washington | 
is the only WAA office in the U.S. | 
authorized to process and file trans- | 
portation claims with carriers. 


Information received from the | 
WAA indicates that it has been 
receiving from some carriers pay- 
ments on claims filed with carriers | 
by an independent freight bill audi- | 
tor, the bulletin declared, adding 
that organization has no authority 
to file claims on behalf of WAA. 
The concern has already been in- 
structed to discontinue all action 
on claims involving the administra- 
tion, after it had previously tried, 
without success, to obtain such au- 
thority. 

“Upon direct request of the War 
Assets Administration, motor car- 
riers are urged to take no action 
on claims filed with them by any 
freight auditors, on shipments mov- 
ing on government bills of lading, 
with charges payable to the WAA, 
other than to refer the matter to 
the Washington office of the WAA 
for handling,” MacMillan declared. 

“The government traffic section 
of ATA has been informed that 
commercial auditors had taken on 
contracts to audit freight bills for 
an industry agent of the WAA 
where transportation charges were 
paid by the agent on shipments 
covered by commercial bills of lad- 
ing. Such contacts are private tran- 
sactions over which the WAA has 
no control.” 








Tennessee Denied Teeth 


On Truck Load Limits 


NASHVILLE, Tenn.—Tennes- 
see’s house riddled with amend- 
ments and then defeated an ad- 
ministration bill seeking broad 
new powers to enforce truck 
weight limits. 

The bill, which was introduced 

following the earlier rejection of 
@& measure to increase truck 
weight limits, would have clothed 
agents of the state finance and 
taxation department with police 
powers and authorized them to 
carry guns. 
_ Opponents of the bill charged 
it was a “retaliatory” measure 
and pointed out that it was not 
introduced until after a three- 
day battle over truck weights 
during which Gov, Browning in- 
tervened against increasing the 
present 42,000-pound limit. 





Anti-Trucking Bill 


10,000-Pound Load Limit Asked in Wisconsin; 
Industry Expected to Fight Back 


been effective in enforcing the 
present statutory load limits. 

That the problem of commer- 
cial truck load limits is being 
considered in other quarters of 
the legislature, meanwhile, was 
indicated by the statement of the 
senate highways committee 
chairman, Sen. Jess Miller of 
Richland Center, that he would 
insist upon a thorough-going leg- 
islative investigation of the pres- 
ent truck limit laws. 

Miller is one of the authors of 


a resolution which would author- | 


ize the legislative council to make 
such an investigation after the 


legislature adjourns its session, for Hauling Firm Will Build 


the purpose of recommending re- 
visions in all highway laws to the 
1951 legislature. 

Commenting on the Harper pro- 
posal, Miller observed that the leg- 
islature “does not now know 
enough about the problem of 
weight limits and highway con- 
servation.” 
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Trailer Output 
Drops 19% 
In a Month 


WASHINGTON. — January pro- 
duction of truck trailers was 19 
percent less than in December and 
18 percent below the January, 1948, 
output, according to the Bureau 
of the Census. 


Output this January amounted 
to 2,766 units, compared to 3,378 
in January, 1948, and 3,426 in De- 
cember, 1948. Vans accounted for 
54 percent of the January produc- 
tion while platforms comprised 24 


‘ percent. 
BETTER LOOKING—FOR THE DRIVER — Driver vision range for Federal trucks is increased | 

|as much as 30 percent with the new better-vision windshield just announced, Federal Motor |— Shipments of truck trailers dur- 
| Truck states. All feme = ——— ~~: now a oe a equipped re = ing January amounted to 2,566 
indshield, which substantially increases driver safety and range of vision and materially a 
loasace ‘the overall appearance of present conventional models, it adds. The new windshield units valued at $9,000,000, the Cen 
| design applies to all model cabs of the 221, 241 and 26! series. sus Bureau said. Of this total, 2,495 
were shipped as complete trailers 


both warm and cold storage rooms | 4nd 71 were shipped as trailer 
for freight requiring special care. | chassis. 

The building will be located at 408| Compared to the previous month, 
Industrial Ave. | January shipments decreased 26 
| percent in number and 18 percent 
in value. December, 1948, shipments 
| totaled 3,453 units worth $11,000,000. 
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Big Wyoming Terminal 
CASPER, Wyo.--William Hilliar, 
manager of Salt Creek Freight- 
ways, announces that the firm will 
| construct a $40,000 freight terminal , 
| here. : 
|, Plans call for a loading dock|N. Y., announces Geening Of |e | Boos eee Ge ee eee an cen 
for rapid handling of freight, and| used-car lot at 700 W. Third St. and sales every week 


Smith Opens Lot 
Frank B. Smith Motor Co., Inc., 
212-214 Washington St., Jamestown, 











You Can Depend on FRAM 


the leader in 


OIL FILTER 


S Quality 
@ Production 
® Research 


Quality! Here’s proof that you can always 
depend on Famous Fram Oil Filters... 
America’s finest! They’re proved by over 
10,000,000 motorists . .. used as standard equip- 
ment by more than 70 leading car, truck, tractor 
and engine manufacturers. Fram Filters give top 
performance in removing damaging abrasives 
and corrosives, offer maximum filtering area and 
longer cartridge life. All Fram Filters are backed 
by Fram’s unconditional guarantee. 


Production! Fram is the world’s largest 
automotive filter producer. Five strategically 
located plants turn out over 20,000,000 cartridges 
a year. The savings of this mass production, plus 
Fram’s longer cartridge life, give Fram users 
extra economy... assure them Jowest clean-oil 
cost per mile. 


Research! Fram laboratories pioneered the 
first clean-oil type filter, using outside-in flow. 
Today Fram is carrying on constant research 
in world’s largest and finest oil filter testing lab 
to bring you new and better filters. At the left 
are the newest filters resulting from Fram re- 
search. Now—and in the future—look to Fram, 
leader in filter quality, production and research. 


Fram Corporation, Providence 16, R.I. In 
Canada: J. C. Adams Co., Ltd., Toronto, Ont. 


FILTERS 
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Truck Price Cutting 


Survey of Dealers Shows Many Sell 
Through Long Discounts 
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being made to merchandise the ;ly conceivable, 


trucks properly or at a reason- 
able rate of profit. 

It might also be taken as evi- 
dence that either the dealer in- 
tended to get out of the truck busi- 
ness as soon as he can or is living 
in hopes that a buyer’s market, 
similar to that which prevailed a 
year ago, would return soon. 

* oH * 

YHIS IN turn indicates that truck 

factory field men in many in- 
stances are paying less attention 
to how and at what price the deal- 
ers are moving stocks than they 
are to the numbers they distribute 
in their particular districts. 

While it is recognized that there 
is a woeful lack of experienced 
truck men in the field today—either 
representing the truck factories as 
district or zone managers, or among 
the dealers themselves—it is hard- 


| TIVE 





without evidence 
such as is given in a sample of 
the reports sent in by an AvuTomo- 
News’ correspondents from 
widely scattered areas, that either 
the dealer or the factory repre- 
sentative would let conditions get 
to the state it evidently is in in 
many major trading centers. 

One instance of this came to 
light in the survey. In a certain 
Midwestern small city (not in- 
cluded in the published reports 
herewith), where 10 stake-type 
trucks have not been sold in the 
past year, even when buyers were 
anxious to get transportation and 
were taking what they could get 
delivery on, one dealer today has 
28 stake-type trucks in stock. 
This means that this small deal- 

er, who cannot afford to carry 
them until he can find a receptive 
market and must either cobble 
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MOULDER OF IHC CITES CHAMP—American Trucking Assn.'s "Driver of the Year,"’ Martin 
Larson, has a record of over a million miles of safe driving without a single accident. He 
was chosen above 3,500,000 national truck drivers. P. V. Moulder, executive vice-president of 
International Harvester, presents Larson with a wrist watch in appreciation for his contribution 
toward national safety, courtesy and good driving on the highways. L. A. Wilsey, president 
of Indianhead Truck Lines, for whom Larson drives, and D. F. Kuntz, Minneapolis district 
— of International, join in the congratulations. Left to right: Kuntz, Moulder, Larson 
and Wilsey. 





them into crude adaptations of the he will either try to wholesale 
type of body that will sell, or must | them at a loss to some dealer in 
“fire sale’ them where and how/an area where stake type trucks 
will invade other 


he can. No doubt it will mean that| do sell, or he 


Pure thrust beaings 
eliminated here 


How simple can your 
secret transmission be? 


F you're looking for greater sim- 
plicity in the new transmission 
you're developing, don’t button up 
your plans until you consider Timken 


earings. 


With Timken bearings on the shafts 
of your secret transmission, you get 
increased simplicity these three ways: 


Because Timken bearings carry 
both radial and thrust loads, special 
thrust bearings and thrust washers 
can be eliminated, resulting in greater 
economy of design. Timken one 


can be easily adjusted when shafts 


are installed in the transmission 
housing, making possible a more sim- 
. And since Timken 
e taken up during 
assembly, machining tolerances in 


pises mountin 
earings can 


surrounding parts can be greater. 


The result is a more simplified de- 


a 


Timken bearings carry any combi- 


nation of radial and t 
eliminatin 


sign, more simplified production, and 
cen careeia transmission, too! 


deflection and end-move- 
ment. Shafts are held in rigid align- 


rust loads, 


ment—clearances between revolving 


parts can be closer without danger 
of interference. Longer transmission 





All but two cars use Timken bearings on 
the pinion. Here’s a typical application. 


life is assured because friction and 
wear are negligible. Whatever type 
of transmission your secret transmis- 
sion may be, Timken roller bearings 
can make it better. 


TIMKEN 


TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED 
ROLLER BEARINGS 


THE TREND’S TO TIMKEN FOR THE TOUGHEST 
JOB OF ALL! (See diagram, left) During 
the past year, two more car manufac- 
turers have switched to Timken bear- 
ings on the pinion. So now, all but 2 
cars depend on Timken bearings for 
the automotive industry’s toughest 
bearing job. 


For the latest technical bearing data, 
which may help you design Timken 
bearings into your newest transmis- 
sion plans, call upon our engineering 
staff. In Detroit, phoneTRinity 5-1380. 
The Timken Roller Bearing Company, 
Canton 6, Ohio. Cable address: 
“TIMROSCO”. 

NOTE TO P.A.'S. Because every step of the manufac- 
ture of Timken bearings is controlled within our com- 
pany... because our vast manufacturing facilities 
are widely dispersed... you will find the Timken 
Company a supply source of outstanding reliability. 
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TRUCK SECTION 
dealers’ natural markets with his 
| “fire-sale” attempts. 

+ + * 
1) peared generally are endeav- 
oring to condition most of the 
fair-to-good used trucks they are 
retailing and are already in a self- 
induced junking program on the 
very rough stuff. 

Supply on even the under-one- 
ton sizes has already caught up 
with demand in many places, and 
dealers are accumulating stocks 
of these units, that up to a few 
weeks ago were in fairly stiff de- 
mand. Reports from a surprising 
number of areas indicate that 
purchasers can buy these one- 
half to one-ton pickups and pan- 
els right off the floor and get 
immediate delivery. 

The following reports from a few 
of the places covered in the survey 
show the need for more intensive 
training on truck merchandising 
|all the way from the factory to 
the dealer’s salesmen, and the need 
for a large percentage of the truck 
dealers in business today to work 
| closely with the truck equipment 
distributors and other allied lines 
who have had competitive truck 
selling experience and know what 
to do under conditions such as 
exist today: 

* * * 


Dallas 


HE TRUCK business has taken 
the complexion of a normal re- 
placement market situation, except 
in the light truck field, within the 
last 30 days in the Dallas area. 
Dealers’ reports indicate the be- 
| ginning of a stiffening demand fol- 
|lowing the absorption of backlog 
|}demand that has run its course 
| down to light vehicle category. 
Consensus is that despite the 
| fact that the light merchandise is 
still in critical demand, there is an 
| unmistakable trend toward increas- 
|ing demand in the mediums and 
to some extent in the heavies. 
While discounting is prevalent, as 
| the aftermath of a jittery wave of 
|inventory-reducing dumping, most 
| dealers are showing a tendency to 
|sit tight at current markdowns 
|with stocks that are not large 
|/enough to cause them much trou- 
| ble, except in isolated instances. 
Discount levels seem to have 
hit bottom—even with those deal- 
| ers moving the heaviest produc- 
tion or those whose policies 
stress sharp markdowns—with 
maximum reductions of up to 18 
and 20 percent. One dealer re- 
ported discounts ranging up to 
20 percent on 1% and 2-ton units 
and larger, adding that the aver- 
age discount spread was from 
| 5 to 20 percent. The same dealer 
reported that 2-ton used trucks 
were currently moving better 
than the rest, exclusive of the 
| light duty merchandise. These 
| discounts applied even to one- 
| truck buyers, though in lesser 
| degree. No one is discounting 





pickups and they don’t intend to. 

Another dealer quoted substantial 
discounts of from 15 to 18 percent 
|on 1%-ton units and above to fleet 
| owners, with 10 to 15 percent al- 
jlowed to single truck purchasers. 

By and large. companies equip- 
|ped for reconditioning trucks are 
fixing them up for resale on their 
own lots and those who have been 
| wholesaling cars are wholesaling 
| trucks also. 
| Those concerns who are condi- 
tioning and selling their tradein 
|trucks have from five to a dozen 
‘on hand, though the exclusively 
truck outlets, of course, have larg- 
jer inventories. Generally speaking. 
Ppa rcamgy ee sny trucks are moving 
| Slow; some say the slowest in the 
| history of the business. 
| The average car dealer, who also 
| sells trucks, has from 8 to 20 new 
| trucks on hand; the larger dealers 
more. One reports 60 new trucks 
|in stock, divided as follows: nine 
| half-tons; six %-tons; eight 1-tons; 
}19 1%-tons; ten 2-ton; two 2%- 
ton; four 3-ton and six special jobs. 

* * * 


Birmingham, Ala. 

Truck Dealer No. 1, handling 
|light trucks, has six used trucks 
in stock. New trucks in_ stock: 
Two half-ton, two one-ton, four 
1%, five 2-tons. Light used trucks 
selling faster. Discount to fleet 
owners. Condition for resale—yes. 

Dealer No. 2, handling light 
trucks, has three used trucks in 
stock. New trucks in stock: One 
1%, one C.O.E., three 2-ton, two 
2%-ton, four 3-ton. One and 1%- 

(Continued from Page 29, Col. 1) 
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Dealers Giving Long Discounts. . . 
oo caeiealianneacnectediiahacceseelllian isssiannntaseiasiapaes 


Survey Points Up Price Cutting 


(Continued from Page 28) 


ton trucks selling faster. Discount 
to fleet owners. Recondition for 
resale—yes. 

Dealer No. 3. Has 20 medium 
used trucks in stock. New trucks 
in stock: Two half-ton, two 1- 
ton, four 1%; six 2 to 2%-ton; 
two 3 to 34%; seven 2% to 3; two 
3% to 4; two 4 to 4%; one 4 to 
5. Light to medium used trucks 
selling faster. Discount to fleet 
owners of over 12. None to indi- 
vidual. Recondition for resale. 
Dealer No. 4, Factory branch, 


has 25 used trucks in stock. New| fair stock... 


three-quarter; 16 one-ton; 27 1%;) 
22 2-ton; eight 2% to 3. One-half | 
to 2-ton used trucks selling faster. 
Discount to fleet owners, yes; in-| 
dividuals, no. Recondition for re-| 
sale. | 
Dealer No. 5, handling heavy 
stuff, has nine used trucks in 
stock; 10 new trucks in stock; four 
2-ton, six 2% to 5 ton. Discount | 


to fleet owners, yes; one truck, no. | 50 used truck 
Lighter | — — 


Recondition for resale. 


trucks selling best. 
* + * 


Springfield, Mass. 

Dealer No. 1—Five used trucks 
in stock, all: %-ton trucks. Twelve 
new trucks in stock, including six 
1%4-ton trucks, one 1-ton truck, ' 
four %-ton trucks, and one 2%-ton 
truck. Used trucks are not moving 
well. The company is giving all 
sorts of discounts to both fleet and 
one-truck buyers. Company is re- 
conditioning used trucks, slightly 
when practical for best returns, 
otherwise junking them. 

Dealer No. 2—Twenty-six used 
trucks in stock, including 12 %-ton 
trucks and 14 1%-ton and 2-ton 
trucks. Twenty-five new trucks in 
stock, including four %-ton trucks; 
two %-ton trucks; two 1-ton trucks 
and 17 1%-ton and 2-ton trucks. In 
the used truck field the %-ton truck 
is moving best. No discounts of any 
kind are being given, either to fleet 
or one-truck owners. The company 
is conditioning trucks 100 percent 
for resale. 

Dealer No. 3—Two used trucks 
in stock, one 1%-ton truck and 
one 1-ton truck. 

Twelve new trucks in stock, 
including four 1%-ton trucks, 
three 1-ton trucks, four %%-ton 
trucks and one %-ton truck. Not 
many used trucks are selling at 
any price. Giving discounts to 
both one-truck buyers and fleet 
owners at present, Latest used 
trucks in “such deplorable condi- 
tion” they wholesale them. 
Dealer No. 4—Six used trucks in 
stock, including four 13¢-ton trucks 
and two %-ton trucks. Seven new 
trucks in stock, “ranging from 1% 
to 3-tons.” One-half-ton trucks are 
selling best. The dealer is giving 
discounts only to fleet owners. Con- 
ditioning of trucks is being done 
on a 100 percent basis. 

Dealer No. 5—Sixteen used 
trucks, all sizes, in stock. Forty 
new trucks in stock, including six 
Y2-ton panel trucks; six ‘%-ton| 
pickup trucks; five 1%-ton trucks; 
two 2-ton trucks; four 2%-ton 
trucks; two 3%2-ton trucks; three 
4-6-ton trucks, and 12 heavy-duty 
tractors and long wheels. No used 
trucks have been sold by them in 
the past 30 days. Discounts to fleet 
owners and larger companies. Con- 
ditioning trucks for resale. 

* 7 * 


Los Angeles 


The general census is that South- 
ern California truck dealers are | 
loaded with heavy duties, both new | 
and used, 

One comparatively small deal- 
er said that he had on hand 30 
new heavy-duty trucks and six 
used trucks, which is a tremen- 
dous number for a small dealer. 
They are also over-stocked on 
one-ton and %-ton light commer- 
cial vehicles. 

Pickups, it is believed, are the 
most popular in both new and used, | 
and there is a fair supply of these. 
You can get immediate delivery on | 
pickups from almost any truck 
dealer. All dealers are discounting | 
to fleets and many are giving dis- 
counts even to one-truck buyers. 

The average large truck dealer 
is doing his own reconditioning, | 
and the average expenditure on a/| 
heavy-duty truck to put it in shape | 


| 


for selling is $250, while the aver- them anywhere from *% ton to 5 
tons. The smaller trucks are mov- | 
ing best—about ' to 1 ton. We are | 


age on the light commercial trucks 
runs around $150. 
* * 3% 
Baltimore 
Survey indicates average inven- 
tory of from 30-75 trucks of both 


| kinds on hand. In the case of used 


|ton to 5 tons. New truck dealers | 


vehicles, the size ranges from % 


claim that their machines are 25 
percent over and above 2 tons, 25 
percent 1% tons and the balance 
% to 1 ton. 


One dealer said: “We 


resale.” 

Said another: “We have about 
18 used trucks on hand. Their 
tonnage is from % to 1% tons 
. . - half-ton trucks moving best. 
Recondition used trucks for re- 
sale. Some trucks sell ‘as is’ 
without reconditioning for lower 
price; some are sold as junk.” 
Still another dealer: “We have 








reconditioning.” 


| Said a new truck firm: “We have 
an inventory of 30 new trucks. 
| Their tonnage is from % to 2 tons. 
| We give discounts to both fleet 
|}and individual truck buyers.” 

Another stated: “We carry nor- 
|mally 60-75 trucks. Their tonnage 
is 25 percent above 2 tons; 25 per- 
ton, balance 
The one-half ton to three-fourth 
carry a/|tons moving best. The discount de- 
about 30-40, tonnage | pends on whether we have a long- 
trucks in stock: 22 half-ton; two|% to 5 tons. Reconditioning for| time customer. If so, we give the 
discounts to both fleet and one- 


cent 1% 


|truck buyers.” 
a + 


* 


; Omaha 


| Dealer 


($600-$700 


No. 1—Trucks on hand: 
| two % ton, two % ton, one 1 ton, 
five 1% ton, seven 2 ton, three 3 
|}ton. For this dealer the lighter 
| model 


class) 


% to 1 ton. 


| chase of new trucks to fieet own- 
ers. Fleet must have 12 units to 
qualify for this discount. They re- 
condition used trucks. 

Dealer No. 2 has eight used 
trucks in stock (two half-ton, one 
l-ton, three 1% ton and two 2 
ton). Prices on these range from 
$1,000 to $1,200. 


This dealer is inclined to follow | 


local practice of giving discounts 
to either fleet or purchasers of sin- 
|gle units in the 1% ton and heav- 
|ier class. Every effort is made to 
get full price on %-ton, %-ton and 
|1-ton units. Recondition, if neces- 
| sary. 


* * * 


Pittsburgh 


Dealer No. 1 has one used 2-ton, 
one %-ton and a %-ton pickup. 
Doesn’t recondition; small ones 
junked. New: three 2-tons, two 1'4- 
tons, a door-to-door delivery. Dis- 
;}counts to fleet buyers, but not to 
|individuals. Conditions: We are 
|moving a few to old, steady cus- 
| tomers; it has been slow in general. 
| Dealer No. 2 has—used: Two in 
| stock; none moving easily; small 
ones move best. Offers discounts 
|where it is absolutely necessary; 





moving | otherwise, strictly list. New trucks 


29 


'one %-ton, one door-to-door de- 
livery. Where competition forces a 
| discount to make a deal, “We go 
along with other dealer.” When a 
| customer says he can get the same 
|thing somewhere else, we check 
|the other dealer.” 

Dealer No. 3 has no used; light 
stuff moves best. New: 21, in- 

cluding 3 ton, 2 ton, 1% ton, 1 
ton, % ton. Gives 10 percent dis- 
count to fleet owners only. 

Dealer No. 4 has nine used 
trucks. “Stocks very low because 
there are no sales; no movement 
on anything above one ton; % and 
| % ton will move. Trucks we actu- 
| ally take in trade we condition for 
a good serviceable unit (not guar- 
anteed).” 

New: “About 38 units in inven- 
tory. They are divided into 70 per- 
cent light and 30 percent medium 
jand heavy; mediums are all 1% 
j}and 2 tons. A discount here has 
been acknowledged to fleet ac- 
count; to individuals the deal rests 
on itself.” 

Dealer No. 5 has six used trucks; 
none moving better than others; 
not reconditioning. New: Has 10; 
six over 1% ton, four under 1% 
ton. A 15-20 percent discount goes 





s in stock. We carry’ fastest. They give discounts on pur-!in stock: one 2-ton, four 1%-ton, 





INSTALL THE NEW 


to anyone who wants to buy. 


Filter 
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Some Dealers Bus 





Sales on the Upswing 
For Complete Trucks 


(Continued from Page 22) 


equipped with the products the 

distributor handled. 

Reaction from one body maker, 
who sells on what can be termed 
a national basis. is that truck 
salesmen in the main still are try- 
ing to sell without doing any work. 
His distributors have had repeated 
requests to go out and sell bodies 
on trucks without the dealer’s 
salesman going along on the deal. 
The salesman or sales manager evi- 
dently was trying to get the body 
distributor to do their selling for 
them. 

+ ~ + 
gen equipment distributor re- 
ported that he had been called 
in on a deal for used truck that 
showed the dealer and salesman 
were thinking beyond what could 


NOTHING COSTS MORE 


,be termed “normal” for the past | 


|few years. 

This dealer had taken in a long 
wheelbase truck of medium heavy 
tonnage and one that was in good 
condition. He had stripped the body 
from the truck and reconditioned 
it before he put it on his lot. Along 
came a prospect who had an op- 
portunity to go to work for a haul- 
ing company, if he had a tractor 
of sufficient power to handle the 
loads. This truck fitted practically 
all requirements and the price was 
within range of the prospects abil- 
ity to buy—but it was a long 

| wheelbase job and the buyer want- 
ed a tractor length. 


The dealer immediately got in 
touch with the equipment distrib- 
utor and asked the cost of cut- 
ting this job down to tractor 
length and installing an auxil- 
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city etd ip nw BUY TRUCKS—In the name of the ci 


Daw, from left, receives Sar 
Mitchell Motor Co. Left to right: 


of these 1949 


of Santa Rosa, Calif., Mayor J. M. 


E. W. Blom, city manager, and W. 2 White, street superintendent. 


iary transmission, which the 

prospect would need for the job. 

The end result was they sold the 

used job at a profit and also sold 

a transmission, dual brake hook- 

up connections, saddle mounted 

gas tank and riding lights in 
addition. 

This distributor pointed out that 
it was doubtful that this job would 
have been sold if the dealer had 
not stripped the stake body off 
this truck before displaying it, as 
it would have been hard for either 


the salesman or the prospect to 
visualize the possibilities of con- 
verting this long wheelbase job 
into a tractor if it had been shown 
with the body on it. 

« 


* * 


owas on fleet business are | 


on a definite upswing, it is 
learned. This is due to two things 
that are beginning to take place 


among large users of trucks. One | 
is a trend toward making con- | 


tracts with leasing operators to| 
take over the hauling which u which usu- | 





THAN A TIRED DRIVER 





...and Nothing Contributes More to Driver Fatigue than Poor Seating 


Ordinary seats punish drivers with thousands 


of jolts, jars and rebounds every day. Resulting 


fatigue ruins schedules, piles up repair costs 


and skyrockets insurance rates. That is why 


more new trucks are being equipped with 


UCC 


BOSTROM MFG. COMPANY 


133 West Oregon Street ® 


Milwaukee 4, Wisconsin 


Bostrom hydraulic seats. 


seat that really absorbs shocks. Get positive 


It’s the only truck | 


proof—write for free folder "12 Eye Openers | 


Concerning Truck Seats.” 





| 





tudebaker %4-ton pickup trucks from | 
Mitchell; Daw; F. Farquar, city yard superintendent; | 


TRUCK SECTION 
ally results in the new operating 
company replacing the fleet with 
new vehicles to make them more 
standard with the operator's pres- 
ent equipment. 

The other is a trend toward ex- 
pansion of the fleet operators’ 
trucking equipment where they are 
endeavoring to expand the business 
by invading new fields or extend- 
ing the service they have been giv- 
ing their customers. In many cases 
this move is a return to a delivery 
service which the firm used to pro- 
vide prewar but which was cur- 
tailed during the war period. A 
| competitive market had _ forced 
'them back into it recently. 


Equipment distributors and 
body makers also report that 
| they believe, from recent indica- 
tions, that more and more deal- 
ers are beginning to realize that 
it is to their best interest to sell 
as many trucks complete with the 
| equipment and body that makes 
them an efficient working unit. 
Such sales usually double the 
gross profit as well as cutting 
the percentage of loss, if any, 
on trades. 

Another indication that the need 
for trucks is still growing every 
day, despite the disinclination of 
the buyer to haunt the dealers’ 
| sales floor, is seen in the reporting 
|recently in a national business 
paper that while less-than-carload- 
lot loadings of the rails have 
dropped 30 percent below the 1939 
| level, truck loadings are currently 
| running 120 percent above the same 
| base period. 

* + * 

HIP-BY-TRUCK” business is 
still on the upgrade, and ac- 
cording to all experts, will continue 
to grow for some time as the truck 
continues to invade shipping lanes 
that were formerly tied to the 
rails, due to the trucks’ greater 
flexibility, ability to save time, and 
move products from shipper to 
buyer’s door at competitive or less 

|than rail rates. 
| Just before the war, one author- 

ity states, there were some 1,200 
Class I interstate common carrier 








of $100,000 or more. Today there 
'are 2,500. Total revenues of all in- 
terstate truckers a decade ago 
were about $700 million. These rev- 
enues today are $2,500 million or 
more. 

One trucker, the McLean 
Trucking Co., Winston-Salem, N. 
C., rolling freight from Atlanta 
to Boston, in 1941 had but four 
trucks and 36 trailers. Today this 
trucker has 104 trucks and 434 
trailers. In 1941, it handled 31,166 
tons of freight; last year it 
hauled 244,788 tons and is still 


growing. 

Pacific Intermountain Express 
|Co., one of the large west coast 
haulers, has tripled the tonnage 
hauled since 1941 and has increased 
its equipment used in proportion. 
One of the nation’s biggest grow- 
ers and distributors of fresh fruit 
and vegetables, F. H. Vahlsing, Inc., 
|is trucking 75 percent of its cur- 
rent 1,500 carloads of Texas grape- 
fruit out of the Rio Grande Valley, 
while last season all of its Texas 


jot $100, doing an annual business 


| produce moved by rail. 


* * * 


With advent of a competitive 

market, every business from 
the farmer up to the large manu- 
|facturer is intensely interested in 
cutting costs of production and 
transportation. Retail houses are 


| looking to various forms of truck 


transportation to either extend 
their market or weld their custom- 


| ers to them on a closer basis by 
| providing more and better service. 


Indications from the field are 
that more and more truck deal- 
ers and salesmen every day are 
beginning to revamp their out- 
look from that of pessimism and 


discouragement, because the buy- 


er has stopped pleading with 
them for delivery, to a realiza- 
tion that they can get their share 


| Of the profitable truck business 


if they go out and sell it. 

These dealers realize that pos- 
|sibly the best aid they can get in 
| rebuilding their truck sales volume 
is to be had by working with the 
various truck equipment and body 
distributors in their area, who not 
only will protect their commissions 
on the sale of bodies and equip- 
ment sold on the truck, but who 
offer an engineering and sales-aid 
service which most dealers and 
salesmen need under present com- 
petitive conditions. 

—Jack Weep 
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«Continued from Page 22) 


used to chug along our roads and | showed it along with the regular. 
truck line and the new large buses. 


scare my horse every time we met. 
Fifty years is a long time in the 


young automotive industry. It 


marks the stamina of a pioneer 
to weather storms and depressions, 
to meet the demands of an increas- 


Chevrolet’s “phantom” job stood 
just inside the door as you entered 
the hall, filled to the top with 
| pretty flowers—carnations for the 
'men and gardenias for the gals. 


ingly critical buying public and io | Fitted with clear plastic walls and 
ever keep his business house in| doors, this job was built for show 


order. White has fittingly commem- | Purposes, to let the dry cleaners | 


orated its trail-blazing in the field See how garments are carried on 


of transportation. 
* * * 
i “piece de resistance” of the 
big General Motors Corp. show, 
held in Detroit’s Convention Hall 
to truck men at least—rested be- 
tween the “Goliath” experimental 


GMC job and the “petite” clear- | 


plastic paneled Chevrolet forward 
control door-to-door delivery. 

The show was a magnified ren- 
dition of the show the corporation 
put on at the Waldorf in New York 
early this year—-made bigger be- 
cause they had more space to work 


racks, how flowers and palms can 
be stowed compactly without in- 


| jury. It can be personalized for any 


|of a dozen or more vocational 


shows at which Chevrolet exhibits 
its wares. 

Of course, this job calls attention 
to the advantages of the forward 
control door-to-door delivery units 
that are new to the line this year 
and which are making firms with 
house delivery problems think the 
second time. 

* * ok 


BEFORE I GET away from this 





in and with more models of each 
division of the corporation on dis- 
play. 

In the original New York cast, 
the truck boys were practically 
squeezed out of the showing, but 
in Detroit, playing to home folks, 
competition and employes, the pro- 
ducers made the show really rep- | 
resentative. 

The GMC “big ’un”—a “Western” | 
in everything but design—is not 
scheduled for anything but test, 
although one job is going to be 
built to haul oil to the contractors | 
who are going to pave a sizeable 
stretch of the Alaska Highway this 
year. 

+ * + 

THIS JOB has 300 horses under 
its low hood—genuine two-cycle 
Diesel GMC sired—and while the 
first experimental model shown has 
an all iron power plant, Mort 
Douglas proudly let it be known 
that they intend to develop this | 
same engine in the combination 
aluminum construction, similar to 
the lighter engine now nearly out 
of test and which will enable a 
trucker to have 300 horses under 
the hood that weigh no more than 
a conventional 200 horsepower Die- 
sel job. 

While putting the 300 horsepower 
in this job places it in the same 
category as the mammoth jobs that 
roll the logs and mining products 
out of the hills on the west coast— 
and which stand so high that one 
can only see their radiator in the 





Putting beauty in the beast. 


rear view mirror when they roll 
up behind you on the road—the 
GM truck plant designers have | 
kept this design so low and con- | 
ventional that the hood and cab 
look almost normal. 

The real giveaway of the job,| 
with the hood down, is the “hot 
water tank” sized muffler that sits | 
on the running board alongside of 
the cab, and the “home laundry” 
sized air cleaner just back of the 
right front wheel. Of course, the 
frame and rear axle assembly is 
also in keeping with the 90,000 
GVW rating of this job. 

* + s 


JOHNNY JOHNSON, proud sales 
manager papa of this Gargantuan 
infant, claims that it will haul a 
36,000-pound net load at 55 miles 
per hour and that it has a top road 
speed of around 62 miles per hour. 

But don’t any of you GMC deal- | 
ers or branch house salesmen hold | 
your breath until you get one to| 
sell—you’ll not only be blue in the | 
face but will have needed the oxy- 
gen tent months before you get it. 
Contrary to usual practice, Doug 
and his gang did not keep this job 
hidden away in the ice box until 
it was ready for production, but 


big GM exposition I want to doff 
last year’s “Beanie” to four of 
GM’s top brass for the punishment 






MORE AND MORE, truck owners in high-mileage over-the- 
road hauling are turning to fuel-saving Mack diesel- 
powered trucks . . . getting the jump on today’s high 
operating costs. Three great Mack diesel engines fit their 
needs in the popular 40,000 to 60,000 Ib. g. c. w. range — 

put Mack dealers way ahead in a fast-expanding market. 


Only Mack offers 


diesel-powered trucks. Where diesels are the answer, Mack 
dealers have a big economy story to tell. Lower fuel costs all 
around! Owners report two-way savings with Mack diesels 


. ++ 75% more 


Here's a real profit-winning combination — Mack gasoline 
or diesel power. For Mack dealers it means profitable selling 
in a growing market . . . more fleet sales; more repeat 


orders; 


information on Mack franchises still available in your 
territory, write to Wholesale Department, Mack Trucks, 
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FOR FORD FORWARD CONTROL CHASSIS—Powers coach type delivery body is of all- 
steel construction. Loading space of body is 298 cubic feet on 104-inch wheelbase; 374 cubic 
feet . 122-inch wheelbase. Manufacturer is McCabe Powers Auto Body Co., 5900 N. Broad- 
way, St. Louis. 


|they let themselves in for in the|ly 3,000 persons who showed up for 
interest of good public relations. the invitational preview. 

| These guys—C. E. Wilson, prexy That took plain guts and ability 
|of the corporation, and Albert|to take punishment which, to my 
Bradley (finance), Harlow Curtice | humble mind, went far “above and 
| (sales) and Ormond E. Hunt (en-| beyond the call” of their positions 
gineering), all exec vice-presidents | in the company. While I suspect 
-stood in line and shook hands | that three of the gentry gave the 
with every one of the approximate-| visitors the “White House” grip 





... either way 


MACK DEALER 


wre in the 


such a complete line of both gasoline and engine. 


wartime service. 


miles per gallon . . . at less cost per gallon. 


concentration on real dollar volume. For 


Inc., Empire State Building, New York 1, N. Y. 








GASOLINE or DIESEL POWERED 


MACK BUILDS BETTER 
DIESELS... because Mack 
has better know-how 


Twenty-two years of diesel develop- 
ment stand back of every Mack diesel 


More diesel-powered trucks have been 
produced by Mack than by any other 
manufacturer — over 15,000 alone for 


Remember, too, Mack diesel engines 
give you this further advantage: they're 
the only diesels designed specifically 
for a single line of trucks. . 
trucks. That’s assurance of complete co- 
ordination of both engine and chassis 
. maximum efficiency all around. 
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(I ducked the line to make room 
for some competition brass), I 
knew that “Red” Curtice gave 
them the old college clasp--and 
ended up, I am told, with a blister 
on his meat hand. 

When asked why he took the 
unnecessary punishment, Curtice 
replied, “When people stand in line 
as long as those guests stood just 
to shake hands with us, I believe 
they wanted to shake hands, and 
I gave them my best.” 

The sly humor spot of the eve- 
ning was provided by Hugh Ferry, 
secretary-treasurer of Packard, 
who when asked by Don Ahrens, 
sales manager of Cadillac, what he 
was doing there, replied, “I don’t 
know. I see too darn many of your 
cars around normally.” 

Ormond Hunt told your column- 
ist that he knew he would never 
run for president, after his receiv- 
ing line experience, regardless of 
what the. reason. 

* * + 


TOM KEATING, sales head of 
Chevrolet, was as pleased with his 
dealers’ March truck sales effort 
as a new father—they set an all- 
time record for truck deliveries to 
customers for one month, you will 
remember. At Paul Garrett’s press 

(See TRUCKIN’, Page 34, Col. 1) 
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In the Hopper 


Nebraska Approves Law 


Testing Drunk Drivers 


The Nebraska legislature has ap- 
proved use of chemical tests for 
drunkenness by a vote of 25 to 10, 
eight senators not voting. 

Penalties for drunken driving 
were revised downward as an in- 
centive toward more convictions. 

* * ea 
Pennsylvania Senate Passes 


Disputed Insurance Bill 


Opposed by the Pennsylvania 
Motor Federation and 58 AAA au- 
tomobile clubs in the state, senate 
bill 327, which amends the 1947 
automobile finance law to allow 
automobile dealers to take out 
group policies to protect their in- 
terest in a motor vehicle in the 
death of a buyer and would per- 
mit the issuance of policies to 
cover both the interests of the 
buyer and the seller and include 
the premium in the installment 
purchase plan, has been passed by 
a vote of 50 to 0 in the senate. 

PMF-AAA clubs charge the meas- 
ure would permit finance com- 
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finance an expanded highway con-|from 420 to 480 inches in bus 


|panies to sell package insurance 
lat a flat rate. Officials said the 
| package could contain personal ac- 
cident insurance, emergency road 
service, bail bond and even a credit 
ecard. The finance companies claim 
that this is designed to permit} 
them to sell the same sort of pack- 
age to the motorists as motor clubs 
sell. 


* 


Truck, Bus Taxes 
To Rise in Oregon 


| way between Denver and Boulder 


struction program. The other two, 
enacted earlier, will increase the 
state gasoline tax from 5 to 6 cents 
a gallon, and double the state’s $5 
automobile license fee. 

Together, the three bills will pro- 
vide $5,600,000 a year additional 
state highway construction funds, 
plus $2,400,000 which will go to 


counties and cities. 
* + * 


Toll Road Approved 
Between Denver, Boulder 


A bill clearing the way for con- 
struction of a $5,300,000 toll high- 


has been given final passage by 
the Colorado legislature and sent 
for signature to Gov. Knous, who 





A bill increasing Oregon truck 
and bus taxes to raise an additional | 
$1,000,000 a year in highway reve- | 
nues has been given final approval 
by the Oregon legislature and sent | 
to the governor for signature. 

The measure will tax trucks and 
buses on a combination fixed fee 
plus ton-mile basis. It repeals the 
ton-mile system adopted in 1947, to 
which Idaho and Washington ob- 
jected on grounds it discriminated 
against trucks based in those states. | 

The truck and bus tax bill was 
the last of three major bills to 


earlier had indicated he favored | 
the project. 

The new legislation will enable 
the state to guarantee up to 30 
percent of the bonds which would 
be issued to finance the project. 
The proposed highway would be 
four lanes, extending 22 miles and | 
cutting seven miles off the present 
route between the two _ cities. 
Charges for vehicles would be 25 
cents per passenger car and 40 
cents per truck one way. 

+ * * 


Ohio Senate Committee 
Okays Insurance Bill 


The Ohio senate committee on 
insurance has recommended for 
passage the so-called “agents 
bill,” relative to revoking the 
licenses of agents, solicitors and 
foreign brokers of insurance, 
other than life, and to provide 
for hearings, appeals, etc. 

The measure has been called | 
the General Motors insurance bill 





and is aimed at automobile sales- 
men who write insurance, 


Death Shivers 


‘Motor Vehicle Homicide’ 


Defined in Neb. 

“Motor Vehicle Homicide.” 

This is the new crime that has | 
been defined by the Nebraska uni- | 
cameral legislature. Whenever a 
person “causes the death of another | 
without malice while engaged in the | 
unlawful operation of a motor ve- | 
hicle,” he shall be adjudged guilty 
of the crime of motor vehicle homi- 


| cide, 


The penalty—six months in jail or 
a fine of $500 or both or from one 
|to 10 years in prison. Such actions 
were formerly brought under the 
manslaughter statute. The bill 
passed by a vote of 39 to 0. 

o 


+ * 





LOADER 


Inspection of School Buses 


Made Law in Oregon 


Gov. Douglas McKay has 
signed into Oregon law a bill 
providing that the secretary of 
state shall inspect school buses. 





One Cylinder 


and One Valve 


* * * 


Rhode Island Senate Favors 


Longer Length for Buses 
| A bill to raise from 35 to 40 feet 


|funds from self-liquidating bonds, 
|has been introduced in the state 


| Mecklenburg. 


TRUCK SECTION 


Okla. Defeats Gas Rise 


But Taxes Oil Output 

Gov. Roy Turner’s proposed I- 
cent gasoline tax increase was 
defeated in the Oklahoma house, 
which then approved an addi- 
tional 2 percent gross production 
tax on oil to finance rural roads. 

The surprise action came as a 
result of a coalition of anti- 
administration foes and mem- 
bers favoring the higher produc- 
tion tax. 








length. 


N. C. May Establish 


Toll Road Study Group 

A bill providing for the creation 
of a commission to study the pos- 
sibility of building heavy-duty toll 
roads in North Carolina, using 


legislature by Sen. F. J. Blythe of 


The measure would set up a com- 
mission composed of the governor, 
as ex-officio chairman; the chair- 
man of the state highway commis- 
sion, and five members named by 
the governor. 

Blythe said such roads could be | 
used by heavy commercial vehicles | 
and pasenger cars whose drivers bility insurance bill has been in- 


want an uninterrupted through P ‘ 
: : : | troduced in the Florida legislature 
route between major cities. In time | by Rep. R. L. Black of Alachua 





modeled after the Pennsylvania 


turnpike. 
* ca * 


| Compulsory Insurance 
Weighed in Florida 


A compulsory motor vehicle lia- 


of war, he added, such roads | t 

would facilitate military move- | On - 

ments. nder the measure, operators of 
motor vehicles would be required 


Although saying he had not/to show that they are insured for 
formed any definite ideas about! pypblic liability and property dam- 
where such roads might be located,| age pefore they could obtain a 
Blythe cited the route from Greens- jjcense tag. 
boro to Charlotte as a possibility.| Pjorida motorists now are 
He said he had in mind roads! (Continued on Page 33, Col. 1) 
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Two of the three payroll postings are completely 
eliminated by the simple, easy-to-operate Paywrite 
system. Without changing the writing position, one 
posting completes all three forms . . . the Check (or 
Cash Statement), Earnings and History Record and 
Payroll Summary. Errors in transcribing figures are 
eliminated and payrolls are prepared in half the 
time . . . or less. 


Picsgeerst*® PAYS FOR ITSELF 


Whether you have a large or small pay- 
roll, Paywrite quickly pays for itself in 
actual time saved, Paywrite ends time- 
wasting repetition of entries and saves 
“proving” time, too .. . for every entry 
is identical on all three forms. 
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| the maximum length of buses per- 
| mitted legal use of Rhode Island 
| highways was reported with a rec- 


TRANSCRIBING ERRORS ELIMINATED 
One writing posts all three records and 
thus eliminates errors that are bound to 


With “Lift Gates" on your trucks you will 
make more deliveries daily. Keeps trucks 
on the move, reduces trucking costs, adds 





to trucking profits. Time killing work and ommendation for passage by the : 
CUTS lifting is avoided. Personnel accidents and _—| State senate judiciary committee. Ce a a a 
DELIVERY merchandise damage claims are cut to a = oe ai i” Tare 
minimum, There are more “Lift Gates” in or Plate Plan 
use than all others. Simplicity of design is . 
COSTS one reason .. . ruggedness is another. | Approved in Oregon 
50° Extra features*—perfected by six years of | A bill to permit the issuance PAYROLL AND RECORDS ON TIME 
a field experience—are more reasons why of permanent automobile license Paywrite helps you meet payroll dead- 


lines by cutting preparation time in 
half. When Checks (or Cash Forms) 
are ready, Earnings Record and Payroll 
Summary are automatically up-to-date 

“ ready for government reports or 
audit. 


Paasesprite \$ EASY TO OPERATE 


Clerical employees quickly learn to 
operate the Paywrite system from sim- 
ple instructions. Operator is always 
seated in a comfortable writing posi- 
tion, Standard forms and multiple load- 
ing of checks make operation simple, 
quick and efficient. 


plates has been given final pas- 
sage by the Oregon legislature 
| and sent to the governor. 

The measure permits the secre- 
tary of state to adopt a system 
under which one-twelfth of auto- 
mobile licenses in the state would 
expire each month. 

* + + 


Pennsylvania Passes 


Uniform Speed Law 

Introduced by Rep. Preston A.| 
| Frost, house bill 875, making uni- 
form the maximum rate of speed 
in Pennsylvania for all vehicles, 
has passed the house by a vote 
of 129 to 58. 

Under provisions of the measure, 
trucks and buses could be oper- 
ated at speeds of 50 miles an hour. 
The current speed limit for buses 
is 45 miles an hour and for trucks 
from 25 to 45 miles an hour. Only 
automobiles are now allowed to go 
50 miles per hour. 

The senate by a vote of 47 to 3 
passed the house-approved house 
| bill 625, permitting an increase 


most of the truck loaders you see are 
Anthony “Lift Gates."’ Write for literature 
and prices. 


*ANTHONY “‘Lift Gate’’ Features: 


=; 
I 


& 
**Level-lift’’to avoid 
loads rolling or toppling 


*“LIFT GATE” rests on | *Loads from all sides at 
ground. No protrusions jall levels with ‘‘Quick 
to prevent easy loading. | Detachable” Ramp. 








WRITE TODAY FOR FREE DESCRIPTIVE LITERATURE 
(CATALOG RR-362A) 


aN 





WAAL OSE Mad Cle 
Uprcthe tf — 


LOS ANGELES 


ower “Point of Lever- 
ves more 


Latch locks up. 
power 
less working 


GATE” cannot one 
eccidemtaly. parts. 


t. 930, Streator, Ill. 


*One control raises, | *Safet 
lowers stops or holds 
“GATE” height. 


at any DAYTON: FJ, CHLEO Om 4) 


WESTERN BRANCH rele me | co BLVD 





ANTHONY CO., De 





YON 





i i- 
was 
use, 
idi- 
ion 
uds. 
sa 
nti- 
m- 
uc- 





rania 


 lia- 
| in- 
ture 
chua 


's of 
lired 
| for 
lam- 


re- 





TRUCK SECTION 


In the Hopper 


(Continued from Page 32) 


quired, after being found at fault 
in an accident, to show that they 
are financially responsible in case 
of any future accidents. 

The proposed legislation would 
require coverage of not less than 
$5,000 against an accident causing 
bodily injury to or death of one 
person in any one accident, $10,000 
for death or injury to two or more 
persons and $1,000 against prop- 
erty damage. 

- 


7 * 


Pennsylvania Weighs 





Two FEPC Bills 


Two separate measures have 
been offered in the Pennsylvania 
legislature in a new effort to set 
up a Fair Employment Practice 
Commission in Pennsylvania to bar 
discrimination in jobs because of 
race, creed or color. 

The senate judiciary general 
committee the previous week 
killed another measure proposing 
establishment of such a commis- 
sion. 

Both new bills would establish 
a five-member commission in Penn- 
sylvania to hear complaints on dis- | 
crimination; the members to be} 
appointed by the governor to serve | 
five-year overlapping terms. One| 
feature of both bills would limit | 
discrimination complaints to it 
actual party involved. 

The new bills would also provide | 
for appointment of a mediator to} 
attempt to settle the dispute before | 
the commission took action. In the | 
event mediation failed the commis- | 
sion would take over the matter) 
and would render a decision. If it| 
found the complainant’s charge 
warranted, it would issue a desist 
order. 

+f * * 


Gas, Fee Boost Proposals 


Before Neb. Unicameral 


After an acrimonious debate, 
the revenue committee of the Ne- 
braska unicameral legislature has | 
sent to the floor for debate the | 
bills boosting the gasoline tax one 
cent a gallon and raising car reg- 
istrations from $3 to $5 a year to 
$10. More than a thousand peo- 
ple attended the hearing. 

- . 


7 States Study 
Non-Resident 
Truck Laws 


WASHINGTON.—Le gislation 
concerning non-resident privileges | 
is under consideration by at least | 
seven state legislatures, a survey. 
by the National Highway Users) 
Conference reveals. 

An Indiana law to validate re- 
ciprocal agreements entered into 
by the reciprocity commission has | 
been enacted. In Iowa a bill has 
been introduced to provide for the 
issuance of permits for non- resi- | 
dent commercial vehicles. 

A recent law in Maryland would | 
provide for registration of non- | 
resident commercial vehicles. An- | 
other bill, which apparently failed 
of enactment, would have provided | 
for the imposition of a road tax | 
on commercial vehicles operating | 
from any state which does not af-| 
ford reciprocity to Maryland oper- 
ators. Under terms of this bill, a| 
5-cent per gallon gasoline tax 
credit would be allowed against the 
road tax which is calculated at a 
rate equivalent to the state gaso- | 
line tax on the amount of fuel | 
used within the state. 

In Nebraska, a bill has been in- | 
troduced to terminate the reciproc- | 
ity agreement with Wyoming| 
which provided for the issuance | 
of trip permits on operations be- 
tween Nebraska and Wyoming. 

Reciprocal agreements may be 
entered into between New Mexico | 
and other states under a recently | 





New York to Examine 


3-Accident Drivers 

Gov. Thomas E. Dewey has 
signed into New York state law 
a bill to require compulsory re- | 
examination of motor vehicle | 
drivers involved in three acci- | 
dents within 18 months in which | 
@ person is killed or injured or 
in which property damage ex- 
ceeds $50. 


| 





enacted law. This measure grants 
exemption from payment of license 
fees, registration fees and other 
taxes on interstate vehicles operat- 
ing from states which will grant 
New Mexico operators like exemp- 
tions. 

A recently approved Washington 
measure provides for the issuance 
of trip permits to operators from 
states having reciprocity agree- 
ments, with a capacity fee levied 
at the rate of one-twelfth of the 
fee normally charged by Washing- 
ton for a vehicle of the type and 
weight of the vehicle to be li- 
censed. 

Under this law, an operator from 
a state which charges full capacity 
fees would be reequired to pay a 
like rate when operating in Wash- 
ington. Another Washington law 
permits reciprocal agreements and 
determination of apportionment of 
commercial fleet registrations ac- 
cording to mileage operated in each 
state, when such fleets operate in 
two or more states. 


In Wisconsin, a bill has been in- 
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troduced to repeal section 85.05 
(2d) of the statutes which em- 
powered the commissioner of mo- 
tor vehicles, with gubernatorial ap- 
proval, to enter into reciprocal 
agreements concerning permit fees, 
mileage and flat taxes. 

+ + 


* 


Crooked Tracks? 


Trackless trolleys would have to 
be equipped with directional sig- 
naling devices, under terms of a 
bill passed by the Rhode Island 
house and sent to the _ senate. 
Trackless trolleys don’t have to 
be equipped with such devices in 
Rhode Island at present because 
they are not considered motor ve-| 


hicles under the law. 
* * * 


Of Funds Up in R. I. 

Under provisions of a bill pre- 
sented in the Rhode Island gen- 
eral assembly, 88 percent of all 
the revenue the state collects 
from motorists would be ear- 
marked for highway purposes. 
Sen. J. G. McWeeney and Sen. 
W. B. Sweeney jointly introduced 
the bill, bearing out the recom- 
mendation of a special legislative 
committee which made a study 
of the diversion of gasoline tax 





1949 


revenue and motor vehicle reg- 
istry fees to other than highway 
purposes. 

Passage of the bill would have 
but slight effect on the state 
budget, however. It provides that 
$3,000,000 would be set aside an- 
nually to towns for highway pur- 
poses, the same amount now al- 
located to them under a 1948 law. 
The bill is being studied by the 
finance committee. 


* * * 


Florida Weighs Tax Refunds 
To Non-Highway Users 


Gasoline tax refunds to counties, 
| municipalities and non - highway 
users of gasoline are proposed by 
two bills introduced in the Florida 


| legislature. 


Bill Assuring Highways 88% | 


Under the proposed legislation, a 
refund of 5 cents of the state tax 
of 7 cents a gallon would be avail- 
able to any county or city pur- 
chasing motor fuels in quantities 
of 25 gallons or more at any one 
time for official purposes. Also eli- 
gible would be any person pur- 
chasing that amount for boats or 
for motorized farm equipment not 
operated on public thoroughfares. 

The other 2 cents of the Florida 
gas tax, which would not be af- 
fected by the refund bills, goes to 
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Mechanics’ Pay-Hour Bill 


Sent to N.C. Senate 

House bill 783, amending the 
state labor law se that the 10- 
hour-per-day maximum shall 
not apply to motor vehicle me- 
chanics on a commission basis 
or part commission and part 
wage basis, has passed the 
North Carolina house and been 
sent to the senate. 

It is supported by the North 
Carolina Automobile Dealers 
Assn, 


LS 

the state board of administration 

for refunding county road debts. 
+ + * 


Ohio Bogus Plates Bill 


The Ohio senate highways com- 
mittee has under consideration a 
bill which would require state offi- 
cials to resign office and be fined 
$100 if caught driving an automo- 
bile with “bogus” license plates on 
it. It is charged that some of the 
high officials of the state are driv- 
ing cars with improper plates. This 
enables them to use the automo- 
biles for private purposes without 
that fact being known to the pub- 
lic. The present law requires that 
all state-owned cars have a dis- 
tinctive license plate. 





SYNCHRON-AIR 
BRAKE SYSTEM 


PROVIDES: Synchronized air brake applica- 
tion and release on all axles « Selective front 
axle brake control automatically and pro- 
portionately graduated between stations « 
Option to apply and release a predetermined 
proportion of tractor rear axle brakes simul- 
taneously with trailer brakes through hand 
brake valve « High capacity trailer emer- 
gency relay valve + Single unit tank and 
emergency relay valve. 


THE MIDLAND STEEL PRODUCTS CO. * 6660 MT. ELLIOTT AVE., DETROIT 11, MICH. 


Export Department: 


VACUUM 


SYNCHRONIZING 


VALVE 


PROVIDES: Synchronized tractor vacuum hy- 
draulic and trailer vacuum brake applica- 
tion and release « Uniform control under all 
weather conditions + Single unit trailer 
tank and relay valve « Easily installed « Im- 


proved brake lining life. 
* 
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REASONABLY PRICED 


38 Pearl Street, New York, N. Y. 
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party at the Detroit Club the eve- 
ning: before the GM show opened, 
Tom never lost an opportunity to 
mention the record and ask, “Who 
started this talk about the truck 
business being down?” 

Paul Garrett gave his party a 
new quirk. He gave each scribe a 
leather-covered book titled “( ... 
. . . Sporting Guide to Michigan,” 
which not only listed all of the 
guests under their favorite sport 
(from hunting to lawn tending), 
but gave each guest’s birthday and 
pictured them on a map of the 
state. I suppose it was pure acci- 
dent, since I do not believe anyone 
in GM public relations knew where 
my fishing hideout is up state, but 
they had me pegged with my head 
right on one of the sweetest bass 
lakes in this part of the country, 
and the fly from my line was hov- 
ering directly over my favorite 
trout stream. 

While I am “stomping” around 
in this GM vineyard, I might as 
well get another story off my chest. 

In the beginning—as most tales 
go—this story starts with a Truck- 
stell meeting in Chicago some 
years ago, when Al Cosgrove and 
I were sitting up in Don Meyer's 
room gassing with Don, John 
Tracy and several other fellas 
when someone said something 
about eating. It was fairly late on 
a Sunday evening and so Don sug- 
gested that we order and have the 
meal served in the room—and that 
Al Cosgrove tell the chef of the 
Edgewater Beach how to make his 
famous “Samovar” steak. 

So Al went through the proper 
way to prepare this gastronomic 
treat—how to prepare the cheese 
and when to spread it on the 
steak, etc. 

I had never had one before, and 
it was tops in my book from that 
evening on. In fact the very next 


* aa 





night I had dinner with and had 
it prepared for Loren Van Nort-| 
wick, chief sales pusher of Dodge 


trucks. 
* + * 

LAST AUGUST I was in Minne- 
apolis and Glenn Atcheson, man- 
ager of the Minnesota dealers as- 
sociation, asked Ray Christopher 
and I to have dinner with him at 
what he said was Minneapolis’ best 
eating spot. I have forgotten how 
the subject came up, but I was 
asked to tell the:chef at Murray’s 
how to fix and broil a “steak Sam- 
ovar,” which I did. They didn’t 
have the imported Roquefort cheese 
—nor a good grade of blue—to 
make the dressing, so I had to 


grove’s original recipe—but it was 
good, none-the-less. 


In February, Glenn wrote me 
and attached a column from the 
Minneapolis Star, edited by Cedric 
Adams, who has quite a following 
in those parts and which contained 
the following: “A yelp for help; 
Art Murray, the restaurateur, is in 
a quandary. He has perfected a 
taste treat which he believes is 


new to the whole country. It’s a! 


combination of cheese and steak,” 
etc. 


So—I couldn’t resist writing Mur- 
ray and Adams and giving them 
the history of “steak Samovar,” 
but to date I haven’t had an an- 
swer to the letter—nor has Glenn 
told me whether the dish is on 
the Murray bill-o-fare. Maybe 
some of you guys know whether 
it is flying under some other name 
than the one Cosgrove gave it. 

© 7 o 


WELL, EVERY once in a while 
I see “by the papers” that there 
are dealers who sell both cars and 
trucks that are making strenuous 
efforts to keep on top of the truck 
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radiator coolant 


Eliminates motor overheating irrita- 
tions by keeping engine block and 





user customers in their areas. To- 
day a clipping came to my desk 
showing a truck service advertise- 
ment of Kinsel Motors (Ford), 
Beaumont, Tex., in which a truck 
tuneup special is offered for $6.95 
during April on any Ford truck. 
Leaders like this in many cases 
swing truck owners into becoming 
regular customers of dealers. 


Safety Citation 
Konkol Is Honored 


In Wisconsin 


MADISON, Wis.—A certificate at- 
testing to his work in promoting 
highway safety in the Wisconsin 
trucking industry has been awarded 
to E. J. Konkol, manager of the 
Wisconsin Motor Carriers Assn. 

The only other man so honored 
this year by state safety-promotion 
officials is William L. Doudna, Madi- 
son newspaperman. The certificate 
was signed by Gov. Oscar Renne- 
bohm; Bert Salisbury, head of the 
state highway safety unit, and B. 
L. Marcus, commissioner of the 
state motor vehicle department. 












free of rust, sludge, 


scale, water pump oil seepage, debris 
and other foreign material. No chem- 
icals, cleaning compounds or inhib- 
itors are necessary when you install 


OY 


It’s positive assurance against cooling system troubles 





Operates automatically—has no mov- 
ing parts. Requires little attention, 


LIST 
PRICE 


only occasional cleaning, that can be 


done by anyone. 


between block and radiator. Fits all 
makes of cars. Does not restrict flow of 
coolant and permits constant visual 


check. 


@ GET DETAILS FROM YOUR JOBBER 


The better Jobbers 


them for you quickly. Increase your profits 
and customer Good- Will by installing MOTA 
GARD on every car whether old or NEW 
Details sent upon request. 


Is connected in hose FAR 


have them or can get 


WINONA, MINNESOTA 


TRADED 
PLUS INSTALLATION 









hi 


half the above building, according to DeWarren Bridges, manager. 
improvi d bstitute £ Co | the firm's plant in the industrial district next to U. S. Army pier 40. 
se and substitute from S- | SS. ae 5 a ee en a ae ior ge 


| areas, 


| features offer fleet owners consid- 


| Square feet of garage space, com- 


|trucks were a result of five olf 





HAS CROSLEY FRANCHISE IN HAWAII—X-L Industries, 1622 Silva St., Honolulu, occupies 


Service work is done at 


White 


(Continued from Page 22) 


tion here last Wednesday. Public 
introduction is planned early in 
May. 

A major feature claimed for 
| White’s new trucks is a power-lift 
|cab. A simple turn of a key puts 
|in motion a lift mechanism which 
bares the chassis at “bench 
height,” according to White offi- 
cials. 

¥ of ot | 

WHE LIFT mechanism is said to 

be an adaptation of a device 

used to operate landing gear on 
large transport planes. 

To highlight this feature White 
will distribute for showing around 
the country a sound movie titled: 


“The Truck That Tips Its Cab to|_ 


Service.” The movie will point out 
that 90 percent of all truck servic- 
ing is made on the chassis. 

The new trucks have front axles 
set back to a position in line with 
the back of the cab. This feature 
is said to offer the operator all 
the advantages of cab-over-engine | 
design without the disadvantage of 
having to craw! over a fender when 
getting in. 

+ * * 
SHORTER wheelbase and 
length make the trucks more 
maneuverable in traffic as well as 
at restricted dock and delivery 
according to Robert F. 
Black, White president. The same 





erable garage space savings, he 
added. 


A 10-truck fleet 
series reportedly 


in the new 
needs 4,450 


pared with 4,950 square feet for | 
10 conventional type trucks. | 

Black said the new units will | 
allow haulers to deliver more pay- 
load at less cost per unit, and that 


|they have been designed for both | 


city delivery and over-the-highway 
use. 

Forward positioning of the cab, 
he pointed out, permits new load 
distribution with more weight be- | 
ing carried on a larger capacity | 
front axle. He stated that this | 
would permit highway operators to | 
carry up to 3,000 pounds more of | 


| payload. | 


* * * 
LACK described his company’s 
new offering as a “machine tool 
of transportation.” He said the 





| research and tooling costs in excess 


of $2,000,000. 

The new trucks have a full- 
length windshield, said to provide 
not only greater visability but also | 
25 percent quicker brake action by | 
the driver. 

Production of the new trucks 
is reported running currently at | 
about 20 units a day. Black said 
the rate would eventually be 
stepped up to 50 a day. 
Newspaper advertising will be 

tied in with nationwide introduc- 
tion of the new line during the 
first two weeks of May at White 
branches, distributors and dealers. 


Guth Heads Sun Service 


A. E. Pellerin, manager of Sun 








| Rolling Mail 








Motors, Inc., St. Petersburg, Fla., 
|announces appointment of Al Guth 
|as service manager. Guth was con- 
nected with Studebaker Corp. from 
1928 to 1941. 
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Fifteen Mack Buses Serve 
As Post Offices 


NEW YORK.—Modern versions 
of last century’s Pony Express are 
15 Model C-45 Mack highway post 
office buses currently being put into 
service by the Treasury department, 
Bureau of Federal Supply. 


Operated for the purpose of ex- 
pediting delivery of mail from 
urban centers to smaller communi- 
ties, these complete rolling post 
offices are being used to transport 
mail over the highways, while pos- 
tal clerks receive, sort, bundle and 
pouch it enroute, for delivery to 
other post offices on designated 
routes. 


Of the same balanced design as 
Mack’s regular 45-passenger transit 
buses, these unified-type vehicles 
are powered by 200-horsepower 
gasoline engines. All of these buses 
are equipped with fully automatic 
hydraulic torque convertor drive. 


The interiors of these mobile post 
offices are designed for maximum 
efficiency and comfort, being equip- 
ped with lockers and clothes closets, 
folding lavatory, wash stand, water 
tank and drinking fountain. 

Ventilation and heating in these 
coaches is thermostatically con- 
trolled. 

Exteriors of these traveling post 
offices are painted to vie with their 
striking interiors. A red belt, out- 
lined and lettered in gold leaf, 
forms an eye-compelling division 
between the aluminum of the upper 
portion and the blue of the lower 
panels. 


William Ullman, Washington correspon- 
dent, keeps AUTOMOTIVE NEWS readers 
up to date on political and economic trends 
in the nation’s capital every week. 


AUTOMOTIVE 
FUNDAMENTALS 


A Service Manual Every 
Mechanic Should Have! 


Edited by most experienced practical 

service engineers and training school 

instructors in the industry, this book 
| deals with service fundamentals— 
| pointing out the basic operations of 
| each assembly and unit. 


Edited by Experts 


ftepding the noted list of authors is 

Irving Frazee, for years in charge of 

| preparing all Ford service  instruc- 
tional literature. Others well known 
to service men everywhere are Wil- 

| liam Landon, technical manager for 
Plymouth; George Hafferkamp, service 
engineer for Chrysler; John Zich, serv- 


ice engineer for Dearborn Motors; 


Ernest Venk, specialist in auto an 
aviation mechanics, and Earl L. Bedell, 

| technical vocational director, Detroit 
Schools. 


Checked by Experts 


Before publication, this book was re- 
viewed and checked by the technical 
and engineering departments of over 
30 large automotive manufacturers, 
experts in every phase of service work. 
Even experienced automotive me- | 
| chanics find this book of great aid to 
| them in their daily work—invaluable 
to the lesser experienced men. Writ- 
ten in simple, down-to-earth language, 
its descriptions and instructions are so 
clear and precise that anyone who | 
can read can understand. } 
Order several for your men today— | 
list price $4.90. 


BOOK DEPARTMENT, 


AUTOMOTIVE NEWS 
DETROIT 26. 





How to Analyze Your Own 





Business 
HOW TO: Reduce Expenses, Control 
Costs, Increase Sales, Increase Gross 


Profit Margins, Merchandise Used Cars, 
Control Finances. 


How to Make More Money 


Eighty-three (83) articles covering the 
management of your business in Van Tas- 
sel'’s three books: Book No. |! (29) ar- 
ticles, $2.00; Book No. 2 (28) articles, 
$3.00, and the new 1949 year book (26) 
articles, $3.00. 


TO: J. B. VAN TASSEL, 

332 So. Michigan Ave., Chicago 4, Ill. 
Enclosed find my check for $ . 
in payment of ....-.....- copies of your new 
1949 Year Book; ............ copies of Book 


No. 2, and ...... copies of Book No. |. 
Please mail these books Postage Paid to: 
Name......- 

Address............- 

Cit i Dibba iss iccscsincdcidcndnoinuitichaaane 
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Much Is Known About His Engine 


PONTIAC.—In the 36 years since 
Dr. Rudolph Diesel, inventor of the 
Diesel engine, mysteriously disap- 
peared from an Atlantic liner, little 
knowledge has been added to the 
circumstances surrounding the case. 

In those 36 years, however, 
much has been learned about Dr. 
Diesel’s engine, and much done to 
develop and refine it. 

Today it is employed in more 
than 5,000 of the nation’s locomo- 
tives, used in more than 18,000 
motor coaches, and provides the 
power for more than 12,000 trucks, 
24 times as many as in 1938. 

Such is the information contained 
in a study made under the direction 
of M. D. Douglas, general manager 
of the GMC Truck & Coach division 
of General Motors, a principal pro- 
ducer of Diesel-powered motor 
trucks and coaches. 

The efficiency of the Diesel’s 
high - compression principle (32-38 
percent in contrast to a recipro- 
cating steam locomotive’s 6-10 per- 
cent, or a gasoline engine’s 22-28), 
was recognized as soon as Dr. 
Diesel made his engine public, the 
GMC study reveals. 

But use of Diesel engines was 
for many years limited to marine 
and stationary installations be- 
cause of the great weight and 
strength needed to absorb the 
high -compression stresses and 
strains. 

Today’s widespread use of Diesels 
in motor coaches and trucks, loco- 
motives, stationary power plants, 
tractors and road building equip- 
ment may be attributed largely to 
General Motors, whose research and 
development facilities unearthed 
ways of overcoming prohibitive 
bulk and other disadvantages that 
made Diesels impractical for land 
transport use. 

Such advances as the two-cycle 
principle, the Unit Injection and 
“Uniflow” scavenging systems, were 
made under the direction of GM’s 
noted research chief, Charles F. 


Take-Offs Roll 
At Hercules 


GALION, O.—Reporting continu- 
ing high demand and an easing up 


of the materials situation, Hercules | 
Steel Products Corp., Galion, has | 


resumed production of its Split 


Shaft power take-offs, discontinued | 


for some time due to shortages. 

Now assured of ample raw mate- 
rials to take care of the production 
of parts as well as complete units, 
the company again offers direct, 
offset, side and dual drives for long 
and short wheelbase trucks, accord- 
ing to R. J. Nymberg, sales man- 
ager. 


Parenteau Heads Up 


Quebec Truck Assn. 

MONTREAL. — Maurice Paren- 
teau of Champlain Express, Inc., 
has been elected president of the 
Automotive Transport Assn. of 
Quebec at the association’s annual 
meeting. 

Other officers elected were Na- 
poleon Bienvenue, first vice-presi- 
dent; Urgel Charette, second vice- 
president; Edward Quinn, honorary 
secretary, and A. W. Wright, hon- 
orary treasurer. They will form the 
board of directors with the follow- 
ing: W. C. Morris, H. .Shulman, 
W. Cohen, R. Lasse, P. Gouin, W. 
Emblem, I. R. Ostriguay, W. G. 
Kenwood, L. C. Harland, Alexan- 
dre Drouin, P. Jodoin, J. E. Sicotte, 
D. Marcoux, A. Martel and P. La- 
belle. 


Kentucky Ruling Limits 


Truck Tax Rights 

LOUISVILLE.—Trucks in this 
state may be county-taxed only 
in the county where the owner 
has headquarters, according to a 
ruling handed down by the Ken- 
tucky attorney general’s office. 
They may not be taxed again in 
another county in which they 
might operate. 

The decision was given at the 
behest of Fred Bussman, who 
operates B & B Oil Co. in Camp- 
bell county. Bussman complained 
that officials of Estill county had 
sought to levy taxes on his 
trucks, in addition to the ones he 
pays in his own county. 


Kettering. Use of the two-cycle 
principle cut in half the weight 
required in Diesel construction, 
since by making every downward 
piston stroke a power stroke, it 
doubled the power output per 
pound of weight. 

The Unit Injection system pro- 
vided a means of metering, in- 
jecting and atomizing the fuel 
directly into the combustion 
chambers of individual cylinders 
at extremely high pressures, thus 
eliminating the disadvantages of 
conventional high pressure fuel 
lines and permitting accurate 
fuel control. 

The Uniflow scavenging system, 
by forcing air under pressure 
through the cylinders on completion 
of the firing stroke, got rid of ob- 
jectionable black Diesel “smoke.” 

It has been during the years 
since just prior to World War II 
that the greatest progress in Die- 
sels has been made as power 
sources for motor trucks and 
coaches, the analysis shows. 

In 1938, there were less than 700 
Diesel-powered coaches and trucks 


on the highways; now there are 
more than 30,000. 

During the war, the efficiency 
of the Diesel, its power and “lug- 
ging ability,” it dependability and 
long - life, trouble - free operation 
were proved and reproved. Die- 
sels were used in tanks, landing 
craft, tractors, bulldozers, cranes, 
power shovels and many other 
implements and machines. 

War experience with Diesel en- 
gines likewise brought a realization 
of the Diesel’s many benefits to 
thousands of Army and Navy men. 
And numbers of these came home 
to take jobs in the motor transport 
industry, either as Diesel service 
experts or as boosters for the use 
of Diesel power by transport con- 
cerns. 

“Users of Diesel-powered trucks 
have found that Diesels give them 
longer vehicle life, lower operating 
and upkeep costs and faster sched- 
ules,” Douglas said. 

GMC Truck & Coach pioneered 
the use of Diesel engines in motor 
coaches. 

Douglas pointed out that Diesel 


EATON 
AXLES 


Allow Engines to Run at most Efficient 
Operating Speeds 


More Than a Million 
keaton 2-Speed ela 
in Trucks Today 


Division 


Rare 


FOR THE DISTANCE RUN—On long cross-country hauls, GMC Diesel units are reducing 
per mile costs as much as 50 percent and providing longer vehicle life with less time out for 


maintenance and repairs, according to the company. 


The GMC Diesel chassis is also espe- 


cially engineered for Diesel work—has straight frame side rails, wide track front axle and 


many other features, the firm adds. 


trucks are now in use in prac- 
tically every state in the Union 
and are employed in a wide vari- 
ety of transport vocations. 

“This may be accounted for be- 
cause of the relaxation of many 
state restrictions on load weights, 
plus the availability of GMC four- 
cylinder Diesels which permit the 
use of this economical power in 
trucks of smaller size,” Douglas 


said. Where use of Diesels was once 
largely confined to states on the 
east and west coasts, in the oil 
fields and for off-the-highway work, 
they are now employed by a long 
list of truck users including bak- 
eries, builders and _ contractors, 
dairies, food and meat processors, 
public utilities and government 
agencies. 


Pulling out under full load, making time 
on the hills, or high-balling on the straight- 
away—there is an operating speed range 
that’s best for your engine—best for per- 
formance, for operating economy, and for 
engine life. Eaton 2-Speed Axles permit 
engines to run in this top-efficiency range 
under all conditions of road and load. This 
Eom) el Mel Mu uel 
TEM Ma MM ee liao 
Eaton 2-Speed Axles are available for most 
ee CM MMM eae ee oles a 
your truck dealer for complete information. 
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EATON MANUFACTURING COMPANY 
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CLEVELAND, OHIO 
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C.F. Smith Motor Plans —_| Broadway and a building permit | — 
New Louisville Home | for a new garage, sales and serv- | Only Four States Relax Restrictions 


Cc. F,. Smith Motor Co. (De- imately $55,000. C. F. Smith hopes 
Soto), for a number of years at the new building, of brick and 
2526 Hale St., Louisville, has concrete, will be open early in 
obtained property at 2208-14 W. September. 





UNUSUAL, BIG-PROFIT FILTER VALUES 
Permanent Type Oil Filter Replacements for 


PLY MOUTH — DODGE - DE SOTO 


CARS AND TRUCKS FROM 1946 ON (Some Trucks Excepted) 





OIL FILTER DP-10 6 


The Inner Line Oil Filter DP-10 is designed 
for quick installation directly on the engine 
HI-FLOW DESIGN pump. All oil passages are within and an 
induces uniform, _ integral part of the aluminum alloy casting. 
“metered” oil-flow. No outside lines to fail, fray or break. 
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HERE IS A FULL SIZED LINE-TYPE FILTER 


FILTOR OIL FILTER DP-10-TR 


Replaces throw-away type filter; 
uses standard replacement elements. 


; LOWER COST — HIGHER PROFITS! 
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ALSO — Oil Filters Available for Chevrolet Cars & Trucks 


FILTOR REPLACEMENT ELEMENTS 
ARE BIG MONEY MAKERS 


Manufactured from best quality material obtainable. With each element there is packed 
an assortment of gaskets enabling you to replace elements in most standard filters. 


Ash your Bowman Salesman jor interesting profit information 


Inner Line Filters are distributed exclusively by 







Ute Caaf ucts Co. 


ALE AUTOMOTIVE PRODUCTS. LIMITED 





HANDLING WHEELS made EASY-SAFE-QUICK 


Slide dual or large single 
wheels off and on with ease 
and speed—anywhere. Track 
provides perfect alignment. 
Reduces personnel accidents. Sturdy—yet light 
and portable. Only $29.95 f.0.b. Streator with 
single wheel attachment or $25.00 without. Buy 
through your equipment jobber or write Dept. |. 
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Attention, Manufacturers! 


OF 





Used Car Reconditioning Equipment and Material 











Here is a wonderful opportunity to display your wares to several hundred 
dealers who will attend the Mid-Summer Conference of the Automobile Dealers’ 
Association of Indiana, Inc., at French Lick, on June 24th and 25th. Minimum 
fees. Interested parties should address inquiries to the above at 340 E. 
Market Street, Indianapolis 4, Indiana. 
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800 (L plus 40) and substitute aj; nation from 50 to 60 feet,-and the 


t binations would be set|table of weights based on axle|maximum weight from _ 60,000 
— ‘an Iowa tow now limits| spacing graduated from 33,000) pounds to over 70,000. 


any combination to 45 feet and 
prohibits full trailers. The proposed 


| pounds if spacing is four feet, to Oregon—To increase length of 
| 83,450 pounds if spacing is 57 feet.) single-chassis vehicles from 36 to 


legislation also would add the in-| Montana—To increase the maxi- 40 feet. . 
nae permissible length to a|™um axle load from 18,000 to 22,000 Tennessee—To increase weight 


tabulation of gross weights per-| pounds. 
mitted on the basis of distance | 


limits from 42,000 to 54,600 pounds. 


— increase width ao 
North Dakota—To - AUTOMOTIVE NEWS production and 








between axles. Maximum load per/ by half a foot. height by a foot, ,.cistration figures tell the story of output 
axle would remain at 18,000 pounds. | length for a truck-trailer combi-| and sales every week 


Missouri—To permit 32,000) 
pounds tandem axle load in com-| 
parison with the present permis- | 


sible 28,600. The measure would 
not change the present allowable 
gross vehicle weight of 56,000 
pounds. 

Nebraska—To increase maxi- 
mum length of combinations from 
50 to 60 feet. 

New Hampshire-—To increase 
gross weight limit for trailer and 
semi-trailer trucks from 47,500 to 
50,000 pounds; to increase the gross 
weight of two-axle trucks from 
30,000 to 35,000 pounds; and to set 
a height limit of 13% feet. 

North Carolina—To provide for 
the establishment of a “heavy-duty 
highway system” and to raise 
weight limits as follows: Vehicles 
with wheels equipped with low- 
pressure pneumatic tires, from 9,000 


to 10,000 pounds; vehicles having | 


two axles, from 26,000 to 30,000 
pounds; vehicle or combination of | 
vehicles having three axles, from) 
40,000 to 48,000 pounds, and ve- 
hicle or combination having four 
or more axles, from 50,000 to 64,000 
pounds. Operation of vehicles with 
axle loads over 18,000 pounds would 
be restricted to highways desig-| 
nated as “heavy duty” by the state 
highway and public works com-)| 
mission. 

Ohio—To permit a one-ton-an- | 
axle increase in the maximum | 
weight of vehicles and to allow 
‘he state highway director to desig- | 
sate “heavy duty” highways and | 
“vaximum weights permitted on 
“hem. 

Pennsylvania—To increase al- 
lowable gross weight for a trac- | 
tor semi-trailer from 45,000 to | 
50,000 pounds, permit a tractor 
and tandem axle  semi-trailer 
weight to go as high as the 62,000 
pounds now allowed for truck | 
and full trailer combination, and 
raise the single axle weight re- | 
striction from 20,000 to 22,400 
pounds, 

Truck size and weight bills de- 
feated by legislatures this year in- 
cluded the following: 

Arizona—To abolish a formula of 


Ford Showroom Is Built 


By J. L. McGarity Co. 


The Ford showroom of J. L. Mc- 
Garity, Co., Monroe, Ga., has been | 


completed. 


The front of the building, of plate | 
glass, will be used for the display | 
of Ford cars, while the rear will 
be used for an office. 





NEW BRAKE DRUM—An invention that may | 
revolutionize braking methods on tractor- 
trucks, trailers and buses is being tested by 
Atlantic Freight Lines, Uniontown, Pa. The | 
new development is a brake drum that the | 
inventors believe will eliminate the problem 
of tractor-trailer rigs losing their brakes and 
running away on hillsides. Turned over to 
Atlantic for exhaustive tests, it is a fabricated 
drum, rather than a solid piece of metal. It 
consists of alternate rings of steel and copper, 
the copper extending a little out from the 
steel on the outer circumference of the drum, 
acting as air-cooling ‘‘fins."* The copper takes 
up the terrific heat generated where the brake 
shoe applies against the drum, through con- 
stant application of brakes. heat which 
is said to cause the ordinary-type drum to 
expand, with consequent loss of contact be- 
tween shoe and drum, is conducted out 
through the copper. The copper and steel 
plates are pushed together under pressure and 
fastened by a number of bolts around the 
side of the drum. 
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ng MANIFOLD VENT 
~~, fx BUICK 


PENDING 
SUPER and 


B CAD ROADMASTER 








Try ‘Em on Your 
Trade at Our Risk 


Scores of dealers declare the Sterling Mani- 
fold Vent is their fastest selling accessory. 
Buick owners readily buy for improved ven- 
tilation, added beauty. Prove it for yourself 
without risking a cent. 


Order one Super pair and one Roadmaster 
pair, for prompt shipment at regular f. 0. b. 
factory price. If not satisfied with reaction 
of your customers, return the vents within 
seven days for credit. Mail the coupon now. 
How can you lose? 


BETTER VENTILATION — Less heat, greater airflow. 
ENHANCED BEAUTY — Improve appearance of car 
CHROME PLATED — Match the Buick’s chrome trim. 
EASILY INSTALLED — Attached in ten minutes. 
THEFT-PROOF — Irremovable when hood is down. 
VIBRATION-PROOF — Vents fit tight, snug, neat. 


eS ee ee 4 
STERLING SALES CO.- 3423 N. Broadway 
Wichita, Kansas 
Please ship one pair Sterling Manifold Vents for Buick SUGGESTED 
Super ($7.77) and one pair for Roadmaster ($9.27), RETAIL 
to be invoiced f. 0. b. factory. Should they not interest GOOF «4! se:sieee $12.95 
our trade we will return within seven days for credit. Roadmaster .. 15.45 
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The Cross of Taxes 
Gains Weight Fast 


By George Deery 


Associate Editor 
T’S THE CROSS of taxes that 
this nation need fear today. The 
claimed dangers of the “cross of 
gold,” so eloquently proclaimed 
years ago, are nothing compared to 
the abuses of blundering politicians 
now. 

Perhaps the cross of taxes has 
not been sufficiently dramatized 
to drive home its unnecessary 
weight on the backs of individ- 
uals, small firms and larger cor- 
porations. 


Maybe we need some modern, 


| Should be levied to prevent deficit 
financing. How that measley little 
wasted billion would help, should 
a deficit .result! 

Hasn't the President said that 
he feared a deficit? Isn’t he so 
obsessed with the red-ink attitude 
that he had his men scurrying 
around for corrections after he 
doubled a cost figure whose au- 
thenticity was doubted by an alert 
newspaperman? 

But as they always say (in 
Washington, we mean), “What’s a 





William Jennings Bryans to do the | | 
job, If the message could be gotten | | 


to only a few politicians, a great | 


amount of spadework would be ac- 
complished. 

Auto dealers can look at their 
balance sheets and see how the 
taxes are gnawing away at their 
profits. Then, if they can _ still 


stomach more, another look at the | 


taxes paid by the companies whose 
securities they hold will bring a 
forceful awakening on why divi- 
dends and stocks aren’t higher. 


There was a little farce loose | 


in Washington a few days ago 
that drives home the point. We 


say “little” advisedly because in a ~ 


musical comedy it might be funny. 
But it isn’t funny when those 
involved are top men in the gov- 
ernment. 

7. - * 


T’S NOTHING new for those in 

Washington to scatter the pub- 
lic’s funds, but it is a revelation 
when it is publicly admitted, while 
another is saying that any deficit 
should be made up by increased 
taxes. 

Surely, the persons’ involved 
couldn’t be the President, the sec- 


retary of the army and the secre- | 


tary of the treasury? But they 
actually are, 

The reported facts are that 
$1% billion are going down the 
sewer in the national defense 
budget, as suggested by the 
Hoover Commission, and Secre- 
tary of the Army Royall admits 
the waste. He claims, however, 
that it is only $1 billion. 

So, if it is “only” a billion, it 
certainly would help John Snyder, 
secretary of the treasury, who 


states that the outlook for pros- | 
indicates that the | 


perous times 
government should not go _ into 
further deficit financing at this 
time. 

* * - 


E ADDS, however, that if it is | 


necessary, then additional taxes 


Chrysler to Up -_ 
Stock Total 


Chrysler stockholders last week 
approved the boost in the par value 
of the stock to $25 a share from 
$2.50, and an increase in authorized 
common stock to 20 million shares 
from 15 million. 

Nat Weinberg, UAW-CIO 
search director, attended the meet- 
ing. The union holds Chrysler stock 
under a UAW plan to acquire one 


or two shares in the firms with | 


which it has bargaining rights, The 
union representatives exercised 


stockholder’s rights to examine the | 


«STROMBERG 


minutes of directors’ meetings held 
in 1948. 





Auto Stocks 

Apr.18 Apr. 11 

Chrysler .................... 51% 51% 
Crosley ............. ore. 6% 6% 
General Motors .... 595 58% 
eee eo c. 12% 11% 
Kaiser-Frazer ........ 5% 5% 
Nash-Kelvinator .... 12% 12% 
Packard .................... 8% 8% 
Studebaker ............. 19% 18% 
UNNI ace, vars ccoictsass %4 % 
Willys-Overland ... 5% 5% 
Average for — — 
10 Stocks .............. 17.76 17.56 
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| 
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few hundred thousand dollars, a| 


half million or a _ half billion?” 
Truman’s reported attitude was 
that it was nothing to get excited 
about. 

You pay your money (in mount- 
ing taxes) and take your choice. 
The President fears a deficit and 
his secretary is quoted as saying 
that he sees “continued prosperous 
times,” and no need now for deficit 
financing. 

* - * 


Ant wat, a billion here (“only” 
a billion, we mean), and half 
million there, plus a few hundred 
thousand in waste as frequent as 
fly specks, is making that “cross 
of taxes.” 

And, the hill up which it will be 
carried is being heightened daily 
by new digs in the form of higher 
levies or new sources in lower- 
level governmental units. 


A charitable conclusion would be | 


a Can Depend 


for the finest 


ECLIPSE-MACHINE DIVISION OF 
¢ Standard Equipment Sales: Elmira, N. Y. 


¢ Service Sales: South Bend, Ind. 





LAYING PLANS FOR THE SOAP BOX DERBY—Plans for the Soap Box Derby in St. 


Petersburg, Fla., are discussed by (left to right) W. K. McKenzie, assistant zone manager 
at Jacksonville; Mayor Bruce B. Blackburn of St. Petersburg; Reese H. Morgan of the 
Evening Independent, St. Petersburg, who is coordinating the event, and A. L. Deane, 
president of Al Deane Chevrolet, Inc., St. Petersburg. 


in their; payers. Then, when they do get 


that competent persons 
their hands on it, they want to 


own lines in private life become 


Mr. Hydes as politicians when they | change it into something—if noth- 
see all that money from the tax- 


ing else, waste. 
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STEP INTO YOUR PICKUP TRUCK! 
New “Ceravan” Folding Tail Gate 
Step saves time and energy, prevents 
accidents. and closes 


matically with toil gate. Heavy gouge 
steel. Quickly installed on any pickup. 











Used Car Auction Prices 





‘EXprror’s Nore: While we try to eliminate wrecks from all of these 
‘ occasionally some get by us. 0 Y the price ta 


listings, 
low, the car is pro 


is abnormally 
If the price is abnormally hgh, 


the car is probably loaded with extras). 


MASON CITY, IA. 


(Lapiner’s Used Car Auction. 
Wednesday. Prices are for sale of Apr. 13.) 
(Buyers much more active. Sold 92 
out of 167 offerings.) 
BUICK—’49 Super sedanette, $2, 605, $2,575; 
en 


4-dr., $2,620, $2,600. ‘48 Super 
$2, 110; RM 2-dr., $2,100. 
CADILLAG—'48 (62) 4-dr., $1,955. 


CHEVROLET—'49 SL 4-dr., $1,995, $1,945, 
$1,930; FL aerosedan, $2,010, $1,975. ‘48 
FL aerosedan, $1,665, $1,645, $1,610. ‘47 
FL aerosedan, $1, 475, $1,445. ‘46 FL 
aerosedan, $1, 175. |'41 Deluxe 4-dr., $725. 

CHRYSLER—’46 New Yorker 4-dr., $1, 360. 

DeSOTO—'49 Custom 4-dr., $2,525, $2,485. 
‘48 Custom club coupe, $1,750. ‘46 Cus- 
tom 4-dr., $1,385. 

DODGE—’'48 Custom 4-dr., $1,655, $1,620. 
*41 Deluxe 4-dr., $600. 

FORD—’'49 Custom (8) 4-dr., $1,730, $1,- 
720, $1,680;-Custom (8) 2-dr., $1,865, 
$1,840, $1,805. ‘48 SD (8) 4-dr., $1,455, 
$1,405. °'47 SD conv., $1,170. '46 Deluxe 
(8) 2-dr., $1,020, $975, $905, $880. 

HUDSON—’49 Super (6) 4-dr., os 110. ‘48 
Commodore (8) club coupe, ‘$1,560 
MERCURY—’49 4-dr., $2,340, $2, 250; 2-dr., 
$2,100, $1,980. 

NASH—'49 (600) 4-dr., $1, 

OLDSMOBILE—'49 (98) 4- = ” $2,740. '46 
(76) sedanette, $1,380, $1, 

PACKARD—’'42 sedan 4-dr., $630. 

PLYMOUTH—’49 Deluxe club coupe, $2,020, 


$2,005. °48 Deluxe 4-dr, $1,560, $1,530, 
$1,490. ‘47 Sport 4-dr., $1,350, $,1295. 
‘46 4-dr., $1,155. '40 2-dr., $440, 


PONTIAO—'49 Streamliner (8) 2-dr., $2,- 
330, $2,310. ‘48 Streamliner (8) 2-dr., 
$1,900, $1,870; Streamliner (8) 4-dr., $1,- 


880, $1,810; Streamliner (6) 4-dr., $1,660. 
MISC NEOUS — '48 Reo 2-ton truck, 
$1,015. ‘41 half-ton pickup, $470. 


CLEVELAND 


(McDermott-Schuele Motors. Sale every 
Friday. Prices are for sales of Apr. 8-15.) 
(Prewars firm, postwars off about $25. 

Sold 62 units out of 109 offerings.) 
BUICK—’46 Super 4-dr., $1,375. ‘42 Super 
4-dr., $865. ‘40 Special 2-dr., $310, $400, 
$320. ‘39 Special club coupe, $535. 
CADILLAC — '41 Deluxe sedanette, 
‘38 (75) 4-dr., $650, 
CHEVROLET—'48 FL aerosedan, $1,490. 
‘47 FM 2-dr., $1,350; FM club coupe, 
$2.508: 8M 4-dr., $1,210; SM 2-dr., $1,- 
$1,155; SM business coupe, $1,100. 
at "sD ‘club coupe, $675. 
CHRYSLER—’46 New Yorker 4-dr., $1,325. 
DeSOTO — '41 Custom club coupe, $620, 
$650. °'37 Custom 4-dr., $1,50, $100. 
DODGE—’47 Custom club coupe, 


$850. 





DONT JuP / 


—. 





auto- 


Sale every | FORD-—’'49 Custom (6) 2-dr., 


$1,325, 


$1,325. 


$1,625. ‘48 
‘47 SD 
$935, (6) 


$1,175; Custom 4-dr., 
tom 4-dr., $425 


$1,310, $1, 100. 
46 Deluxe 2-dr., 


Deluxe 2-dr., 
4-dr., $975. 
$885. ‘41 Deluxe 2-dr., $395; 
"39 Deluxe 2-dr., $295, $225. 
175, $165. 
nUpeon "46 Commander (6) 4-dr., $1,000. 
'41 Commander (8) 4-dr., $500. 
KAISER—’47 Deluxe 4-dr., $1,050 
LINCOLN—'46 Custom club coupe, $1,280. 
MERCURY—’47 Custom 4-dr., $1,205. ‘41 
club coupe, $530. 


‘37 2-dr., 


NASH—’46 (600) sedan 4-dr., $825. ‘40 
(600) 4-dr., $1 

OLDSMOBILE—’49 (98) 4-dr., $2,850, $2,- 
800. ‘48 (98) 4-dr., $2,175, $2,100, $2,- 
050. °47 (76) 4-dr., $1, 300. "41 (76) 
4-dr., $655. 

PLYMOUTH—’ 47 SD 2-dr., $1,230. 

PONTIAC—'48 Deluxe (8) 4-dr., $1,825. 
‘47 Torpedo (6) 4-dr., $1,375. "46 


Streamliner (6) sedanette, $1,250. 
STUDEBAKER—’47 1-ton pane! truck, $1,- 
210. '41 Champion club coupe, $400, 
10. 
YS—'48 Jeepster, $1,285. 
wagon, $1,175. 


'47 station 


MISCELLANEOUS—'48 Anglia 2-dr., $750. 
QUINCY, ILL. 
(Quincy (Ill.) Auto Auction. Sale every 


Friday. Prices are for sale of Apr. 15.) 
(Dealers showing more confidence in 
the market. Sold 81 percent of offer- 


ings.) 

BUICK—’'48 Super station wagon, $1,775. 
‘47 Super sedan, $1,565, $1,600. ‘39 Spe- 
cial sedan, $605. '36 Special sedan, $195. 

CHEVROLET—’48 half-ton pickup, $1, 150; 
FM sedan, $1,150, $1,105, $1,240, $1,320; 
FL aerosedan, $1,610, $1,490, $1,560. "47 
FM sedan, $1,240, $1,285, $1,165; SM se- 
dan, $740, $965, $1,090. ‘°46 half-ton 
pickup, $745, $815, $630; coupe, $1,050, 
$1,125, $800; 1%-ton truck, $530; FM 
sedan, $1,025, $1,120, $985. °'42 sedan, 
$440, $560, $500, $550. ‘41 sedan, $595, 
$695; club coupe, $500, $440; 1%-ton 

"40 sedan, $500, $570. ‘39 

— $480, $550, $590. ‘38 sedan, $300, 


, $220. ‘37 sedan, $160, $210, $250, 
CHRYSLER—’40 sedan, $410. 
DeSOTO—'48 sedan, $1,770, $1,680. ‘42 
sedan, $620. ‘37 sedan, $170. 


DODGE—’'48 half-ton pickup, $1,005. ‘47 


half-ton pickup, $805. ‘36 sedan, $92. 

FORD—'49 sedan, $1,670, $1,675, $1,530. 
48 half-ton pickup, $1,170, $940; sedan, 
$1,260, $1,185. °47 sedan, $1,195, $990, 
$1,035. ‘46 sedan, $910, $1,000, $1,020: 
coupe, $960. ‘41 sedan, $535, $665, $755. 
ask them: 

s 

t 

“is your 
merchandise 


exposed ?” 
a 


A “Caravan Top” on your customer's pickup not 
only protects his merchandise against weather and 
profit loss, but gives him a better-Jooking truck, 
more sseful for business and pleasure alike! The 
trimly tailored heavy duck cover and high-tensile 
aluminum alloy frame make a lightweight unit that 
one man can easily install or remove in minutes! 
“Caravan Top” has heavy duty slide fasteners, 
plastic window, adjustable tie-down. Cargo, Person- 
nel, and Sportsman models for most sizes of pickup 
trucks. See your automotive jobber, or write us. 


Cc. K. TURK CORP. 


1122 Mishawaka Avenue « South Bend 15, Indiana 


Listed as approved accessories by leading truck manufacturers 
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coupe, $320. | 
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'40 coupe, $410, $525. ‘39 sedan, $315, 
$150, $305. ‘38 sedan, $200, $115. ‘37 
sedan, $105. ‘35 sedan, $125. 
FRAZER—’47 4-dr., $875, $1,090. 
— sedan, $1,405, $1,095, $1,- 
OLDSMoBILE 47 sedan, $1,530, $1,420. 
‘41 sedan, $510, $720. '39 sedan, 
$415, $305. Oe sedan, $60. 
PLYMOUTH—'40 sedan, $405. ‘38 sedan, 
$165, $295. ‘36 sedan, $110. 
PONTIAC—’42 sedan, $650, $730. ‘41 se- 
dan, $585, $440. 
| MISCELLANEOUS—'45 GMC 1% -ton truck, 
$350. ‘'41 IHC half-ton pickup, $355 
‘37 Terraplane sedan, $175 
PHILADELPHIA 
(Harry D,. Gilbert Auto Auction Sale 
}every Tuesday. Prices are for sale of 
Apr. 12.) 
| (Fewer cars than last week, Prices 


| gbout the same as last week, Sold 45 
percent of offerings.) 

BUICK—'49 Super sedanette, $1,780. ‘47 
RM sedanette, $1,510; 4-dr., $1,510. ‘46 
Super conv., $1,560. ‘40 Super club 
coupe, $825. ‘39 Special 4-dr., $460. ‘38 
Special 2-dr., $420. 

CHEVROLET—'48 FI. aerosedan, $1.460; 
SM 4-dr., $1,360. ‘47 FM club coupe, 
$1,370; FM 2-dr., $1,240; FM 4-dr., $1,- 
35, $1,225. '46 FM 4-dr., $1,175, $1,160, 
$1,150; FM club coupe, $1,110; SM 4-dr., 
$1,000, ‘41 SD club coupe, $825; MD 
2-dr., $760; SD 4-dr., $720. ‘40 SD 4-dr., 
$800; MD club coupe, $625. ‘36 4-dr., 

5 


$275. 
DeSOTO—-'39 4-dr., $335. 
DODGE—’47 Custom 4-dr., $1,190. ‘42 
half-ton panel, $400. ‘40 4- dr., $600. 
FORD—'48 conv., $1,550. ‘46 Deluxe 
2-dr., $930. ‘40 4-dr., $550. ‘36 
motor) 4-dr., $360. 
HUDSON — '48 4-dr., $1,550. 
$1,975. 





(8) 
(47 


"39 4-dr., 
$235. 
MERCURY—’49 conv., 


OLDSMOBILE—'49 sedanette, $2,400. ‘40 
4-dr., $520. ‘37 2-dr., $300. 

PACKARD—'49 (130) 2-dr., $1,910. ‘46 
(120) 4-dr., $1,195. ‘41 (6) club coupe, 
$400. 

PLYMOUTH —‘47 SD 4-dr., $1,185. ‘41 De- 
luxe 4-dr., $530; SD 4-dr., $470. ‘39 


4-dr., $600. 
PONTIAC—’46 SL (6) sedanette, $1,100. 
STUDEBAKER — '49 Land Cruiser 4-dr., 


$2,070. 
WILLYS—'48 station wagon, $1,010. 
CONCORD 
(Concord (Mass.) Auto Auction, Inc. 


Sales every Monday and Friday. Prices are 
for sale of Apr. 11.) 
(Sold 102 out of 179 offerings.) 


BUICK—’'41 Special sedan, $785, $750; Spe- 
| 
"39 (61) | 


cial sedanette, $875. 

OADILLAC—’'42 (61) sedan, $950. 
sedan, $420. 

CHEVROLET—’49 FL Deluxe sedan, §1,- 
900, $1,925; SL Deluxe sedan, 
$2,000, ‘48 FM conv., $1,680, 
FM club coupe, $1,550; FL aerosedan, 
$1,600; SM sedan, $1,350. ‘47 SM busi- 
ness coupe, $990, $910. ‘46 SM sedan, 
$1,040; FM sedan, $1,200, $1,085, $1,140; 
FL aerosedan, $1,200. 42° SD sedan, 
$650. ‘41 8D sedan, $650, $560; SD 
conv., $740; MD sedan, $700. 
sedan, $525. ‘39 business coupe, $570, 
$380; sedan delivery, $315. 

DeSOTO—’'46 Deluxe sedan, $1,050. 

DODGE—'39 sedan, $375. '35 sedan, $235. 

FORD—'49 Standard (8) club coupe, $1,- 
600, ‘48 (F-6) tractor, $1,125. ‘47 sta- 
tion wagon, $1,450; sedan, $1,000; Sports- 
man, $1,345. ‘46 station wagon, $1, 200; 
sedan, $910, $840. ‘41 conv., $850, 
club coupe, $510. ‘39 conv. sedan, 
conv., $525, $410; club coupe, $360. 
club coupe, $290. ‘36 conv. sedan, $275. 
‘31 Model A roadster, $105. 

LINCOLN—’'39 sedan, $325. 

MERCURY—’49 o— $1,825. 
$1,050; conv., $1,250 

OLDSMOBILE—’38 sedan, $235. 

PLYMOUTH—'46 SD sedan, $1,140. ‘41 
sedan, . *39 sedan, $355, $330, $310. 

"36 business coupe, $200. 


‘46 sedan, 


PONTIAC—’47 i= (8) sedan, $1,400. | 


37 (6) sedan 


STUDEBAKER—'47 Champion sedan, $1,- | 


125; Champion Regal Deluxe sedan, $1,- 


90, $1,100. °41 Champion sedan, $560. 
NEOUS — ‘40 GMC 1%-ton| 
wrecker, $290. 
LOUISVILLE 


(Auto Auction Sales. 
day and Friday. 
Apr. 12.) 

(Sold 61 out of 137 offerings.) 


Sales every Tues- 


BUICK — ‘48 Special sedan, $1,690. ‘41 | 


Super sedan, $795, $785. 
CHEVROLET—'49 FIL Deluxe aerosedan, 

$1,985, $1,955. °48 FL aerosedan, $1,605, 

two at $1,575, $1,570. °47 FL aerosedan, 


$1,410; SM sedan, $1,065. °46 conv., $1,- 
355. '42 FL aerosedan, $720. ‘41 sedan, | 
5, $750, $735. 
WSLER—’46 Royal sedan, $1,050. ‘39 
sedan, $510. | 
FORD — ‘49 Custom sedan, $1,600. ‘41 
conv., $830. ‘40 sedan, $375. ‘39 sedan, 
$355. °37 sedan, $300, $265. ‘36 sedan, 
NASH—’'41 sedan, $375. 
OLDSMOBILE-—’41 sedan, $775. '40 sedan, 


$290. 
PLYMOUTH—’49 SD sedan, $1,890, $1,830, 
$1,790. '42 sedan, $710. ‘36 sedan, $160. 
PONTIAOCO—'49 sedan, $2,310. ‘47 sedan, 
$1,420. ‘41 sedan, $380. °39 sedan, $500, 


$350. 
WILLYS—’'48 Jeepster, $1,150; Jeep, $1,050. 


DETROIT 





Tuesday. Prices are for sale of Apr. 12.) 
(Market improving. Buying very active. 


$2,125, $2,115; FL Deluxe aerosedan, 











Prices are for sale of | 





Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Apr. 13.) 
(Buyers very careful, Not too eager to 
buy due te uncertainty of future, Sold 
41 units out of 83 offerings.) | 
Super 


BUICK -—- '46 Super 2-dr., $1,290; 
4-dr., $1,245. 
CADILLAC—'41 (62) 4-dr., $950. 


CHEVROLET—'48 FL aerosedan, $1,500; 
FM club coupe, $1,455. '46 FL aerosedan, 
$1,235. °'42 SD business coupe, $725. ‘41 
SD 2-dr., $600, $800; MD business coupe, 
$650. '40 SD 2-dr., $330; SD coupe, $550. 

CHRYSLER—'41 New Yorker sedan, $295. 

DODGE—’46 Custom 2-dr., $905. '40 De- 
luxe business coupe, $400; Deluxe 4-dr., 


$385. ‘37 Deluxe 2-dr., $140, $170. 
FORD—’'48 SD 2-dr., $1,205; SD 4-dr., 
$1,225. °47 SD conv., $1,325. ‘46 (6) 
2-dr., $3850. ‘42 SD 2-dr., $925. ‘40 
2-dr., $515; business coupe, $250. ‘38 
2-dr., $40. 


HUDSON—'46 Commodore (6) 4- dr., 
"41 (6) 4-dr., $225. 


$850. 


Ce) NNN NNNNRAMEANIN TNH cg, ' 





MERCURY—'49 club coupe, $1,850. '48 
4-dr., $1,210; conv., $1,570. '47 club 
coupe, $1,850 

NASH—'46 (600) 4-dr., $850. 











Average Used Car Prices 


(Compiled by Automotive News) 





Apr. 1949 Mar. Feb. 

$1,433 Model (to date) 1949 1949 
$1,308 1949....... $2,073 $2,108 $2,151 
$1,270 ee 1,608 1,661 1,830 
My cece 1,277 1,308 1,411 

CT w-4 008% 1,151 1,139 1,241 
DS 6.5 608 727 7167 785 
Ee 680 695 726 

SOEs cies. 561 580 597 

Overall .- - -- 

Apr. (todate) Mar, Feb. Average. $1,270* $1,308* $1,433* 


*Includes 1949 


models, 


(The above figures are averages of used car auction prices, all 


makes and models, carried regularly in Automotive News.) 


$2,- 


FLEET OWNERS 
AGREE 


Front end 
maintenance 
costs are 


SLASHED 











For Perfection in Protection 





OLDSMOBILE—-'49 (76) 4-dr., $2,100. 110, $2,020, $1,995, $1,970, $1,950, $1,- 

PLYMOUTH—'48 SD 4-dr., $1,125. '46 De- 940, $1,935. °47 SM 2-dr., $1,320, $1,245, 

luxe 4-dr., $990. ‘39 4- dr., $1,250, $1,255, $1,225. °'46 FL aerosedan, 

PONTIAC—'47 (8) conv., $1,450; (8) 2- dr., $1,110; SM _ 2-dr., $1,195, $1,190, $1,135; 

$1,300. FM 4-dr., $1,200. '41 Special 2-dr., $1,- 

MISCELLANEOUS —'48 Prefect 4-dr., $625. 075; Special club coupe, $730, $660, $650 

‘41 GMC half-ton panel, $200. "40 Special 4-dr., $770; Special 2-dr., 

$645, $625, $600, $560. 

> CHRYSLER—’48 Windsor 4-dr., $1,750, $1,- 

MINNEAPOLIS 725, $1,700. °40 Windsor 4-dr., $625, 
(Minneapolis Auto Auction. Sale every $600; Windsor 4-dr., $400. 


DeSOTO—'47 Deluxe club coupe, $1,310. 


Sold DODGE—’49 Coronet 4-dr., $2,285, $2,275, 
107 units out of 190 offerings.) two at $2,265. '46 Custom business coupe, 
BUICK—’'49 Super 4-dr., $2,515, $2,495. °48 $1,040. °41 Deluxe 2-dr., $770. '39 De- 
Super 4-dr., $1,915, $1,905. °41 Special luxe 4-dr., $410. 
4-dr., $675, $650; Special sedanette, $650. | roRD—'48 SD club coupe, $1,250, $1,225. 
*39 Special 4-dr., $680, $660; Special) +47 sp 2-dr., $1,225, $1,200, $1,150. °46 
2-dr., $250. ‘38 Special 4-dr., $335. SD station wagon, $1,175; SD 2-dr., $1,- 
CADILLAC—’'49 (60) 4-dr., $4,110, $4,085. 025. °'42 SD 2-dr., $725, $690; SD 4-dr., 
"48 (62) 4-dr., $2,895, $2,875. °46 (60) $785, $710. °41 Deluxe 2-dr., $625, $620. 
4-dr., $1,940, $1,925. ‘40 Deluxe 2-dr., $375, $360. °39 Deluxe 
CHEVROLET — ‘49 Deluxe 4-dr., $2,165, | 2-4r., $435, $325, $290. 


(Continued on Page 39, Col, 1) 








| STATEWELD 


~ GRILLE GUARDS 


Cash in on customer acceptance 
of these distinctively styled, 


engineer stressed “Monogram” Grille 


Guards. All-steel, all-welded 
construction, ‘‘Monogram” Grille 
Guards can take punishment 
without rattling or jarring loose. 


Easily installed 
Easily sold 
Immediate delivery 
Freight prepaid 


Stateweld 
“Monogram” 

Grille Guards 

for ALL trucks. 
Ford, Dodge, 
Chevrolet, G.M.C., 
Studebaker, Willy's. 


STATEWELD PRODUCTS 


1200 EAST BAY AVENUE 
NEW YORK 59, NEW YORK 


6750 $. STONY ISLAND AVE. 
CHICAGO 49, ILLINOIS 


Our New 1949 Prices Are the Lowest Yet 


LICENSE PLATE CLIP 


@ BRIGHT CADMIUM RUSTPROOF FINISH 
@ STRONG TENSION SPRING, DOUBLE LOOP 


45c Each 


35c Ea. in 
One Doz, Lots 
Immed. Delivery 


@ GUARANTEED BY MANUFACTURER 
© LIMITED SUPPLY. ORDER NOW. 

Postpaid on 1-Doz, Orders or Mere. 

Enclose 10c Postage on small orders, 
Attractive Offer for Jobbers, 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. ¥. 


Dept. AN 4 





_ TRUCK SECTION 
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$2,275, 
$ coupe, 
‘39 De- 


$1,225 
50. °'46 
r., $1,- 
» 4-dr., 
>, $620. 
Deluxe 
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TRUCK SECTION — 


Used Car Auction Prices _ |\-« 


(Continued f 


HUDSON—’49 (8) club coupe, $2,275, §2,- 
250. °48 (6) 4-dr., $1,600, $1,575. 

MERCURY — '49 club coupe, $2,110. ‘46 
2-dr., $1,025. °41 club coupe, $760, $350. 
*40 club coupe, $625. 


OLDSMOBILE—’'42 (60) 2-dr., $870, $800 
"36 4-dr., $110. 

PLYMOUTH—’'49 Special 4-dr., $2,055, $2, - 
040, $2,025. ‘°46 Deluxe 4-dr., $1,125, 
$1,100, $1,095. °41 Special conv., $710. 

PONTIAC——'48 (8) station wagon, $1,925; 
(8) 4-dr., $2,040, $2,025; (8) club coupe, 
$1,900. ‘47 (6) 4-dr., $1,300; (6) club 
coupe, $1,490, $1,465. ‘46 (8) 4-dr., $1,- 
150 "41 (8) 4-dr., 

, $645. 


‘BAKER--'48 Champion conv., §$1,- 


KANSAS CITY 


(Kansas City Automobile Auction. Sale 
every Wednesday. 
Apr, 13.) 

(Prices lower, Pre-Easter buying very 
siow, Sold 179 out of 325 offerings.) 
BUICK y RM 4-dr., $1,197; Special 
2-dr., $1,365. ‘41 Special 2-dr., $615. 
CHEVROLET "48 FM 2-dr., $1,372; SM 
4-dr., $1,070; FIL, aerosedan, $1,560, $1,- 

, $1,550. 
$1,377, $1,250. °46 SM 
$1,020, $942. 


sedan, $1,3 
2-dr., $1,04 
CHRYSLER 
Windsor 4-dr., $1,135, 
DODGE 
4-dr., $655. 
FORD—'49 (8) 4-dr., $1,635, $1,605, $1,- 
535; (8) 2-dr., $1,657, $1,582; (6) 2-dr., 


$1,647. °'48 (8) club coupe, $1,400. ‘'47 | 


(8) 4-dr., $1,305; (8) club coupe, $1,145. 
"46 (8) 2-dr., $1,250, $1,007, $950. 

HUDSON—’'48 (6) 4-dr., $1,612, 61,525. 

LINCOLN—'49 2-dr., $1,875. 

MERCURY—'49 2-dr., $2,085, $1,840. '48 
club coupe, $1,325. ‘47 conv., $1,547. 
'46 4-dr., $940. 

OLDSMOBILE-—’48 (98) conv., $2,115, °47 
(98) 2-dr., $1,455, $1,427; (66) 2-dr., 
$1,142. 

PLYMOUTH-—’'49 2-dr., $1,900. ‘47 2-dr., 
$1,252. 

PONTIAC—’49 (6) conv., $2,577. ‘48 (6) 
conv., $1,902. °47 (6) 4-dr., $1,550; (8) 
2-dr., $1,430; (8) 4-dr., $1,450. 

STUDEBAKER—'48 Champion 4-dr., §$1,- 
500, °47 Champion 4-dr., $1,275. 


VALDOSTA, GA. 


(Tom Herwitt Auto Auction. 

Friday. Prices are for sale of Apr. 8.) 
(Market about the same as previous 
week. Sale is active, with plenty of 
buyers. Sold 145 units out of 238 
offerings.) 

BUICK — '49 Super 4-dr., $2,425, $2,675; 
Super sedanette, $2,490; Super conv., $2,- 
650. ‘46 Super 4-dr., $1,300; Super se- 
danette, $1,325. ‘38 Century 4-dr., $705. 

CADILLAC—’47 (62) 4-dr., $2,000, $2,150. 
‘42 (60) Fleetwood 4-dr., $1,260. 

CHEVROLET—’'49 SL Deluxe 2-dr., $1,980; 
SL Special 4-dr., $1,880, $1,825. °'48 FM 
club coupe, $1,530, $1,475. °47 FL aero- | 
590, $1,575, $1,530, $1,475. °47 FL aero- 
sedan, $1,410; SM club coupe, $1,250, | 
$1,200; FM 4-dr., $1,225. '46 FM 2-dr., | 
$1,140. ‘42 SD 2-dr., $940. ‘41 SD/| 
2-dr., $680. ‘39 business coupe, $525. 

CHRYSLER—’'48 Windsor club coupe, §$1,- | 


DODGE—'47 Custom club coupe, $1,200. 

FORD—'49 Custom (8) 2-dr., $1,735, $1,- 
735, $1,625, $1,560; Custom (8) conv., 
$2,010; Custom (8) station wagon, $2,000; 
Custom (8) club coupe, $1,875. ‘48 SD 
4-dr., $1,400, $1,370, $1,350, $1,320, $1,- 
050; SD club coupe, $1,400, $1,290, $1,260. 
‘47 SD 2-dr., $1,350, $1,310, $1,280, $1,- 
180, $1,150. ‘46 SD Sportsman conv., 
$1,005. '42 SD 2-dr., $650. ‘41 SD 4-dr., 
$740, $415. °40 Deluxe 2-dr., $605. ’39 
Standard 2-dr., $535. 

HUDSON—’49 Super (6) 4-dr., $1,950. °48 
(8) club coupe, $1,610. 

LINCOLN—’49 4-dr., $1,850. 

MERCURY—’'49 4-dr., $1,860, $1,875. °'48 
sedan coupe, $1,375. ‘°'47 4-dr., $1,270, 
$1,275. °46 4-dr., $950, $1,125. ‘41 busi- 
ness coupe, $640. 

NASH—'47 Super (600) 4-dr., $1,050. 

OLDSMOBILE-.-'47 (68) club coupe, $1,325; 
(76) 4-dr., $1,150; (78) 4-dr., $1,150. 

PACKARD.--'48 conv., $1,775. 

PLYMOU ~49 SD club coupe, $1,920; 
SD 4-d $1,920. '47 SD 4-dr., $950. 
‘46 SD 4-dr., $1,030, $950, $900, $1,050. 
"41 SD 2-dr., $525. 

STUDEBAKER—’'48 Champion conv., $1,- 


850, 
DeSOTO—'47 Custom club coupe, $1,325. | 


650. 

WILLYS—’'48 Jeep 1-ton truck, 2 at $825; 
Jeep station wagon, $1,230, $1,125. °'47 
Jeep, $590. ‘46 Jeep, $480. 

MISCELLANEOUS—’49 GMC %-ton pickup, 
$1,360. °44 GMC tractor, $550. 


LOS ANGELES 


(W. R. Stone Co. Sales every Tuesday 
and Thursday. Prices are for sales of 
Apr. 12-14.) 

BUICK—’46 Super 4-dr., $1,480; RM 4-dr., 
$1,460; Super 4-dr., $1,390; Special 4-dr., 
$840. ‘42 Special sedanette, $730. ’41 
Super 4-dr., $625, $790; Special 2-dr., 
$535. °40 Super 4-dr., $690; Special 4-dr., 
$455; Super 4-dr., $430; Special 4-dr., 
$620. ‘39 Special club coupe, $250. 

CHEROLET—'48 FM club coupe, $1,485; 
FM 2-dr., $1,425; FM 4-dr., $1,465; FL 
aerosedan, $1,620. ‘47 SM club coupe, 
$1,385; FM 4-dr., $1,335; SM club coupe, 
$1,240. °46 FL aerosedan, $1,225; SM 
4-dr., $915; FM 4-dr., $1,055. ‘42 FM 
conv., $1,130; FM 4-dr., $695, $690; De- 
luxe station wagon, $655; FM club coupe, 
$550. °41 SD 2-dr., $690; MD club coupe, 
$685; MD 2-dr., $435; SD conv., $835; 
SD club coupe, $620. °40 (85) club coupe, 
$615; MD station wagon, $445. 
(ADILLAC—’42 (62) 4-dr., $1,425. 

CHRYSLER—’'41 Windsor 4-dr., $530. 

DODGE—’41 Deluxe business coupe, $445; 
Custom 2-dr., $655; Deluxe 4-dr., $555. 
‘40 Deluxe conv., $450. 

DeSOTO—'42 Custom club coupe, $650. 

FORD — ‘47 SD conv., $1,275; (6) club 
coupe, $1,145. ‘46 SD (8) conv., $1,135; 
SD station wagon, $1,030. ‘42 (6) 2-dr., 
$525; SD (8) club coupe, $870. ‘41 SD 
2-dr., $595; SD (8) 2-dr., $665; SD (8) 
conv., $700; SD (8) 4-dr., $675; (6) 
business coupe, $470. °40 Deluxe conv., 
$535. '38 (85) 4-dr., $310. 

HUDSON—’41 Super (6) 4-dr., $175; Super | 
(6) business coupe, $355. 

MERCURY—'49 4-dr., $1,800, 


$410. °40 (8) club | 


Prices are for sale of 


'47 FM club coupe, $1,242; | 
club coupe, $1,200, $1,195; FL aero- | 


48 Windsor conv., $1,725. '46 | 


'48 pickup, $1,155, $1,137, ‘41 | 


Sale every | 
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'46 SD 4-dr., $1,080, $1,125. 


PLYMOUTH 
‘40 Deluxe 2-dr., 


"41 SD 4-dr., $580. 
$530. 
PONTIAC—’'48 SL (6) 4-dr., $1,700; SL 
conv., $1,820. ‘41 Torpedo 4-dr., 
$575. 
WILLYS — ‘49 Jeepster, $1,350; %-ton 
stake, $950. 


DENVER 


(Denver Auto Auction, Inc., Littleton, 
Colo, Sale every Tuesday Prices are for | 
sale of Apr. 12.) 

(Retail slow, wholesale § increasing. 

Prices generally lower each week.) | 
BUICK—'46 Super conv., $1,475. ‘41 Spe- | 

cial 4-dr., $810. 
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LINCOLN—'46 4-dr., $1,240. 

NASH—'46 (600) 4-dr., $895. 

OLDSMOBILE—'42 (98) sedanette, $850; 
(76) 4-dr., $875; (78) club coupe, $655. 
'41 (96) 2-dr., $645. °40 4-dr., $640. 


PACKARD—-'41 (110) business coupe, $560. 


PONTIAC——'46 Streamliner (8) sedanette, 
$1,275. ‘'42 (8) conv., $825. ‘41 sedan- 
ette, $870; club coupe, $580. ‘39 club| 
coupe, $425; 4-dr., $355. 

PLYMOUTH ‘41 Deluxe business coupe, 
$490; Deluxe 4-dr., $505. 40 Deluxe 

| business coupe, $410; 2-dr., $325. 

| STUDEBAKER Champion 4-dr., $950. 

'42 Skyway 2 , $520. 


ALBANY 


| (Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale 
of Apr. 11.) 
(Prices slumped again this week except 
for real sharp pieces, due to dealers’ 
complaints of slow retail business. Look 
for better market when real spring 
weather comes, Sold 72 of 123 offer- 
ings.) 
| BUICK—-'49 Super 2-dr., $2,450; RM conv., 
$2,850. 48 RM 2-dr., $1,870, $1,820. ‘47 
RM club coupe, $1,800; Super 2-dr., $1,- 
460. °46 Super 2-dr., $1,295, $1,360; RM 
2-dr., $1,410. ‘41 Century 4-dr., $510; 
Limited 4-dr., $880; Super 2-dr., $550. 
‘40 Super 4-dr., $650. 
CADILLAC—'48 (62) 4-dr., 
(62) 2-dr., $2,150. 
CHEVROLET —’'49 SL Special 4-dr., $1,910, 
$1,870. °48 SM 4-dr., $1,380, $1,175; FM 
conv., $1,750; FL aerosedan, $1,400, $1,- 
580. °47 SM 4-dr., $1,170; FM 2-dr., 
$1,200, $1,160; FL aerosedan, $1,375, $1,- 
420, $1,250. °46 SM 2-dr., $1,050, $975; 
FM 2-dr., $1,160; FL aerosedan, $1,030. 
‘41 SD 4-dr., $535, $435. °40 SD 2-dr., 
$620, $485. °39 SD business coupe, $555. 
'37 2-dr., $100. 
DeSOTO—'47 Deluxe 2-dr., $1,340. '42 De- ene! p 
luxe 4-dr., $640. ‘41 Custom 4-dr., $575. BACK SEA op. Dowr 
DODGE—’49 half-ton pickup, $1,185. '47 NO MORE 
Custom club coupe, $1,380, ‘41 Deluxe , 
4-dr., $690. EASY INSTALLATION 


$2,800. ‘47 


WIND ROAR 


FORD—’49 (8) Custom 4-dr., $1,650, $1,- 
OF SEAT WHEN 


585. °'46 (8) SD 4-dr., $900, $920; (8) FOLDS AGAINST BACK 

Deluxe 2-dr., $950, $880; (8) half-ton NOT IN USE 

stake, $680. ‘41 (6) Deluxe 2-dr., $375. 
MERCURY—'41 conv., we on . 
NASH—’'47 (600) 4-dr., $1,060. ‘46 Am- 

bassador 4-dr., $820. Ah ele: 
OLDSMOBILE—’49 (98) conv., $2,760. ‘47 
| (76) conv., $1,575. °46 (66) 2-dr., $1,- 
190. °42 (98) 4-dr., $860. °40 (70) 4-dr., 
$595. °39 (70) 4-dr., $350. °35 4-dr., $60 


al Ohl 14.2010), 


ADDS BEAUTY, RICHNESS 


‘Building Proje 
A JERE. Mil 


When Galions are recommended, customers are assured 
better dump trucks. ‘Job-engineered" for handling pay- 
loads from 2% to 22 tons, Galions meet every material 
handling requirement. There is an experienced Galion 
distributor in your vicinity to provide prompt service and 


technical selling assistance. 


The GALION Allsteel Body Company 


GALION, OHIO 


ELIMINATES BACK-OF-THE-NECK DRAFT 


cts are excellent sales outl 


1949 


CADILLAC—'48 (62) 4-dr., $2,910. 

CHEVROLET—’49 SL 2-dr., $1,920. ‘48 
FM conv., $1,695. ‘47 FL aerosedan, 
$1,410, $1,445; FM club coupe, $1,415; 
FM 4-dr., $1,330; SM 4-dr., $1,225, $1,- 
275. °41 MD club coupe, $860; Deluxe 
2-dr., $775. ‘40 2-dr., $615. ‘38 2-dr., 
$485. 

DeSOTO—'41 Deluxe 4-dr., $400. 


DODGE—’47 4-dr., $1,200. ‘40 business 
coupe, $395. 

FORD—’49 (8) Custom conv., $1,940; (8) 
Custom 2-dr., $1,625. ‘48 (6) half-ton 
pickup, $1,265. ‘47 (8) 4-dr., $1,010, 
$1,210. °46 (8) 2-dr., $1,000. ‘42 (8) 
SD 2-dr., $730. '40 (8) 2-dr., $675. 

HUDSON—'48 (8) Commodore 4-dr., $1,- 


OMFO 
ntort iftorded by vale 


Available For 


REFINEMENT 


Immediate 


39 


625. '46 (6) Super 4-dr., $870. ‘42 (6) 
Super 2-dr., $405. 

MERCURY—’'49 station wagon, $1,910. "41 
2-dr., $710. °'40 2-dr., $545; 4-dr., $405. 

NASH—’48 (600) 4-dr., $1,300. ‘47 Am- 
bassador 4-dr., $1,210. ‘42 (600) 4-dr., 
$520. 

OLDSMOBILE—’'47 (66) 2-dr., $1,485. ‘46 
(66) 2-dr., $1,245. 

PLYMOUTH—’'49 SD club coupe, $1,995; 
SD 4-dr., $1,975, $1,985. ‘46 Deluxe 
4-dr., $995. 

PONTIAC—’'41 (6) 4-dr., $690. 

STUDEBAKER-—’47 Champion 2-dr., $1,- 
295. °40 business coupe, $385. 

MISCELLANEOUS--'46 THC \%-ton pickup, 
$695. 


F , , veil appear cae want -the added be p | 


ean: 


Delivery 


price °29°° 


PHOENIX AUTO PRODUCTS CO. 


710 N. PLANKINTON AVE 


MILWAUKEE 3, WIS. 
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New Passenger (ar Registrations, 46 States for Kebruary, 


Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 


4% States Previously 
Reported for February 


lowa 
‘a 


‘49 


“46 States Reported ~— a 


to. Date for February 


Car registrations by states are released 
here weekly, as completed by R. L. 
Potk representatives in state capitals. 


‘ States Previously 
Re for March 


Colorado 
Connecticut 


Idaho ‘| 
Nevada ‘ 
‘48 
‘a 


New Jersey ‘-” 


‘49 
‘48 
‘49 
‘48 


North Dakota a 


Ce ee 


15 States Reported wd 
to Date for March 


Year 
to Date 


‘48 





New Commercial Car Registrations, 46 States for February, 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 


4% States Previously 
Reported for February 


lowa 
“46 States Reported 
to Date for February 


‘48 


New Commercial Car Registrations, 17 sat lor March, 1949-1948 


2611 
2382 |'48 
1192 |'49 
1193 


aaa 
"48 
*49| 
"48 | 
‘49 


3 Prev y 
Reported for March 


Colorado ro 
Connecticut 
District of umbia 

Idaho 

‘a 
‘48 
‘” 


Ilinois 

Maryland ——t—~S 
Nebraska 

Nevada 

New Jersey 


New Mexico 


North Dakota 
South Carolina 
Utah 


West Virginia 
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New Passenger Car Registrations, 15 States for March, 1949-1948 
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Chevrolet 
Oldsmobile 
Pontiac 
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1949-1948 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 
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+; 2dr. sed., $2,075; conv., 


wOd oi 0208; Roadmaster Series 
standard)—4-dr. sed., 
sed., $2,639; conv., 


$3,176; 
$3, 765. 
oaD 


iVROLET — Fiecetiine 
wsed., $1,471; 2-dr. sed., $1,424; 
Dettine—4-ar. sed., $1,550; 2-dr. sed., $1,- 
’ 


ra $1,350; Styleline 
960; 2-dr. sed., $1,503; club cpe., 


519; eomv., $1,868; stat. wae. $2,278. 
CHRYSLER — Royal (six) — 4-dr. sed., 
$2,158.75; club cpe., $2,138.75; Windsor 
(six) —(Prestematic standard)—4-dr. sed., 
$2,358.50; club cpe., $2,332.50; conv., §$2,- 
706; Saratega (eight) —(Prestomatic stand- 
ard)—4-dr. sed., $2,640; club cpe., §32,- 


16861 17538160 
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639| 143230 |'49 
662| 153030/'48 
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Current Prices on New Automobiles 


613.75; New Yorker (eight)—(Prestomatic 
standard)—4-dr. sed., $2,760.75; club cpe., 
$2,734.50; conv., $3,240.75. 
OROSLEY — 2-dr. deluxe sed., $959; 
conv., $959; stat. wag., $991. 
DeSOTO—Deluxe—4-dr. sed., $2,006.25; 
club epe., $1,995.75; Custom—(Tiptoe Shift 
standard)—4-dr, sed., $2,193.75; club cpe., 
$2,175.75; conv., $2,598. 
DODGE—Waytarer—bus. cpe., $1,631.25; 
Meadowbrook—4-dr. sed., $1,868.25; Coro- 
town sed., $2,- 
conv., $2,- 


$1,472; 2-dr. 


net—4-dr. sed., $1,947.25; 
031.50; club cpe., $1,933.50; 
348.50. 

FORD — Six — 4-dr. sed. 
sed., $1,425; bus. cpe., $1,333; Custom Six 
—4-dr. sed., $1,558.50; 2-dr. sed., $1,511; 
club cpe., $1,511; Eight—4-dr. sed., $1,546; 
2-dr. sed., $1,498.50; bus. cpe., $1,419.50; 
Oustom Eight—4-dr. sed., $1,637.50; 2-dr. 
sed., $1,590; club cpe., $1,595.50; conv., 
$1,948.50; stat. =~ $2,263.50, 

-dr. ., $2,395; Manhattan 

—4-dr. sed., i008 

HUDSON — Super Six—4-dr. sed., §$2,- 
206.50; 2-dr. sed., $2,156; club cpe., 
$2,203.25; bus. cpe., $2,063.25; conv., $2,- 


798.75; Super Eight—4-dr. sed., $2,295.50; 
2-dr. sed., $2,245; club cpe., $2,292.25; 
Commodore Six—4-dr, sed., $2,382.75; club 
cpe., $2,358.50; conv., $2,951.50; Commo- 
dore Eight—4-dr. sed., $2,472; club cpe., 
$2,447.75; conv., $3,040.75. 

KAISER — Special — 4-dr. sed., $1,995; 
Traveler, $2,088.48; Deluxe—4-dr. sed., $2,- 
195; Virginian, $2,995. 

LINCOLN — 4-dr. sed., $2,574.50; club 
cpe., $2,527; Cosmopolitan—4-dr. town sed., 
$3,238; sport. sed., $3,238; club cpe., $3,- 
185.50; conv., $3,948. 

MERCURY—4-dr. sed., $2,031; club cpe., 
$1,978.50; conv., $2,409.50; stat. wag., $2,- 
715.50. 

NASH—600 Super—4-dr. sed., $1,811; 
2-dr. sed., $1,786; club cpe., $1,808; 600 
Super—S -dr. sed., $1,849; 2-dr. 
sed., $1,824; club cpe., $1,846; Ambassador 
Super—4-dr. sed., $2,195; 2-dr. sed., $2,- 
170; club cpe., $2,191; Ambassador Super 

\—4-dr. sed., — 243; 2-dr. sed., 
$2,218; club cpe., $2,239 ; Ambassador Ous- 
tom—4-dr. sed., ‘32 363; '2-ar. sed., $2,338; 
club epe., $2,359. 

OLDSMOBILE—Series 16 Standard—4-dr. 


sed., $1,848 (deluxe, $1,990); town sed., 
$1,837 (deluxe, $1,979); 2-dr. sed., $1,774 
(deluxe, $1,916); club cpe., $1,748 (deluxe, 
$1,889); conv., $2,164; Series 88 Standard 
—(Hydra-Matic standard)—4-dr. sed., $2,- 
265 (deluxe, $2,396); town sed., $2,254 (de- 
luxe, $2,385); 2-dr. sed., $2,191 (deluxe, 
$2,322); club cpe., $2,164 (deluxe, $2,295); 
conv., $2,580; stat. wag. deluxe, $3,317; 
Series 98 Standard — (Hydra-Matic stand- 
ard)—4-dr. sed., $2,521 (deluxe, $2,615); 
2-dr. sed., $2,447 (deluxe, $2,541); conv. 
deluxe, $2,994. 

PACKARD — Eight — 4-dr. sed., $2,275 
(deluxe, $2,543); 2-dr. sed., $2,250 (deluxe, 
$2,517); stat. wag., $3,245; Super Eight— 
4-dr. sed., $2,827; 2-dr. sed., $2,802; conv., 
$3,250; 7-pass. sed., $3,500 (deluxe, §$3,- 
850); 7-pass. lim., $3,650 (deluxe, $4,000); 
Custom Eight — 4-dr. sed., $3,750; 2-dr. 
sed., $3,700; conv., $4,295; 7-pass. sed., 
$4,704; 7-pass. lim., $4,868. 

PLYMOUTH—Deluxe—4-dr, sed., $1,566; 
club cpe., $1,534.25; bus. cpe., $1,385.75; 
Special Deluxe—4-dr. sed., $1,644; club 
cpe., $1,617.50; $1,997; stat. wag., 
$2,387. 


conv., 


PONTIAC—Streamliner Six Standard—. 
4-dr. sed., $1,755 (deluxe, $1,850); sed. 
cepe., $1,705 (deluxe, $1,800); 8 x 
Eight Standard—4-dr. sed., $1,824 (deluxe, 
$1,919); sed, cpe., $1,733 (deluxe, $1,868); 
Chieftain Six Standard—4-dr. sed., $1,776 
(deluxe, $1,871); 2-dr. sed., $1,726 (deluxe, 
$1,821); club cpe., $1,726 (deluxe, $1,821); 
conv. deluxe, $2,153; bus. cpe., $1,603; sed 
delivery, $1,765; stat. wag., $2,559 (deluxe, 
$2,638); Ohleftain Eight Standard—4-dr. 
sed., $1,844 (deluxe, $1,939); 2-dr. sed., 
$1,794 (deluxe, $1,889); club cpe., $1,794 
(deluxe, $1,889); conv, deluxe, $2,221; bus. 
cpe., $1,671; sed, delivery, $1,832; stat. 
wag., $2,627 (deluxe, $2,706). 

STUDEBAKER — Champion Deluxe — 
4-dr. sed., $1,688.50; 2-dr. sed., $1,656.75; 
club cpe., $1,683; bus. ., $1,688.25; 
Champion Regal Deluxe—4-dr. sed., $1,- 
762; 2-dr. sed., $1,730.50; club 2, a: 
756. 15; bus, cpe., $1,662; conv., $2,086. 
Commander Deluxe—4- ar. sed., $2,019. + 
2-dr. sed., $1,987.75; club cpe., $2,014; 
bus. ecpe., $1,919.25; Commander 
Deluxe—4-dr. sed. ,$2,140.50; 2-dr. sed, 
$2,108.75; club cpe., $2,135; bus. epe., $8,- 
040.50; Land Cruiser 4-dr. sed., $2,327.75; 
conv., $2,467.50. 

WILLYS-OVERLAND — Jeepster conv., 
$1,602.22; 4-cyl, stat. wag., $1,768.89; 
@-cyl. stat. wag., $1,814.14; 6-eyl, stat, 
sed., $1,866.29. 





TRUCK SECTION 


After a Cold Market .. . 


Convertible Output Being Upped 


(Continued from Page 1) |is at the rate of upwards of 40,000 
nounced plans to bring out such |a year. Ford is building exclusively 
new sports jobs as roadsters and | eight-cylinder convertibles, having 
“hard-top” convertibles. discontinued six-cylinder models 

The shorter-wheelbase Dodge | @fter a brief run. . 
Wayfarer roadster, first three-pas-| Mercury convertible output is 
senger convertible to be mass-| %t the rate of 11,000 annually, 
produced in the U. S. since the| while the Lincoln Cosmopolitan 
mid-1930s, is reportedly trickling | Tate is 5,000. The Lincoln stan- 
into production. Tentative public| dard convertible was dropped in 
promotion date is early June, in| January. 
time for high-school and college| Buick is building about 530 con- 
graduations, vertibles a week, with the ratio of 

Chrysler division plans to un- Super to Roadmaster models about 
veil a Town-and-Country line in |three to one. Cadillac convertible 
June. It will include a regular |°Utput totals about 11 percent of 
soft-top convertible and a hard- io weekly production, with the 
top job called the Newport. | Pontiac rate at 5 percent, Chevro- 

: 3 | let merely says its convertible total 
Kaiser-Frazer is gradually roll- 


, . : , , |is double that of prewar. 
ing into production on its Kaiser! the Hudson convertible schedule 


Virginian hard-top and on Kaiser | has been cut to 2% percent of total 
and Frazer four-door convertibles. | production. It formerly was 5 per- 
The Virginian has an advertised- | cent of the Hudson schedule 
delivered price of $2,995, highest in - & & . 
the K-F line. TUDEBAKER declines comment 
Within the next few months, | on its Champion and Com- 
Crosley intends to introduce a two-| mander convertible rates, although 
passenger roadster, designed for|the South Bend company is be- 
“the young in spirit.” = 
Starting production dates are re- 
portedly not too far off for the 
General Motors hard-top jobs, in- 
cluding the Chevrolet Bel-Air, Pon- 
tiac Catalina, Oldsmobile Holiday, | 
Buick Riviera and Cadillac Coupe | 
d’Ville. 


* * * 


A MONG the Chrysler Corp. divi- 
-~% sions, Plymouth and Chrysler 
have been in mounting production 
of convertibles for several weeks. 
Chrysler division is aiming for a} 
35-a-day pace on Windsor and New | 
Yorker convertibles in May. Out- | 
put of the open cars is just begin- | 
ning in the DeSoto Custom and 
Dodge Coronet series. Plymouth’s | 
convertible rate is 2 to 4 percent.) 

Production of Ford convertibles 


Ritchey Manages 


Packard in Dallas 


DETROIT.—Karl M. Greiner, sales | 
vice-president of Packard, last week 
announced the promotion of C. M. | 

Ritchey to Dallas | 

a zone manager.| 

During the past} 

three Years, Rit- | 

chey has held| 

Packard field| 

posts in the | 

sas City and Min- | 

neapolis zones as | 

district manager. | 

In July, 1948, he | 

was appointed as- | 

sistant zone man- | 

ager at Minneap- | 
olis. 

Prior to entry into the armed 
services in 1942, he was with the 
Automobile Club of Missouri for six | 
years in executive sales capacities. | 
Earlier experience, following grad- | 
uation in 1929 from Westport high | 
school in Kansas City, took him into 
the advertising and educational | 
publication sales fields. Married, 
Ritchey is 39. 


Foster Heads Up 


San Antonio Assn. 


SAN ANTONIO.—Glenn Foster 
of Foster Nash Co. has been elected 
president of the San Antonio Auto- 
mobile Dealers Assn. He succeeds | 
J. M, Cavender jr. (Oldsmobile). 

Other officers elected to serve| 
during the coming year were: E.C. 
Spires, San Antonio Buick Co., vice- 
president; C. H. Quinn, Winerich 
Motor Sales, treasurer, and J, T. 
Simmons, reelected executive sec- 
retary. 

Directors elected included C. C. 
Gunn, Smith Motor Sales; Harvey 
Ledlow, Ledlow Motor Co., and K. 
Ray Spencer, Spencer Motors. 


Stokes Slated to Address 


Missouri Dealer Parley 
ST, LOUIS.—The Missouri Auto- | 


mobile Dealers Assn. will hold its | 
10th annual convention here May 
20 in Hotel Chase. Joseph A. | 
Schlecht, association secretary, an- | 
nounced that John W. Stokes, auto- | 
motive tax consultant, would ad-| 
dress the parley. 


C. M. Ritchey 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 





i pitta truck dealers are 
building up their business by 
building up their customers’ payloads 
—up to the maximum legal limit. 
They are doing this by providing 
complete trucks, matched to the job 
with Truckstell 10-wheel conversions 
...+ for any load from 26,000 Ibs. to 
more than 50,000 Ibs. GVW ... with 


trailing 3rd axle or driving 3rd axle, 


Tu LY (Ss KS wr a FG 


THE KEY TO MAXIMUM PROFIT 


leved to be the largest volume| 
producer of open cars among the| 
independents at the present time. | 

Nash reports it has no plans to} 
bring out a convertible this year. 


| About 1,000 Nash convertibles were | 


produced in the 1948 model run. 

Some 20 percent of Crosley out- 
put is currently being devoted to 
convertibles. 

Size of the price reductions on 
some convertible makes has dem- 
onstrated the sharpening compe- 
tition in this field. Advertised- 
delivered price cuts on converti- 
bles have been as follows: 

Willys-Overland Jeepster, $274; 
Mercury, $127; Lincoln Cosmopoli- | 
tan, $106; Hudson Commodore Six, | 
$105; Hudson Commodore Eight, | 
$97; Hudson Super Six, $36; Buick | 
Roadmaster, $27; Cadillac, $26; | 
Oldsmobile 88 and 98, $21; Buick | 
Super and Ford Eight, $18; Pontiac | 
Six and Eight and Oldsmobile 76, | 
$16, and Chevrolet, $10 


* * * 


| 


CS vase makers who have | 
4 not announced price cuts are 


Q | 


x 


I 


truck profits. 


ON EVERY 


gear- or chain-driven... 
new trucks but for existing trucks. 
Your Truckstell distributor will 
cooperate with you to help you take 
full advantage of today’s great de- 
mand for bigger legal payloads. 
Write for complete information on 
Truckstell 10-wheelers and other 


Truckstell equipment for greater 
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LAND CRUISER AND SNOW CRUISER—Central Motor Sales (Studebaker), Lewiston, 
Mont., presented a "then and now" theme in showing the new 1949 Studebaker Land 
Cruiser. Beside the passenger car the dealership displayed a cutter manufactured by Stude- 
baker approximately a half-century ago. 


the Chrysler divisions, Studebaker | put. A Pontiac sedan delivery, De- 
and Packard, the latter of which|Soto carryall sedan and_ short- 
will introduce a new line next| wheelbase Plymouth Suburban are 
week. The Dodge roadster has not | nearing the production lines. 


yet been priced. =o 3 = ee 
A lagging market has flattened Fred P. Rudy Co. 
the station-wagon flow to the Fred P. Rudy Co., Kenosha, Wis., 
point where no maker is devot- | has been incorporated for the sale 
ing more than 1 percent of as- |of new and used cars. Capital 
semblies to this vehicle. |stock: 1,500 shares of common at 
Utility sedans are getting atten-| par value of $100 per share. Mini- 
tion from four makers, however.| mum capital, $1,000. Incorporators 
The Kaiser Traveler is accounting | are Joseph P. Rudy, Joseph P. De- 
for about half of the Kaiser out-' Berge and Herman C, Gundlach, 


; 


KEEPG/ZZE“10ADS ROLLING. .Boost your truck sales 


Truckstell 10-wheelers increase legal payloads 


not only for 


NATION-WIDE SALES AND SERVICE FOR 
BAUMIS DUAL AXLE DRIVES 
TRUXMORE TRAILING 3RD AXLES 
SUPERIOR 4-WHEEL CENTER CHAIN DRIVES 
WATSON AUXILIARY TRANSMISSIONS 
TRUCKSTELL TIP-TOE-MATIC OVERDRIVES 
CLARK 5-SPEED TRANSMISSIONS 
SUN ELECTRIC TACHOMETERS 
AUSTIN FIFTH WHEELS 
TRUCKSTELL SAFETY TANKS 
CLARK “QUICK CHANGE” TIRE CARRIERS 
SASGEN SERVICE DERRICKS 
CHAMPION GRILL GUARDS 
PENN SAFETY REAR BUMPERS 
and Other Special Equipment for All Trucks. 


THE TRUCKSTELL COMPANY 
TRUCKSTELL MANUFACTURING CO. 


Union Commerce Bidg., Cleveland 14, Ohio 
* 


More than 40 Distributors in Principal Cities of U.S. A. 


TRUCK SALE 











DETROIT.—Judicious use of sev- 
eral metals—steel, aluminum and 
magnesium—have been combined to 
effect a weight saving of about 1,250 
pounds per unit in new stainless 
steel dry-freight and refrigerator 
vans, Fruehauf Trailer Co. an- 
nounced last week. 

Its goal in designing the vans, 
the company said, was to create 
a hauling unit to meet prospec- 

tive economic conditions where 
every hauler will endeavor to 
shave transportation costs as 
much as possible. 

The new units described by W. 
J. Robinson, sales vice-president, as 
“the sturdiest, yet the lightest, ever 
built by Fruehauf” will shortly be- 
gin rolling off the assembly lines. 

The main weight-saving features 
claimed are: 

Full magnesium floors (lightest 
structural metal known); vertical 


Trustees Take 
Playboy in Tow 


BUFFALO.—Playboy Motor Car 
Corp. was under a federal court 
trusteeship last week pending re- 
organization. Naming Allen H. 
Gardner, former president of Colo- 
nial Radio Corp., as trustee, Federal 
Judge John Knight said Playboy's 
indebtedness, “liquidated as to 
amount and not contingent as to 
liability, is over $250,000.” 

Withdrawal of a Playboy $3,500,- 
000 common stock offering had al- 
ready been announced. The pros- 
pective stock sale was reportedly 
not enough to finance the company’s 
production goals. Playboy officials 
said they were working on a financ- 
ing program which would not in- 
volve the public sale of stock. 

Louis Horwitz, Playboy presi- 
dent, was appointed additional 
trustee. 

Horwitz and Howard T. Sapers- 
ton of the law firm of Saperston, 
McNaughton and Saperston, who 
signed the petition, suggested that 
the adoption of a suitable plan of 
reorganization would “protect the 
creditors” and “eliminate or reduce 
the loss to its dealers and dis- 
tributors and to its stockholders.” 

Approximately 800 dealers and 
distributors have received fran- 
chises. 


California ‘Lemons’ 


Can’t Be Advertised 

SACRAMENTO, Calif. — The 
California superior court has 
ruled that a dissatisfied car 
owner may be enjoined from 
plastering a car with signs dis- 
paraging it and its manufac- 
turer and parking it near a 
building occupied by a dealer 
handling that make of car. 

In the case at issue the car 
was not purchased from the 
dealer near whose dealership it 
was parked, The court said it 
was plain that the purpose of 
the car owner was not purely 
altruistic but was intended to 
curtail the business of the dealer 
“with the notion” that as a re- 
sult, the dealer would be forced 
to buy from the owner. 











Fruehauf’s Light-Weight 


Metal Selection Is Credited With Saving 
Of 1,250 Pounds in New Vans 
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front supports with aluminum cast- 
ings, stampings and _ extrusions; 
forged aluminum wheels; forged 
aluminum door hardware; pressed 
steel brake shoes and forged alum- 
inum gear boxes (on gravity tan- 
dems only). 


The magnesium floors for both 
stainless steel refrigerator vans 
and dry-freight vans are said to 
be different from any floor used 
in any other trailer. 


The most important element of 
these floors -is reportedly the 
“board.” “Boards” are about six 
inches wide and as long as the 
trailer. They are composed of a 
series of lengthwise, magnesium 
I-beams, the upper flanges of which 
are joined to form the complete 
“board.” The lower flanges of the 
I-beams rest on the cross sills. One 
outer I-beam is provided with a 
tongue; the one on the other side 
of the “board” has a_ groove. 
Tongues and grooves are made to 
interlock. 

When used in a “reefer,” another 
element (termed a “keeper”’) is 
used between each pair of “boards” 
to lock them to the cross sills and 
to promote free movement of air 
beneath the payload. 

The “keeper” is a low, single- 
section element that is tongued and 
grooved. It is mated with the 
tongue and groove of the adjoining 
“boards” and secured by counter- 
sunk screws to the anchoring pieces 
in the insulated portion of the floor 
to hold the top-flooring elements in 
place. 

The tongues and grooves are 
coated with a sealing compound 
before assembly to agsure a wa- 
tertight floor. Air is circulated 
and water is drained along 
V-shaped recesses over each 
I-beam section and the troughs 
created by the “keepers,” to elimi- 
nate the need for duct boards in 
most cases, 

Specially-formed “sidewall floor 
sections” fit the outer “boards” and 
carry the magnesium floor several 
inches up the sidewalls, serving as 
built-in “flashings,” Robinsqn said. 

The weight saving brought about 
by the use of the Fruehauf mag- 
nesium floor in place of the “wet- 
type” refrigerator van floor with 
duct boards is reported as 23% 
pounds per running foot of trailer. 
On a 30-foot unit, this saving 
amounts to over 700 pounds, Rob- 
inson added. 

On a 35-foot refrigerator van with 
gravity tandem, the weight elimi- 
nated by these features when com- 
pared with the same model with 
conventional equipment amounts to 
about 800 pounds for the mag- 
nesium floor, 135 pounds for the 
aluminum vertical supports, 187 
pounds for the forged aluminum 
wheels, 80 pounds for the pressed 
steel brake shoes and 45 pounds 
for the aluminum gear boxes—a 
total saving of around 1,250 pounds, 
Robinson said. 

In addition to eliminating weight, 
there is another advantage claimed 
for the magnesium floor. It does 
away with checking, warping and 
all the expansion and contraction, 
moisture and odor absorption to 
which wood is subject, according 
to Robin3on. 











MADE FOR THE JEEP—The Biue Star Deluxe half cab for the Universal Jeep model CJ-3A 


is now in production by Blue Mfg. Co., Wichita, Kans. 
Built of aircraft materials, the top has a one-piece 
the aluminum covering. The top is completely insu- 


produced for the Jeep 


by the company. 
tubular steel frame to i 


ch is rivete 


lated. Plexiglas windows of large proportions are used 


Also shown is the new sun visor being 


in the doors. Blue Star products are 


sold through Willys-Overland distributors by Goodman Motor Co., Des Moines. . 









-~ 
HOW THE THREE METALS ARE UTILIZED—This diagram illustrates how aluminum, stainless 
steel and magnesium are applied in a Fruehauf trailer. 





Series of Regional Meetings 
Slated in N. Y. State 


ALBANY, N. Y.—The New York 
State Automobile Dealers will hold 
a series of regional meetings 
throughout the state in a move 
better to acquaint the public with 
the work of the auto dealer, and 
to make dealers more aware of the 
services available from the state 
and national dealer associations. 

Details of the meetings were ap- 
proved at a meeting of the board 
of directors held in Syracuse last 
week. The directors also heard a 
representative of the state division 
of safety outline details of the 
“Check Your Car” program being 
sponsored by the division in con- 
nection with the National Safety 
Council’s campaign. 

Featured speaker at the re- 
gional meetings will be Assem- 
blyman Orlo M. Brees of Broome 
county. 

T. H. McElvein jr., president of 
the New York State Automobile 
Dealers, also will be a featured 
speaker at the meetings. Other 
speakers will be C. D. Henderson, 
executive vice-president of the New 
York State Automobile Dealers, 
and a representative of the Na- 
tional Automobile Dealers Assn. 

The meetings will start Apr. 27 
in Albany, with an evening meet- 
ing at the Albany Garage. On May 
4 there will be a dinner meeting 
at the Newburgh hotel in New- 
burgh, on May 5 a dinner meeting 
at the Arlington hotel in Bingham- 
ton, and on May 6 an evening 
meeting at the Powers hotel in 
Rochester. 

The next meeting will be a din- 
ner meeting at the Roger Smith 





Pass the Discounts 
Texas Lawmakers Want 


Cars From Factories 


Members of the Texas house and 
senate have introduced a concur- 
rent resolution asking that they 
be permitted to buy personal auto- 
mobiles from the manufacturers at 
reduced prices through the Texas 
board of control. 

The board of control is currently 
purchasing and contracting auto- 
mobiles and other vehicles from 
the various manufacturers for the 
use of state officials, employes and 
various departments. 

If the resolution passes the house 
and senate, the board of control 
would be directed to establish rules 
and regulations to carry out its 
purpose. Each member would be 
allowed to purchase one vehicle 
per year from his personal funds. 


New ‘Proto’ Trademark 


Adopted by Plomb Co. 

LOS ANGELES.—Completion of 
a@ new overall trademark design, 
featuring the brand name “Proto,” 
has been announced by M. B. Pen- 
dleton, president of Plomb Tool 
Co., Los Angeles. 

“Proto” was adopted early in 
1948 and the new overall design 
was developed as a means of 
speeding recognition and remem- 
brance of the trademark by hand 
tool users. The design has a dis- 
tinctive shape, employs a special 
type of lettering, shows the young 
lady used in the company’s old 
design, and includes the phrase, 
“Professional Quality.” 


hotel in White Plains on May 17 
and an evening meeting on May 20 
at the Hotel Statler in Buffalo. 
May 23 will be a dinner meet- 
ing at the Franklin hotel in 
Malone, and May 24 a dinner 
meeting at the Hotel Syracuse 
in Syracuse. A meeting is also 
being scheduled for Hempstead. 


All dinner meetings will be held | 


at 6:30 p.m. 


Mooney 


(Continued from Page 1) 
upon policy matters as chairman of 
the board. 

“At the end of the first year, 
however, and again at the end of 
the second year, I was prevailed 
upon by the directors and by 
others vitally interested in the 
company’s welfare to continue 
both as president as well as 
board chairman,” Mooney con- 
tinued. 

“Two months before the corpor- 
ate annual meeting last January, I 
informed the directors that it was 
no longer in the best interests of 
the corporation and the stockhold- 
ers for me to continue under the 
same arrangements for a fourth 
year. 

“The directors nevertheless re- 
elected me as president again,” he 


said. “I submitted my formal resig- | 


nation from the presidency on Feb. 
10. Normally no mention of this 
development would be made until 
a new president was named. 

“I have made no comment of any 
kind up to now, but in view of 
widespread versions that have been 
made current during the interven- 
ing months I am impelled to state 
the facts in the best interests of 
the company and in fairness to all 
those concerned with its future 
well-being.” 

* * 
Coney joined the Toledo auto- 
+ mobile firm Jan. 16, 1946, after 
20 years with General Motors, 
punctuated by active naval service 
during World War II. 

He had been vice-president and 
a director and a member of the 
administrative committee of Gen- 
eral Motors and group executive 
in charge of all overseas opera- 
tions. 

Willys - Overland emerged from 





the war with the Jeep as its sole | vehicles. 


product, following lean 
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Kentucky Dealers 


Elect Directors 
For 9 Districts 


LOUISVILLE. — Kentucky Auto- 
mobile Dealers Assn. last week an- 
nounced results in the annual 
membership election to name nine 
district directors and nine direc- 
tors-at-large. 

The new board will meet Apr. 27 
at the Kentucky hotel here to elect 
a president, vice-president and sec- 
retary-treasurer, Turner A. Sum- 
mers, state NADA director, will 
make a report on NADA activities 
at this meeting. 

The new district directors are: 

Charles B. Wilson, Paducah; 
Harry Holder jr., Owensboro; Ben 
F. Long, Louisville; James L. Pate, 
Elizabethtown; J. Cliff Ware, Cov- 
ington; Horace H. Wilson, Lexing- 
ton; L. H. Childers, Pikeville; K. 
B. Kurtz, Ashland, and D. H. Dis- 
ney, Cumberland. 

Those elected for the at-large 
classification include: 

David Castleman, Covington; 
Henry F. Galloway, Bowling Green; 
O. F. Hands, Louisville; Orville R. 
Harrod, Frankfort; J. E. Leach, 
Central City; W. H. MacLean, 
Louisville; F. D. Morrison, Louis- 
ville; Howard Pearce, Shelbyville, 
and “Cy” Williamson, Hopkinsville. 

The annual election produced 11 
new members to the KADA board 
of directors. They are Pate, Child- 
ers, Wurtz and Disney as district 
directors, and Castleman, Gallo- 
way, Hands, MacLean, Morrison, 
Pearce and Williamson as direc- 





| tors-at-large. 


The seven members reelected to 


|the board are Charles B. Wilson, 


Holder, Long, Ware, Horace H. 
Wilson, Harrod and Leach. 

District directors were elected 
for two-year terms, while the direc- 
tors-at-large will serve one-year 
terms. However, at each future 
annual election all directors elected 
will serve a term of two years. 
Retiring President J. A. Dishman 
and Summers automatically be- 
come members of the board to in- 
crease its number to 20. 


Coggin Heads Up 


Jacksonville Assn. 


JACKSONVILLE, Fla. — W. E. 
Coggin has been elected president 
Jacksonville Automobile 
Dealers Assn. Other officers are: 
I. C. Pendergast, vice-president, and 
William Catlin, treasurer. 

Coggin announced that the Jack- 
sonville dealer group would act as 
host to the annual convention of 
the Florida Automobile Dealers 
Assn., scheduled here in October. 


Fisk Tire Calls Back 


350 Laid-Off Workers 
CHICOPEE FALLS, Mass.—De- 
claring that business has taken an 


|upswing in the tire industry, the 


Fisk Tire division of U. S. Rubber 


|Co, has recalled 350 employes back 


to work. 

A general business increase at 
the Fisk plant, it was said, may 
result in some divisions going on 


| a six-day-week schedule of three 
shifts daily. The plant laid off 750 


employes during a two-month 


period, starting Nov. 1. 


years after reorganization in 1936. 

During three years under Moo- 
ney, Willys-Overland produced 360,- 
000 trucks, passenger and utility 
Sales totaled $460,000,000 


prewar !|and net earnings were $13,000,000. 





OLDSMOBILE GETS READY FOR SPRING—D. E. Ralston (center, seated), general sales 
; Manager of Oldsmobile, is shown conferring with regional managers on spring selling 
| plans. The meeting took place last week at Oldsmobile's general offices in Lansing. Seated 
are (left to right): G. R. Jones, Pacific region; Ralston, and C. A. Blake, Midwest region. 


_ Standing: F. 


. Murphy, Atlantic region, and Harry F. Banks, Central region. 
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(Continued from Page 1) 


most far-reaching advance in mo- | 


tor-car design since the war.” 
“The Hudson organization,” he 
continued, “flatly rejected 





HIT HARDER 


at Buffalo’s New Car 
Buyers . . . Use the 
Courier-Express 


@ In 1948 the Courier-Express 
carried over half of all national 
automotive linage in Buffalo. 
It has led in this classification 
for six years... proof that it sells 
new cars, tires and accessories. 
You, too, reach Buffalo buying 
power more economically in 
this favorite morning and Sun- 
day newspaper. 

Remember, your dollar in the 
Courier-Express buys greater 
impact on the families with 
more money to spend, 
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BUYING 
Burrrlap? 


Weel, it’s wise and 
thrifty to deal with 
folks who really know 
bu:-r-rlap*...foiks you 
know you can depend 
on. So for whatever 
grade you 
need ...look 
to Bemis! 








“Each year Bemis de- 
termines the grading 
of burlap from Indian 


BEMIS 


Detroit « Chicago « St. Louis 
Cleveland «+ Indianapolis 
and other principal _ cities. 


jute mills. Bemis- grad- 
ing is accepted by 
Producers and users 
alike os the standard 
for bn lay» quality. 
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NAME PLATES 


DEALERS: 


The Modern Advertising Plate 


With Customer Eye Appeal 
Write tor Descriptive Brochure 


2409 15TH ST., 


DENVER 11, (COLO 





With Competitive Challenge = 


Hudson Marks 40th Birthday 


the 
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idea of a compromise postwar 
car, ... Is any car which repre- 
| sents a compromise in basic de- 
| sign and construction principles 
| giving the public a good invest- 

ment in future value, regardless 
of price?” 

The anniversary celebration was 
held on Apr. 18, four days after 
Hudson clipped $15.25 to $105.25 off 
the advertised-delivered prices of 
its passenger-car line. 

* * * 


press, acclaiming Hudson’s win- 
ter sales showing as “excellent,” 
| reported that “there has been an 
| ascending Hudson sales curve right 
|through the introduction of other 
so-called ‘postwar’ cars.” 


“But in the seasonal markets of 
the past,” he went on, “retail sales 
for April, May and June were on 
the average 2% times the January- 
February total. So it is plain to see 
the thrilling opportunity immedi- 
|ately ahead of us!” 

Pratt said Hudson dealers and 
salesmen were ready to circular- 
ize new-car prospects in “the 
greatest car presentation pro- 
gram in Hudson’s history.” 


Barit told the radio audience that 
the American public is in a position 
to buy half again as many goods 
and services as were bought in 1940. 

Gov. G. Mennen Williams of 
Michigan opened the program with 
a talk congratulating Hudson on 
its four decades “of wise and con- 
scientious service to the public.” 


A special car safety award was 
presented to the company by Alfred 
M. Best, publisher of Safety Engi- 
neering magazine. 

> . * 

“pe Veet GUIDEPOST along our 

way points directly to the fact 
that we have unprecedented ability 
to purchase—and coupled with this, 
we have unprecedented ability to 
produce on our farms, in our mines, 
forests and factories all the neces- 
sary, useful, glamorous and even 
entertaining goods and_ services 
people want,” Barit stated. 


“What we need now to accom- 
plish this American dream of an 
ever higher standard of living for 
more and more people is more and 
more effective salesmanship. The 
American salesman is the man of 
the hour.” 

Barit defined a salesman as the 
“selling man who is trained to 
served the public by understand- 
ing and interpreting the needs 
and wants of buyers, and who, 
through a keen knowledge of 
what he has to sell and the bene- 
fits and advantages it affords the 
owner, kindles vague interest 
into the warm flame of desire on 
the part of the public.” 


“The American salesman has 
within himself the power to help 
redress our economic balance wher- 
ever it may get out of line,” he ex- 
plained. “The typically American 
process of selling serves the public 
by putting into its hands better and 
better products, and at the same 
time serves us all by adding to the 
total demand for what the country 
produces.” 

Barit, in his 40th year with Hud- 
son, said he believed this year “will 





be the best of all years for every- 
one associated with Hudson.” 

+ * * 
OLLOWING the broadcast, Pratt 
and Sales Manager N. K. Van- 

Derzee talked over a special tele- 
phone conference hookup to more 


than 1,000 Hudson people through- | 


out the country, including sales and 
service personnel in the company’s 
20 zone offices and representatives 
of the independent distributors as- 
sociated with Hudson. 

The eight founders of Hudson 
were J. L. Hudson, R. B. Jackson, 
Hugh Chalmers, H. E, Coffin, F. O. 
Bezner, Roy D. Chapin, J. J. Brady 
and Lee Counselman. 

On Feb. 24, 1909, designs for the 
Hudson Model Twenty were found 
to suit their purposes and the part- 
ners agreed to incorporate the firm 
under the laws of Michigan. 


The four-cylinder Hudson 
Twenty was to be the first low- 
cost automobile equipped with a 
selective sliding gear transmis- 
sion, and it was to be within 
reach of the average buyer, sell- 
ing at $900 f.o.b. Detroit. 


With this car on the drawing 
boards, the firm partners secured a 
small two-story plant with 80,000 
square feet of floor space, and on 
July 3, 1909, with 500 men at work 
and a total capital of $20,000, the 
first Hudson car rolled out of the 
factory. 


Over 4,000 Hudsons were sold | 


that first year—the biggest first 
year’s business in the history of the 
industry up to that time. The first 
16 months’ net sales amounted to 
$3,980,999. 


* + * 


HUDSON advertisement in the | 


Saturday Evening Post of June 
19, 1909, showed a road-ster-type 
car with bucket seats and a gaso- 
line tank mounted up behind. 
With the success of this first 
model, the company purchased 
some of the ground now occupied 
by its present plant, early in 1910, 
a tract at Jefferson and Conner 
avenues—five miles from the De- 
troit city hall. At that time, the 
site still had the original split-rail 
fence around it. 


Here was erected at once the nu- | 


cleus of the present Hudson fac- 
tories. The buildings, with a floor 
space of 172,000 square feet, were 
constructed for progressive manu- 
facturing, and provisions were 
made for future additions. 

A half-million dollars in all was 
invested —all before the eight 
partners had entered the second 
year of business. 

In 1910 Hudson engineers intro- 
duced the first die-cast bearings 
and fluid cushion clutch to be used 
in the industry. 

Model 33, with cylinders cast en 
bloc, unveiled the unit power plant 
with motor, clutch and transmis- 
sion assembled as a unit. A simpli- 
fied chassis and a multiple disc 
clutch with cork inserts were used. 
Plans for an additional 128,000 

square feet of factory floor space 
were drawn up, and building began 
late in 1911, 
* . * 
N JULY, 1912, Hudson built the 

first six-cylinder automobile to 

(Continued on Page 45, Col. 3) 





BUILT FROM TWO EXISTING 


BUILDINGS—Roberts Chevrolet Co., 


ere 





St. Louis, has 14,000 


square feet in the service department and about 5,000 for parts. Hugh Roberts, owner, has 


been a Chevrolet dealer 20 years. 


| two existing buildings. 


The new building is the result of combining ‘and altering 





Used-Car Market Guides 


Due Every 6 Weeks 


WASHINGTON.—Describing con- 
ditions in the used-car market as 
“most unusual,” the National Used 
Car Market Report, Inc., plans to 
release used-car appraisals to its 
clients at six-week intervals. 

The agency said its next aux- 
iliary edition was scheduled for re- 
lease May 15. The move was said 


Le PSTD ee 








oe 


to be in line with a desire to keep 
users of its Red Book and -Blue 
Used Car Appraisal Guides in 
closer touch with the market. 


Kirk Names Colby 
Earl Kirk, manager of Hutchin- 
son Motor Co. (Hudson), Hutchin- 
son, Kans., announces that Robert 
L. Colby is new sales manager for 
the firm. Colby had been manager 
of the Reno Co-op. Assn. 
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New York Legislation 


Gov. Dewey Vetoes Majority of Bills 
Affecting Auto Dealers 
ALBANY, N. Y.-— Several bills 








10 days after purchase, using deal- 


affecting auto dealers ran afoul of 


Gov. Dewey’s veto after success- | 
fully negotiating New York’s legis- | 


lature. The governor signed into 
law only two measures affecting 
automotive businesses. 

The first of these to find ap- 
proval was a bill providing for 
compulsory reexamination of li- 
censed drivers who have been 
involved, within a period of 18 
months, in three accidents caus- 
ing death or injury or in which 


| ers’ plates. 
A measure which would have 
required the motor vehicle com- 
missioner to issue a duplicate reg- 
istration certificate on the request 
of an applicant was also vetoed. 
The governor also turned back 
|a bill which would have removed 
|the provision that a motor vehicle 
|license or registration certificate 
may be temporarily suspended 


property damage exceeded $50. | Nash Transfers 


The other bill signed by Gov. 





Dewey was a $100,000,000 sickness 
disability law providing benefits for 
employes who lose their jobs be- 
cause of injury or illness not aris- 
ing out of their work. 

Among the measures vetoed by 
the governor was one which would 
have empowered the commissioner 
of motor vehicles to obtain evi- 
dence as to the character, reputa- 
tion and fitness of a person apply- 
ing for registration as a motor 
vehicle dealer. 

The veto of this bill did not 
meet the favor of the New York 
State Automobile Dealers, which 
contends that under the present 
law virtually anyone is permitted 
to register as a dealer. 

Also vetoed was a bill which 
would have permitted the pur- 
chaser of a commercial motor 
vehicle to operate the vehicle for 


Spielman H eads 


Brooklyn Group 


BROOKLYN, N. Y.—The newly- 
elected board of directors of 
Brooklyn and Long Island Automo- 
bile Dealers Assn. held its first 
meeting last week and elected the 
following officers: 

D. B. Spielman, president; C. J. 
Truelson, first vice-president; E. 
Dintenfass, second vice-president: 
T. B. Terry, third vice-president; 
H. Perfit, secretary, and W. Meyer, 
treasurer. 








HEIL'S LOG JOB—Unusual adaptation of 
Heil H-60 rock bodies and 2824 DA, 60-degree 
hoists are these units built at Heil Co.'s Hill- 
side (N. J.) plant for West Virginia Pulp and 
Paper Co. Note the special cab protector 
and what looks like an extension of the front 
head of the body. This extension is used as 
@ log stop. The logs come down out of the 
chute at an angle and hit the front head of 
the body. Extension of the head keeps logs 
from overshooting the body and prevents 
damage to cab or workmen, the company 
states. The bodies are 18 feet long and 7!/2 
feet wide with a 6-inch taper from front to 
rear. Scoop ends have a 20-degree slope and 
sides are 64 inches high. They are fabricated 
of %4-inch high-tensile steel with I-inch oak 

s over the steel floor and extra steel 
wearing plates. There is also a I-inch oak 


cushion on the inside of the head plate with 
steel wear-plate covering. 





a quality 


AUTOMOTIVE NEWS 


BINDER for 
Automotive News 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 


and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


Bolt, Kipp, Goge 
To New Zone Jobs 


DETROIT.—Appointment of new 
zone managers for Nash at Denver, 
Louis 


San Francisco and St. is 
announced by H. 
C. Doss, sales 
vice-president. 
nm DD. Bor & 
the new zone 
manager at Den- 
ver; J. B. Kipp 
at San Francisco, 
and S. K. Goge 
assumes the of- 
fice at St. Louis. 
All three involved 
in the change 


R. D. Bolt 
had been zone 
managers at other points, Doss 
said. 


Bolt, formerly zone manager at 
St. Louis, succeeds J. B. Kipp as 
Nash zcne manager in Denver. 
Bolt entered the automob'le busi- 
ness in 1929 with Gencral Motors 
at San Francisco. Later he held 
various sales, service and business 
management posts with Chovrolet 
Buick, Oldsmobile and Pontiac in 
California and Oregon. 

In 1938 he joined Nash at Oak- 
land, Calif., as regional business 








J. B. Kipp 


manager. With several subsequent 
promotions, he became zone man- 
ager at San Francisco and later 
held the same position at St. Louis. 

Kipp, previously zone manager at 
Denver, succeeds S. K. Goge as 
Nash manager at San Francisco. 


S. K. Goge 


Kipp entered the automobile busi- | 


ness in 1930 with General Motors. 
He was associated in various sales 
capacities with Pontiac, Buick and 
Oldsmobile in Kansas City and 
Chicago. He joined Nash in 1939 
as Kansas City district manager. 


In 1942, Kipp was a sales and 
service representative for Nash at 
Dallas. Subsequently, he became 
zone service manager for Nash at 
Kansas City and Dallas and was 
assistant zone manager in Denver. 


Goge, who was zone manager at 
San Francisco, succeeds Bolt as 
Nash zone manager at St. Louis, 
the position he held prior to trans- 
fer to San Francisco. Goge joined 
Nash in 1944, after two years with 
Curtiss-Wright Corp. Previously, 
he was associated with Ford’s St. 
Louis branch office where he served 
in various capacities for seven 


| years. 
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without notice pending prosecution, 
investigation or hearing. 

This measure would have pro- 
vided that no permissive suspen- 
sion or revocation be effected | 
until the 15th day following con- | 
firmation by the motor vehicle 
| commissioner and notice to the 
holder. 


measures affecting highway equip- 
ment. One of these would have 
required that all vehicles used as 
snowplows be equipped with at 
least one flashing red signal lamp 
/on both front and rear, not more 
than six inches below the top. 
The other bill would have pro- 
vided that the right-of-way allowed 





operators of highway equipment | 


could not authorize the drivers to 
operate their vehicles other than 
on the right side of the highway 
except when crossing or leaving | 
the highway or passing another | 
vehicle. 


Labor 


(Continued from Page 1) 
the company charged they were en- 
gaging in a slowdown. 
No demand for an hourly pay 
hike was involved in the pre-strike 
negotiations. 


cal + * 
E. STONE, director of indus- 
* trial relations for Bendix 
Products, said the union had de- 


shoe department which would have 





tion standards. 

“Making a phony charge of 
|speedup,” Stone said, “the union 
asked us to fix an arbitrary pay 
schedule for downtime, the time 
when incentive workers are idle 
because their machines have brok- 
en down or for other reasons. 

“We recognize there should be 

downtime pay for valid purposes. 

But we refuse to start the prece- 

dent of downtime pay guarantees 

because it would threaten the 
efficiency of the incentive produc- 
tion system.” 

Stone said the company had of- 
fered to submit to arbitration the 
|union’s demand that the 47 brake- 
| thoe workers involved in the orig- 
nal dispute be rehired with full 


| ,ack pay. 
| “The principle involved,” said 
| Stone, “stems from the fact that 


‘he union calls anything a speedup 
in which workers are expected to 
perform up to accepted standards 
of productive efficiency. Their de- 
mand for guaranteed slowdown or 
|idle pay would heighten ineffi- 
|ciency by turning the production 
reins over to the workers and let- 
ting them write their own ticket.” 
| Meanwhile, a tire industry ex- 
ecutive served notice that the 
United Rubber Workers-CIO 
would have tough sledding with 
its 1949 wage demands. 
| J. W. Keener, B. F. 


Goodrich 


was no justification at the present 
|time for pay increases. 

“Future wages must come from 
future sales and not from past 
profits,” Keener said. “A fallacy 
widely held by unions is that pur- 
chasing power can be maintained 
or increased only through wage 
increases. 

“Purchasing power can be more 
soundly maintained or increased by 
reducing costs and prices so that 
a dollar will buy six loaves of bread 
instead of five. Purchasing power 
will rise as the cost of living in- 
creases.” 


* o € 
AGE BOOSTS now, Keener 
warned, may force a_ serious 
business decline and depression. 
“This is the fourth time since 
V-J day that mass production in- 





dustries have had occasion to con- 
sider wage increases,” he said. 

“This is, by all odds, the most 
crucial of all because of the pos- 
sible results in promoting moderate 
readjustment and stability, or in 
precipitating a serious business de- 
cline and depression. 

“It is a time that calls for 
statesmanship on the part of 
union leaders.” 

The United Rubber Workers-CIO 





has demanded $100-a-month pen- 
sions and health insurance plans 
from the industry’s Big Four— 
Goodrich, Goodyear, Firestone and 
U.S. Rubber. Negotiations are ex- 
pected to start late in May. 

In Pittsburgh, the United Steel- 
workers of America-CIO called a 
meeting for May 5 of its wage- 
policy committee to outline plans 
for 1949 contract negotiations. 


Gov. Dewey vetoed a pair of 
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DEALER DOESN'T HAVE TO GO FAR FOR PRINTING—Tufford Motor Co. (DeSoto), San 
Francisco, has press and mailing facilities in its plant sufficient to handle 26,000 pieces 
of promotion and office forms a month. 


ealer’s Own Print Shop 


manded a pay plan in the brake | 
enabled the workers to determine | 


their own pay rates and produc- | 
| Walter W. Tufford, president, says | 


vice-president, declared that there | 


Facilitates Mailings 


SAN DIEGO, Calif.—Delays in 
| delivery of direct mail pieces, cata- 
|logs and shop or office forms from 
|the printer are the last thing in the 
|world that would worry Tufford 
| Motor Co. (DeSoto) here. 

When the dealership needs any 
of the above items, it uses its own 
printing department whose offset 
press has had more than 1,500,000 
runs through it. In addition, the 
firm has its own art and mailing 
facilities, 


| that “Daily departmental result re- 
ports are analyzed, and should any 
be behind quota, a mailing piece 
pertaining to that department can 





LeSeur Elected 
At Casper, Wyo. 


CASPER, Wyo. — Malcolm Le- 
|Sueur, vice-president and _ sales 
|manager cf Inland Motors, Inc. 
(Kaiser-Frazer), is the new presi- 
|dent of Casper Automobile Dealers 
|Assn. He succeeds Frank Schulte 
of Nolan Chevrolet Co. Harry Ev- 
ans, Evans-Nagel Buick Co., was 
elected secretary-treasurer. 

The dealers went on record de- 
|}manding that the city enforce an 
ordinance, now on the books, pro- 
hibiting car sales on Sunday. The 





ment of the ordinance has put 
some dealers at a disadvantage. 
LeSueur said that a conference will 
|be held with city officials. 


Fisher Given 
DeSoto Boost 


DETROIT.—Promotion of Ray R. 
Fisher to the post of DeSoto’s Cin- 
cinnati regional manager is an- 
nounced by J. B. 
Wagstaff, sales 





He replaces J. F. 
Boyer, resigned. 


business since 
1925. 
the DeSoto field 
force in 1940 as a 
district manager 
in the Kansas 
City region. Last 
year he was promoted to city 
manager in New York. 





Ray R. Fisher 


Chicagoan Sentenced 


For Car Sales Fraud 
CHICAGO. — Pleading guilty to 


six confidence game charges, Mel-| 


vin Owsley, 48, who represented 
himself as a new and _ used-car 
dealer, was sentenced by Judge 
Charles E. Byrne in criminal court 
to serve one to 10 years concur- 
rently on each charge. 

Owsley, a resident of suburban 
Bellwood, was arrested last year 
on complaints of 410 persons that 
each had paid him $200 as deposits 
on cars which they never received. 
He told the court that he had 
turned over all of his assets to the 
federal bankruptcy court and that 
part of the deposits would be paid 
to customers from whom he ob- 
tained them, 


Griffin Motors, Inc. 


Griffin Motors, Inc., Jacksonville, 
N. C., has been incorporated with 
capital stock of $100,000. Principals 
are Charles Griffin, Harold Day and 
Jack Akin, all of Monroe, N. C. 


- 


association claims that lax enforce- | 


vice - president. | 
Fisher has been | 
in the automobile | 


He joined | 


| gears by Eugene W. Lewis. 


be made immediately and mailed 
within a week, thus assisting the 
department to make its quota. 
“Under ordinary circumstances, it 
would take a month or two to get 
a special mailing piece in the hands 
of a particular group of customers.” 
The department occupies two 
rooms on the firm’s mezzanine 
| floor. One room, 10 by 15 feet, is 
| used for the art department, and 
the pressroom is 9 by 15 feet. 


| About 26,000 pieces of promotion 
'and forms for the firm are turned 
out each month. They include serv- 
|ice mailing to customer owners in 
San Diego county, sales and mer- 
| chandise literature to parts whole- 
sale customers, current lists of 
available parts to parts customers, 
thus making it easy for them to 
order. 


Also in the mailings are a parts 
catalog and prices, including list of 
collision parts designed to facilitate 
bid and price wreck estimates by 
independent garages. 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


These books should be in the library 
of every franchised dealer—ay ailabie 
to his mechanics and salesmen—the 
knowledge they contain will be vaiu- 
able when the “chips are down’’ aud 
real competition arrives, 


| AUTOMOTIVE FUNDAMENTALS. By 
| Irving Frazee and Earl L, Bedell. Cover 
ing the entire field of automotive main 


tenance and operation. $4.90 postpaid. 
THE LAST BILLIONAIRE — HENK) 
FORD. By William C. Richards. ‘‘An in- 
formal portrait of an industrial genius who 
was also a most unpredictable human be- 
ing.’’ $3.75 postpaid. 


KNUDSEN, A BIOGRAPHY. By Norman 


Beasley. 397 pages, cloth bound. §3.75 
postpaid. 
| AUTOMOTIVE MECHANICS, Wm. E 


Crouse. A comprehensive and basic course 
on the subject of fundamental au.omotive 
mechanics. Cloth binding. $5.00 postpaid. 
DEALER BUSINESS COUNSEL, Business 
guidance for automobile dealers. By J. B 
Van Tassel, Dealer Business Consultant. 
Three books—Book No. 1, §2.00. Books 
2, $3.00 each postpaid. 


DETROIT IS MY OWN HOME TOWN. 
Maicoim Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

FABULOUS HOOSIER. By Jane ‘Fisher. 
A story of Carl Fisher, early pioneer of 
| the automotive industry. §3 postpaid. 
FASTEST ON EARTH, By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present 
Paper-bound, $2; cloth-bound, $3. 

FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No, 1, 2, 3 or 4 in 
paper cover, $1.50 each, Deluxe cloth- 
bound, $2.50. Steam-car edition, $2 or 
| cloth-bound, $3 postpaid. 

HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 
$4 postpaid. 

INDIANAPOLIS RACE HISTORY — 1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid. Paper-bound, 
$3.50. 

MOTOR MEMORIES. 











A saga of whirling 
$3.50 post- 
paid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER CARS. 
Deluxe edition, $2.50 each. Paper-bound, 
$1.50 postpaid. : 
FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR STUDEBAKER 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF POST-WAR MERCURY 
CARS. Deluxe edition, $2.50 each. Paper- 
bound, $1.50 postpaid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF 1949 FORD CARS, $1.50 
postpaid. 

COMPLETE 1948 INDIANAPOLIS 500- 
MILE RACE SUPPLEMENT. By Floyd 
Clymer. $1.50 postpaid. 


BOOK DEPARTMENT 
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Truck Production Estimates 
By Automotive News 


(U. S. PRODUCTION ONLY) 


Week Week Apr., dan. I dan. 1 
Ended Same Ended 1949 to to 
Apr. 23, Week, Apr. 16, to Apr. 24, Apr. 23, 
1949 1948 1949* Date 1948* 1949* 
CHEVROLET ...... 8,601 8,768 8,585 27,598 122,391 142,207 
CROSLEY ......... is 10 52 8 26 1,272 148 
DIAMOND T ......... 107 282 105 353 4,586 2,089 
EE 6 660 db 4:5 a8 vow 92 115 15 246 2,295 1,085 
as 45 Sve ews deat 3,069 3,516 3,082 9,824 54,977 58,730 
SEDERAL ........... 35 105 31 108 2,006 503 
arr es 5,112 7,495 5,011 16,000 103,867 73,014 
Eee . 1,869 1,665 2,141 6,734 25,859 31,376 
INTERNATIONAL ... 2,801 3,624 2, 8,964 57,787 48,070 
Ad 64-0 4.45-4 146 261 117 378 4,777 2,183 
Se ee 72 2389 61 253 5,231 1,289 
STUDEBAKER . 1,506 587 1,429 4,714 20,250 25,019 
PE chsusdh's ou ces 180 275 174 600 4,650 3,188 
DEE. 6be0e080eee se 1,166 2,795 1,232 4,335 36,734 21,289 
MISCELLANEOUS ... 253 301 253 609 4,442 5,060 
Total Trucks, U.S. .. 25,019 30,130 25,242 80,742 451,174 415,200 
Total Cars, Trucks 
Diverse tkemerenanse 128,250 100,749 126,648 403,259 1,625,238 1,800,805 
Total Cars, Trucks 
RUE. sf #00 6-608's's 5,419 5,344 5,296 16,865 72,167 71,248 
Grand Total, 


Cars and Trucks 


U. S. and Canada. .. .133,669 106,093 


131,944 420,124 1,697,405 1,872,053 


*Revised. Miscelianeous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


Car output table on Page 1 


Week’s Production Sets 


Third Record in Row 


(Continued from Page 1) 


trucks. In June, if nothing un- 

toward intervenes, it will be hiked 

upward again to 462,000 cars and 

108,000 trucks. 
* +. * 

TTAINMENT of those 
“% would result in a second-quarter 
accounting of 1,330,500 cars and 
321,000 trucks, or a total of 1,651,500 
vehicles. 

Considering the 1,063,088 cars 
and 334,153 trucks that were built 
in the first quarter, U.S. plants 
would in the first six months of 
this year have produced 2,393,588 
cars and 655,153 trucks for a 
grand total of 3,048,741 units. 
Auto industry officials say that 
such a six-month production effort 
is quite likely, but they caution 
against using six-month totals as 
the basis for figuring an annual 
rate. 

By the time June 30 rolls around, 
they predict, every car producer in 
the U.S. will be gauging output to 
a normal market. For those makes 
not yet in a “normal market,” the 
consensus is: It won't be long. 

* 7 * 


ANY sales officials forecast pri- 

vately that a car of any make, 
model or color will probably be 
available for immediate delivery at 
any dealership by the latter part of 
May. 

Chevrolet, which probably boasts | 
the biggest order backlog left in 
the industry, seems determined to 
produce that backlog into further 
submission with each passing week. 

For example, an estimated 23,613 

Chevrolet cars were built last 
week after 22,8386 the week be- 
fore, Officials of the GM division 
say future output is scheduled 
even higher. 

Other GM divisions are also in- 
creasing car-output schedules in 


goals | 


accordance with improved cold 
rolled sheet and strip steel supplies. 
Cadillac was the latest GM outlet 
to go on “overtime” last week. 
| * * * 
— and Chrysler also have am- 
bitious output plans which, along 
with the steady pace expected from 
the independents, will tend to swell 
| second-quarter car and truck out- 
put. 

Chrysler is one of the manufac- 
turing outlets said to be “busy as 
a bee” recruiting enough labor to 
man second-shift operations. That 
labor problem takes larger scope 
when it is considered that two- 





construction. 





Finance Gouging 
In Buffalo Area 
Charged by BBB 


BUFFALO.—Charging that rates 
set by two companies on financing 
used-car sales in the Buffalo area 
are going “higher and higher’—in 
some instances up to 100 percent 
and more per year—the Buffalo 
Better Business Bureau last week 
moved for Federal Trade Commis- 
sion action to stamp out the prac- 
tice, 

The bureau said it had failed to 
get cooperation from finance com- 
panies and automobile dealers. 
Some used-car dealers, it said, have 
been receiving large rebates from 
the two companies to whom they 
give their financing business. The 
bureau pointed out that bills in the 
State legislature to set maximum 
financing charges have been killed. 

In letters to U.S. senators and 
representatives, the bureau asked 
assistance in getting “appropriate” 
Federal Trade Commission action. 


shift final assembly activity usu- 
ally requires three-shift feeder 
operations, 

Production of Ford and Mercury 
cars is also slated to take an appre- 
ciable upturn in the next two 
months, more than offsetting lower 
Lincoln production. Meanwhile, 
April output should include about 
71,000 Fords and 17,200 Mercurys, 
both postwar high figures. 

Through last week, the “Big 
Three” thus far had accounted for 
about 87 percent of all the cars 
built in April, and 83 percent of all 
that have been built this year. 


| 


Irving Plans New Home 
Irving Motor Sales, Holyoke, | 
Mass., has been granted a permit 
to construct a new automobile sales- 


room at an estimated cost of $60,000. 
The new building will be of brick 


With Competitive Challenge . . . 





Hudson Marks 40th Birthday 


(Continued from Page 43) 


sell at medium cost. This was 
Model 54, one of the larger of the 
fine American cars of its day. In 
the same year a Hudson roadster 
became the first low-priced car to 
do 60 miles per hour. 

Just previous to the 1914 New 
York auto show Hudson engineers 
completed design work for the 
Hudson Six-Forty, the first six of 
moderate weight built in America. 
A car of this model was displayed 
on a platform scale at the show 
and it attracted much attention be- 
cause, although it weighed 2,680 
pounds, it was hundreds of pounds 
lighter than other sixes of its day. 
Another Hudson “first” was intro- 
duced in 1914—the four-speed over- 
drive transmission. 

In 1915, Hudson perfected, and 
at the New York show of 1916 
displayed, the first Hudson Super- 
Six—a car featuring the first 
fully balanced crankshaft. This 
improvement was achieved with- 
out increasing the bore or stroke 
of the previous Hudson engine, 
and increased a 48-horsepower 
output to 76. 


| Demand for the Super-Six was 
such that production reached 26,393 
units in 1916, with production work- 
ers hard on the heels of builders 
| hurrying to increase the floor space 
at the Hudson plant to 847,000 
| square feet. 

Up to 1913, automobile bodies had 
been built with a vertical dash, 
breaking the line of the body be- 
tween the hood and the passenger 
|}compartment. In August of that 
year, Hudson body designers broke 
away from the traditions of horse- 
drawn buggy days, and adopted a 
style in which the lines of the hood 
were carried through a widened 
curving cowl into the lines of the 
body. 





* * * 


N 1915 HUDSON engineers 
brought out a convertible sedan, 
a two-door car with a permanent 
top, and with removable windows 


|}and side posts so that this model 


served as an “open car” in fair 
weather. 

Five years later, Hudson placed 
on the market what it billed as the 
first low-priced, closed body ever to 
go into mass production—the coach, 
Most closed cars were then selling 
at $1,000 more than comparable 
open models; the Hudson put 
closed-car manufactuer on a pro- 
duction basis and cut the price dif- 
ferential with open cars to about 
$100. 

The buying public’s response to 
this innovation was so great that 
Hudson tripled its production fa- 
cilities and doubled the floor space 
in its plants. 

In 1926, Hudson began building 
bodies on a production basis in 
its own plants. In 1929, while 
celebrating its 20th anniversary 
year, Hudson introduced the duo- 
flow oiling system in its engines, 
labyrinth motor cooling which re- 





duced oil temperature 45 degrees 





SALES CONFERENCE HEARS FORD—Henry 


addressed 98 members of management in the nationwide field 


Ford II, president of Ford Motor, recently 


sales force of the Ford 


division. Company officials and sales department heads addressed the field representatives 


during the five-day sales conference. Company 


officials at the speakers’ table are (left to 


right): Victor G. Lottmann, assistant to the executive vice-president; Earl G. Ward, Parts 
and accessories manager; Max L. Wiesmyer, manufacturing manager, Ford division; William 


C. Ford, director, Ford Motor; L. D. 
sales vice-president; Walker A. 
Harold T. 
relations; M. L. 
vice-president, finance; L. W. 
Carll, director of public relations; A. 





Crusoe, 
division; Benson Ford, vice-president and general manager, Lincoln-Mercury; J. R. 
i Williams, sales manager, 
Youngren, vice-president, engineering; John S. 
Bricker, director and vice-president, Ford Motor; Theodore O. 
Smead, assistant sales manager, 
W. Merrell, assistant to the president. 


vice-president and general manager, Ford 
Davis, 
Ford division; Henry Ford II; 
Bugas, vice-president, industrial 
Yntema, 
Ford division; Charles E. 


and a combination electric oil 
and gasoline gauge. 

Despite the depression, Hudson 
in 1932 pioneered unit engineering 
—the first cars with body and 
chassis designed and built as a sin- 
gle unit, with body bolted direct to 
the frame, 

In 1934 Hudson introduced a 
built-in rear luggage compartment 
with enclosed spare tire. Gear- 
shifting at the steering wheel was 
introduced by Hudson in _ 19365. 
Safety for the motorist also was 
emphasized during this year when 
Hudson built the first bodies com- 
pletely of steel, including all-steel 
tops. 

+ * * 
1“ 1937, HUDSON placed the bat- 
tery under the hood rather than 
beneath the front-seat compart- 
ment. This year also saw Hudson 
introducing, for the first time, dual 
carburetion for six-cylinder engines. 

Hudson’s 1942 models introduced 
Drive-Master transmission which 
eliminated clutch pushing and 
manual shifting in forward speeds 
and simplified driving, particularly 
in traffic. 


The Automotive Golden Jubilee 
year, 1946, found none of the orig- 
inal founders of the company still 
alive, but Hudson’s executive and 
production worker lists were liber- 
ally sprinkled with 20 and 30-year 
men. 


The company at that time had a 
total capital investment in plants 
and equipment in excess of $50,000,- 
000 and, including its dealers and 
distributors, a combined investment 
of more than $90,000,000. 


During 1946, Hudson quietly 
started preparations for an im- 
mense plant changeover. In this 
period, during 1947, Hudson pro- 
duced its 3,000,000th car, and al- 
most immediately thereafter, on 
Sept. 19, production of 1947 mod- 
els was ended in preparation for 
the new car. 


This changeover program re- 
quired an expenditure of $16,000,000 
in 1947 alone. 


The first new Hudson came off 
the assembly line on Oct. 12, 1947. 


Public showings began Dec. 7 
throughout the nation, Some 4,000,- 
000 people went to Hudson show- 
rooms to see it the first day, and 
during the first week, 10,000,000 


Obituaries 


Albert J, Swad 
DOVER, O.—Albert J. Swad, 59, owner 
of Swad Motor Sales, Inc., Uhrichville, O., 
died in Union hospital here. He had under- 
gone an operation, ee 
* * * 


F. A. Durnwald 


FREMONT, O.—Frederick A, Durnwald, 
69, Buick dealer in Fremont since 1913, 
died at his home here after a long illness. 

* * * 


Ward Marshall 


SALINA, Kans.—Ward Marshall, 58, 
founder of Marshall Motor Co, here in 
1928, died Apr. 16 at his home. He had 
been in poor health several years. He died 


of a heart attack, 
* * * 


Harry P. Riefling 
LOUIS.—Harry P. Riefling, 64, presi- 
dent of Riefling Automobile Co, (Nash), 
died at his St. Louis county home of a 
spinal ailment. Mr. Riefling founded his 
dealership in 1916. 

* 


ST, 


* os 


L. B. Cabaniss 


DANVILLE, Va.—L. B. Cabaniss, auto- 
mobile dealer, died unexpectedly at com- 
munity hospital Apr. 11 after a long de- 
cline in health which had necessitated his 
retirement from business. 

After coming to Danville in 1910, Caba- 
niss was with the engineering department 
of Dan River Mills, but since 1925 had 
operated an automobile dealership 

* * 


Thomas Morrison 


PHILADELPHIA.—Thomas J, Morrison, 
63, manager of the Germantown branch of 
Scott Smith Cadillac Co., died here after a 
short illness. He had been in the automo- 
bile business for the past 25 years 

* * * 


D. F. Adderhold 


MIAMI, Fla.—D. F. Adderhold, 48, 
president of Southern Chevrolet Co. since 
1945, died in Jackson memorial hospital 
here Apr. 12, following a heart attack. 
Mr. Adderhold had been an assistant re- 
gional manager for Chevrolet division for 


13 years. 
* * * 


James B. Garrigan 


UTICA, N. Y.—James B. Garrigan, 57, 
vice-president of the Utica Oldsmobile 
Corp., died Apr, 14 after a brief illness. 
He was a salesman for Utica Motor Car 
Co, from 1919 to 1931, when he and two 
other employes of the firm formed a part- 
nership and established the Utica Olds- 
mobile Corp. 


people crowded around to get their 
first look, 
* * * 

NTRODUCED with the new Hud- 

son, along with a new low body 
design and the “step-down” fea- 
ture, was a new Super-Six engine. 
Developing 121 horsepower, this en- 
gine is said to be the most power- 
ful stock-car six on the market. 
The 128-horsepower Super-Eight is 
an improved version of Hudson's 
record-holding Super-Eight engine. 

By February, 1948, production 
and shipment of the new Hudson 
reached a rate surpassing that 
achieved on the 1947 models. Total 
employment at the Hudson plants 
passed 19,000. 

Hudson added to its Detroit hold- 
ings in January, 1948, by the out- 
right purchase of the former Frue- 
hauf Trailer Co. plant, near the 
Hudson Gratiot plant. The new 
plant, called the Harper plant after 
the street on which it fronts, pro- 
vides additional manufacturing 
space. 


Tax Man Blasts 
Hopes of Debtors 
Of Knetzer Aide 


ST. LOUIS.—A federal tax claim 
of $262,986, including interest, 
against Arthur F. Kramer will prob- 
ably leave nothing for the 1,400 
creditors waiting settlement of 
bankruptcy proceedings against 
him, it was learned here last week. 

Kramer is the former associate of 
Robert L, Knetzer, renowned “al- 
falfa dealer.” The government’s tax 
claim, now on file in a “prior” cate- 
gory with Bankruptcy Referee 
fhomas Williamson, is for a four- 
month period last year when both 
were allegedly in business together. 

Kramer’s liabilities, it is said, now 
total about $2,300,000. Assets liqui- 
dated thus far total only $36,000, 
with the possibility that another 
$25,000 may be realized. 

Knetzer reportedly owes his cred- 
itors $2,500,000, with liquidated as- 
sets to date totaling $20,000. No tax 
claim as yet has been lodged 
against Knetzer, who is also in the 
midst of bankruptcy litigation. 


Capital Names Hicks 
Capital Motor Sales, Charleston, 
W. Va., announces the appointment 
of Jack Hicks as manager of its 
used-car and truck lot at 101 Vir- 
ginia St. 


SELZ-IT SIGN KIT 
Makes Any Sign You Desire 


OVER AND OVER AGAIN 


Each 


SELZ-IT SIGN KIT pictured 
above contains 924 letters and numerals 


‘or making any sign you may desire. 
Kit contains 6 metal holders 20 in, long 
by 4 in. wide. Letters and numerals 
are easily inserted and removed from 
each sign holder. Each holder has two 
suction cups that hold sign firmly to 
glass, Each SELZ-IT SIGN KIT comes 
packed in a box with 40 convenient 
separate stalls for storing letters and 
numerals, Letters and numerals come in 
both white on black and yellow on black. 


REMEMBER: SELZ-IT SIGN KIT 
(Pat, Pend.) 


‘Tells It and Sells It’’ 
Price $9.95—Order NOW 


MANUFACTURED BY 


THE HOUSE OF RYAN 
4712 West Broad St, Richmond, Va, 
SEND CHECK AND SAVE 
Cc. 0. D. FEES 














































































































Kindly Acknowledge 
Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 


AUTOMOTIVE NEWS 





HELP WANTED 


SERVICE MANAGER WANTED — Skilled 
auto mechanic; start as working foreman, 
build up service department of growing 
new-car and truck dealership in prosper- 
ous central Washington city. Excellent 
shop, well equipped. Wonderful oppor- 
tunity for right man, neat appearing and 
able to meet customers, handle shop staff. 
Box 3029, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER for established Reo 
distributor. Thoroughly familiar with 
trucks, Only experienced top-notch pro- 
ducer able to take charge. Salary and 
bonus. Exceptional opportunity, Write in 
detail why you think you are the man. 
Reo Truck and Bus, 311 8, Main, Mem- 
phis, Tenn. 


TRUCK BODY 
SALESMEN 


Men to represent us in various territories that 
are now open throughout the United States. 
We operate same as Motor Truck Manufac- 
turers, selling direct to dealers only. District 
men appointed will have opportunity of be- 
coming Regional Managers. Our Packette 
bodies for flat face cowls, van bodies and 
Stor-Tudor body for the new Ford Parcel De- 
livery have unprecedented dealer and user 
acceptance. 

Excellent future as well 
living at home. 

Write, phone or wire 


Oltman-O'Neill Company 


23500 SHERWOOD AVENUE 
CENTERLINE (Suburban Detroit), MICHIGAN 





as possibility of 





NEW AND USED CAR SALESMANAGER 
in Chevrolet and Buick dealership of 150 
car contract. Must be able to sell as well 
as train and direct others, Salary and 
overall commission, Glasgow Motor Com- 
pany, Glasgow, Montana. 


CHRYSLER PLYMOUTH DEALER in town 
of 25,000 in Northern Illinois needs first- 
class mechanic. New equipment. Excel- 
lent working conditions, Permanent. Good 
salary plus incentive plan. Box 3013, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, with Chrysler prod- 
ucts experience, by long established dealer 
in Southeast Florida city. Box 3021, c/o 
Automotive News, Detroit 26. 











POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/. cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 









CHEVROLET DEALER: 
tion in dealership on partnership or par- 


I desire connec- 


ticipating basis, Capable of assuming 
full responsibility, 17 years Chevrolet 
retail and Chevrolet factory sales experi- 
ence. Thoroughly familiar with all phases 
of dealer operation. Now employed as 
salesmanager in Chevrolet dealership. 
Married, excellent health, highest refer- 
ences. North or South Carolina pre- 
ferred. Box 3034, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER—Trained in large dis- 
tributorship of Chrysler, DeSoto, Dodge, 
Plymouth parts. Opportunity desired to 
improve position. Trained in all phases 
parts operation such as shipping, receiv- 
ing, perpetual inventories, sales, etc. 
Compensation—good basic wage with in- 
centive plan for increased performance. 
Prefer eastern location, References. Nich- 
olas Bahnick, R. D. No. 1, Coplay, Pa. 


es siaeeeneeciemmstemnneiemmn 

PARTS MANAGER AVAILABLE. 15 years’ 
experience Chrysler products, retail and 
wholesale, Can completely manage profit- 
able volume operation, Employed, best 
references, desire permanent opportunity 
with progressive cor.cern. Remuneration 
commensurate with responsibility, Box 
3022, c/o Automotive News, Detroit 26. 


OFFICE MANAGER — ACCOUNTANT. 
Would like business managerial work or 
accounting work, 20 years’ experience, 
thoroughly familiar with various systems 
costs and management, Can furnish ex- 
cellent character and business references. 
Write Box 3023, c/o Automotive News, 
Detroit 26. 













OFFICE MANAGER, ACCOUNTANT—26. 
Factory trained Ford system. Experienced 
600-car dealer. Married. Best of refer- 





ences. Box 3014, c/o Automotive News, 
Detroit 26. 
f DEALERSHIP WANTED * 
INTERESTED IN PURCHASING “Big 


Three’’ dealership. Cash available up to 
$100,000. Can qualify with factory. Write 


in strict confidence to G. B. Boyes, 39 
ier Hill Blvd., West Hartford 7, 
onn. 


WANTED—CHEVROLET FRANCHISE in 
Florida, I am now a Chevrolet dealer 
and would like to secure Chevrolet fran- 
chise in Florida, contract from 50 to 200. 
Reasonably sure of factory approval. All 
information will be held confidential. Box 
3020, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED—General Motors 
or Ford, 100 car and up, any size, any 
price, qualified with the factory. Box 
2999, c/o Automotive News, Detroit 26. 


DEALERSHIP FOR SALE 
WELL ESTABLISHED 300-car dealership, 


Petits Phe ao Cae 


era 


FIFTEEN ENT 


Vena 


DEALERSHIP FOR SALE 


DEALERSHIP AVAILABLE (NASH) in 
large Massachusetts city; only dealer in 
city with population 250,000. Excellent 
location, no building to buy, present lease 
runs another 3 years, very latest equip- 
ment. Will sell whole or in part. Appli- 
cant must be acceptable to factory. This 
is an opportunity for the right person to 
walk in and take over a going business 
with a minimum investment. Address re- 
plies to Box 3028, c/o Automotive News, 
Detroit 26. 


a eet naatenesnanertaastenemmmmnenesibmmmmmubemmnsinanaies 
WISCONSIN GARAGES—Milwaukee, now 
handles Chrysler-Plymouth, sold 220 in 
1948—$82,500. South Wisconsin, now 
sells Kaiser-Frazer, Buick—$26,000. Ga- 
rage, now sells Fords, 600-car potential, 
near Milwaukee, handles Pontiac and 
Case farm machinery. No. Wisconsin, 
now handles Chevrolet, sold 250 in 1941. 
New building, now sells Fords, 400-car 
potential. Ed Ihlenfeldt, 3314 W. Lisbon, 
Hopkins 2-6150, Milwaukee 8, Wisconsin. 


WELL ESTABLISHED NEW CAR DEAL- 
ERSHIP, now handling Nash, in north- 
west Iowa town, population 30,000. One 
hundred car costract, Will sell or lease 
finest sales and service building in town. 
Can sell with or without used car stock. 
Box 3010, c/o Automotive News, De- 
troit 26. 


FOR SALE: New car dealership in one of 
the leading cities in Michigan. Modern 
garage, downtown location, Will sacrifice 
because of ill health. Must have change 
of climate. Box 3026, c/o Automotive 








BUSINESS PROPERTY — Modern 
and salesroom, 9,000 square feet under 
roof, three Joyce twin post lifts in service 
department, two acres of ground, on U.S. 

Seven- 
room modern home and additional eight 
Several new car fran- 
Priced low for quick sale. 
D. W. Bowman, Box 432, Sidney, Ohio. 


GOODYEAR’ STORE, 


MOTIVE 


BUSINESS FOR SALE 


25 at north edge of Sidney, Ohio. 
acres if desired. 
chises open. 
car and home supply for sale in 
and oil industry. 


in good building with attractive 
available. 





~ BUSINESS OPPORTUNITIES 





PARTS franchise, many well 
ginia city business center; 
16 years; brick building, 
40x200; long lease; 
reasonable. 
Cleveland, Ohio. 


should sell several 


property, parts, equipment, 
book value, 


Cleveland, Ohio. 


garage 


WESTINGHOUSE 
good 
county seat town supported by farming 
Business well located 
lease 
Will sell below invoice to move 
quickly. Located in Ballinger, Texas. Box 
3033, c/o Automotive News, Detroit 26. 


AUTOMOTIVE—ELECTRICAL SUPPLIES 
known 
items; wholesale jobber; large West Vir- 
same owner 
two floors, 
$50,000 stock; price 
APPLE COMPANY, Brokers, 


AUTO SALES $35,000 MONTH. One of the 

top three Indiana cities, 25,000; live wire 
hundred cars this 
year; building, 60x112; modern equipped; 
nice sales room; complete parts and serv- 
ice department; large lot; $75,000 includes 
franchise, 
APPLE COMPANY, Brokers, 


NEW CAR DEALERSHIP—in richest farm- 


MONEY-MAKING BUSINESS in a growing 
Texas community supported by oil and 
agriculture. Leading automobiles, tires 
and electric appliances. Business well 
located in large building. Inventory less 
5% for any obsolete merchandise. Ad- 
dress inquiry to Box 3035, c/o Automo- 







News, Detroit 26. 


ing section of Georgia, Now handling 
Kaiser-Frazer, Willys-Overland Jeep. Will 
sell all or part. Box 3027, c/o Automo- 
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tive News, Detroit 26, 

PACIFIC COAST. Well established dealer- 
ship in one of Washington's largest cities, 
handling leading independent line of cars, 
available to party who can qualify with 
factory. Splendid building and attractive 
lease. This business showed a net profit 
of $50,000 in 1948 after all taxes and 
depreciation. Full price for equipment 
and fixtures, $17,500. Parts at inventory. 
Box 3008, c/o Automotive News, De- 
troit 26. 

FOR SALE—New Car Dealership. Southern 
Michigan, one of ‘‘Big Three.’’ Light on 
trucks in town of 4,000 in rich farming 
and manufacturing area. Net profit 1948, 
$89,000; 10-car quota; body shop, used 
car cperation. Will lease; $50,000 re- 
quired, or sell reasonable. Box 2993, 
c/o Automotive News, Detroit 26. 


ESTABLISHED DEALERSHIP in down- 
town Akron, Ohio. Now handling inde- 
pendent make cars, trucks and farm 
equipment. $35,000 will handle deal if 
interested party can qualify with factory. 
Attractive lease and no excessive new or 
used cars in inventory. Box 3016, ¢/o 
Automotive News, Detroit 26. 

DEALERSHIP, now handling Dodge-Plym- 
outh, in prosperous central Pennsylvania 








































selling. Box 3019, c/o Automotive News, 
Detroit 26. ae 

A FINE PENNSYLVANIA DEALERSHIP, 
now handling Studebaker cars and trucks. 
Modern building can be purchased or 
leased. Attractive price due to other 
interests. Wirte Box 3018, c/o Automo- 
tive News, Detroit 26. 


AUTO AGENCY, now handling Hudson, 
established Philadelphia, Pa., richest sub- 
urban district, Modern leased building, 
with finest service equipment. This busi- 
ness is up and going but owner has other 
interests that require his attention. Will 
take approximately $40,000 capital. No 
triflers, principals only. Box 3024, c/o 











































tive News, Detroit 26. 
NEW CARS WANTED 


ATTENTION AUTHORIZED PLYMOUTH 
DEALERS. Would like to purchase a 


few deluxe and special deluxe Plymouths, 
four-door sedan and club coupes. Write, 


stating your price F.O.B. your city. Cars 
must be brand new with manufacturer's 
(Doc) Vaughn Motor 
Dodge & Plymouth Dealer, 


certificate. L. A. 
Company, 


Corsicana, Texas. 


BRAND NEW ONLY. We will buy a limited 


number of new General Motors, Ford and 


Chrysler products; trucks, 
cars. 
tial. 


Nebraska. 


Cadillac, 


pickups and 
All transactions strictly confiden- 
Powell Motor Co., Box 163, Grant, 


WANTED—New 1949 - 60 special Fleetwood 
fully equipped, cypress green. 


Car must be brand new with manufac- 


turer’s certificate. 
from authorized Cadillac dealer. 
register in dealer’s local area. 


Corsicana, Texas. 


Prefer to purchase 
will 
Car not 
to be resold. Write, stating price F.O.B. 
your city, to L. A. Vaughn, Box 796, 


1949 MODELS WANTED. Mercurys, Chev- 


rolets, Fords, Oldsmobiles, Buicks, Plym- 


Oklahoma City, Okla. Phone 3-5068. 


f 10,000. Gross last year, ouths, Pontiacs. Single or truck loads 
soaaoat. This eta will cae in- bought at a price, Immediate cash avail- 
vestment in two years at present earning| ble. We are acquainted =, 7 
rate, Illness of owner only reason for details. All transactions confidential. 

. Spaniol Car Company, 301 N. Walker, 


PONTIACS from franchised dealers at $250 


above invoice cost. No infringement, We 


transport. Mohrman Pontiac Company, 


Del Rapids, So. Dak. 
NEW CARS FOR SALE 


Attention CAR DEALERS 
MY LOSS — YOUR GAIN 
MUST SELL—Below Distributor's Cost 
Large Stock of 




















USED CARS FOR SALE 





(Dealers Only) 


TWO BIG SA 


EACH WEEK 


TUESDAY AND THURSDAY 


Sales Start at 12:30 
. 


NEW CAR DEALERS 


Consign Their Cars to Us for the 


Thursday Sale 
* 


USED CAR DEALERS 


Consign Their Cars to Us for the 


Tuesday Sale 
All Buyers Welcome 


CHICAGO AUTOMOTIVE AUCTION, INC. 
7843 EXCHANGE AVE. 
RE 4-6100 


John Corrigan, 








USED CARS 
--- Wholesale --- | 


ALL MODELS 
‘40s to '49s — LARGE SELECTION 


GOLDHAR-ZIMNER, INC. 


ALL MAKES 


Chrysler-Plymouth 
18500 LIVERNOIS 


DETROIT 21, MICHIGAN 
UNiversity 4-2800 


(Ask for S. Morris, Manager) 


Phone: 


AUTO AUCTION 


TIM ANSPACH 


Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... 


DEALERS ONLY 


Sale Starts at 12 Noon (C.S.T.) 


EVERY THURSDAY 


Weekly Prices Mailed on R 


MANEY MOTOR CO. 


AUTO AUCTION | 


CHICAGO, ILL. 


Geor pSaey, eneew 
uctioneer 


12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


AUTO AUCTION 


USED OARS FOR SALE 


Indianapolis 
DEALER AUTO AUCTION 


In the Heart of Auto Row 
1129 N. MERIDIAN ST. 


Every Wednesday — 12:30 


Indianapolis’ Oldest 
Auto Auction 


| 
| 


“A Sale Run by Business Men in a 
Business Way” 


DUTCH STUART, Auctioneer 


|Charlie Stuart Auto Auction 
1129 N. Meridian St. 


INDIANAPOLIS, IND. 
Riley 3585 


LES 








KEN SCHAEFER'S 
The Only Indiana 
AUTO AUCTION 
In Continuous Operation Since 1943 


EVERY THURSDAY 
Dealers Meet at the Cross-Rooads of America 
INDIANAPOLIS, INDIANA 
Col. R. V. Martin, Auctioneer 
915 N. Illinois St. Phone Lincoln 5383 








Pittsburgh's 
West Penn Auto Auction 


Every Tuesday and Saturday at Noon 
DEALERS ONLY 
. 
Weekly Prices Mailed on Request 


Plenty of Cars and Buyers 
. 


Route 30, 10 miles East of Pittsburgh 
For Accommodations, Contact 


McKEE AUTO SALES 


7627 PENN AVE. PITTSBURGH, PA. 
Phone: Penhurst 1199 


| 








AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
Yq Mile East of Illinois State Line 
On Route 


EVERY FRIDAY... 11 A.M. 
175-Car Average 
Year's Percentage Sold Above 63% 
Dealers Buy -.- - Dealers Sell 


GEO. LAWSON—Owners—BUD FENNEMA 
DUTCH STUART, Auctioneer 


Dyer Auto Auction 


Phone 4111-4051 DYER, IND. 


Res.: Lansing, lll. 730 and 
Lansing, Ill. 107R 








WHEELING, ILL. 


25 Miles North of Chicago on Route 45, 
Milwaukee Ave. .. . Phone Wheeling 348 


DEALERS AUTO AUCTION 
Every Friday . . . 12 Noon 
500-Car Parking Area 
Troy D. Lee, Prop. John Corrigan, Auctioneer 


equest 





MURFREESBORO, TENN. —__————$ 


BUSES WANTED 


USED SCHOOL BUSES. Need one of each, 
36-48-54-60 passenger; prefer late mod- 





Automotive News, Detroit 26. _|1|Brand New 1949 Renaults EX-TAXIS ... 1946-47 els: will buy new ones if priced right 
NEW CAR DEALERSHIP in sunny Ari- : 2 : ull information first letter; cash wait- 
zona, Will sell cost of inventory, build- American Model—4-Dr. Sedans CHOMROLES -. LIMOS FORDS ing. Box 3037, c/o Automotive News, 
ings, shop equipment. $25,000 will handle Shipment Just Received UANTITY OF 4 TO 100 Detroit 26. 
or terms arranged. Box 3025, c/o Auto-| || Because of New Developments in Other EXCEPTIONALLY GOOD CONDITION BUSES FOR SALE 
__motive News, Detroit 26. __—_| |! interests Which Occurred Only Recently R. A. AGENCY 
DEALERSHIP FOR SALE—Hudson, town ae . ° ° FOR SALE. 10944 International K-7, 29- 
over 15,000 population. Piedmont section, MUST SACRIFICE to Liquidate This 4733 CHESTNUT STREET passenger bus with leather headrest seats, 
North Carolina, Will sell at inventory Stock IMMEDIATELY! SHerwood 7-1700 PHILA. 30, PA. full length seat in rear. Tires and me- 
parts, new cars, signs, etc, With or chanical condition A-1. If interested, 





without equipment. Approximately $15,- 
000. Full county to work. Will give lease 
on building. Reason for selling—poor 
health. Fitzgerald Motor Company, Lex- 
ington, N. Car. 

FOR SALE: On U.S. highway in Massa- 
chusetts, handling foremost truck line, 
most modern garage, showroom, etc, Also 
5-room cottage, plenty of land; also 
used parts and repairing. $25,000, plus 
new parts at inventory, approximately 
$5,000. Reply Box 3032, c/o Automotive 
News, Detroit 26. 





At the price | will sell these fine cars 


you will have plenty of profit. It will 
pay you to investigate. 


Phone or Wire 


WALTER DAVIS 


Ph. 37-7681 321 S. Main St. 
Memphis, Tenn. 











ONE OF “BIG THREE.” 150-car deal. 
Grossed over $233,000 last year. Modern 
bldg. and best equipment. Central loca- 


tion 50 miles from Boston, $49,000 will 
buy building, equipment and parts inven- 
tory. Box 3030, c/o Automotive News, 
Detroit 26. 


BUICK - CHEVROLET - OLDSMOBILE 
AGENCY, including real estate, stock and 
equipment, located within 250 miles of 
Chicago in the midwest, which sold 179 
cars in 1948. After 25 years successful 
operation, ill health is forcing me te sell. 
This deal is fairly priced and it will take 
$75,000 cash to handle it. Buyer must 
have factory approval. Box 3009, c/o 
Automotive News, Detroit 26. 


BUSINESS FOR SALE 








now handling one of Big Three in subur- 
ban area of large Eastern city. Right 
party would not need all cash. Prefer 
to retain part interest. Box 3031, c/o 
Automotive News, Detroit 26. 





LOS ANGELES’ finest 


used car let for 
sale, one block from Honest John. Terms, 
as low as $8,750. Balance like rent. 
Phone Fairfax 8484 or write 912 South 





Vermont Avenue, Los Angelés, California. | 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 


j 


| 











6600 N. Broad St. 
i 


WEEKLY PRICES MAILED ON REQUEST 
6 


Tel. Livingstone 8-3000 








CHARLIE THALE'S QUINCY AUTO AUCTION 


Held Every Friday at Broadway Mo 
3200 Broadway—Tel. 3200-0 


“e 


Philadelphia's 
DEALER AUCTION 
EVERY TUESDAY ...11 A.M. 


Harry D. Gilbert 


Automobile Auctioneers 


PLENTY OF CARS AND BUY 


(For Dealers Only) 
in Continuous Operation Since 


uinc 

(Ill. Rt. No. 104 at 32nd St. 

Thompson and Joe Russell, Au 

oodwill Offer: ‘'Free Buy-Back 
‘49 Models) 





Phila., Pa. | 


write or phone Rope Truck Sales, Inc., 
750 Bellefontaine Avenue, Lima, Ohio 
Phone 4-8241. 


NEW 1949 DODGE 48-passenger school bus, 
model FS-192. Carpenter body, Ohio 
state approved, dealer’s cost price, Mar- 
ket Motor Company, 3939 Market Street, 


Youngstown 5, Ohio. 





BRAND NEW, 1949 Dodge RS-229 school 
bus chassis, code 183, net cost. Sheraw 
Motor Company, 720-30 Green Avenue 
Altoona, Pa. 








New Dodge School Buses 
$2,995 


40-passenger Wayne Bodies mounted 
on new Dodge 200” chassis. 


THESE BUSES HAVE NEVER BEEN USED 


ERS 





1947 . 

tor Mart | R. J. Chamberlain Motor Co. 
Y' Ut. 344 S. Schuyler Ave. 

ctioneers Kankakee, Illinois 

Fees on 
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TRUCKS FOR SALE 





TRUCKS FOR SALE 
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47 























PARTS FOR SALE PARTS FOR SALE MISCELLANEOUS 
BR ND NEW FORD F-3, %-ton parcel} NEW AND USED TRUCKS—AlIl makes| WHOLESALE PONTIAC PARTS, large MODEL T & A genuine Ford parts, Com-| ENGINE REBUILDING — Crankshaft 
celivery chassis with Boyertown MFS8 and models, % to 10 ton. New 1949 stocks of hard-to-get parts, body and plete stock, immediate delivery. DePerty’s grinding and  wmetalizing. John P. 
merchandiser body, complete with insu- Dodge %-ton pickups. New 1948 Fords, fender parts for all models. Fast serv- Ford Parts, 161 North Fifth Street, Hughes Motor Co., Inc., 300 Commerce 
lated top, all body lights; excellent for all models from F-1 to F-8. New 1948 ice, liberal discount. Walter H. Schultz Newark, New Jersey. St., Lynchburg, Virginia. 
bakers, laundries, food products, depart- White WB18 with 120 motor; 9.00x20 Pontiac, 16-20 Passaic St., Trenton 8, SHOP EQUIPMENT WANTED 
ment stores. List price $2,636, our price tires, L.W.B. 1948 Federal, 35M2 trac- New Jersey. 


$2,166. Write, wire or phone. Heath 
Motor Co., Ford dealer, 318 West 5th 
St., Charlotte, N. C. Phone 3-6658. 
WHOLESALE PARTS TRUCK—Only 5,500 
miles, 1948 Chevrolet model 3742, for- 
ward-control with Montpelier Urban de- 


transmission, air brakes, 
excellent condition. 1942 
dem (dead tandem), 
Diesel engine, 230-inch wheelbase, 
flatbed. We carry 
trucks and trailers. 


tor, fully equipped, 2-speed axle, 5-speed 
10.00x20 tires, 
Autocar Tan- 
150 H.P., Cummins 
17-ft. 
a complete line of 
Write or call Bill 








And All General Motors 














livery body, sit-drive type, 6 ft. wide, Fishel, Vandeventer Auto Sales, 717 So. 
nearly 6 ft. high, 10 ft. long loading Vandeventer, St. Louis, Mo, Phone: PARTS AT WHOLESALE 
space, complete with parts bins, regularly Franklin 1750. $100,000 INVENTORY 
carrying representative stock of parts | —————___—— - — 
and accessories for two lines of cars. PARTS WANTED LIBERAL DISCOUNTS 
Perfect unit this type work at big dis- | A[?TENTION FORD DEALERS: Take this Heods . 
count from net prices. Gray and White opportunity to exchange your obsolete or Grilles Sodeme Ports 
Chevrolet, Hillsdale, Mich. over-stocked genuine Ford parts for cash Hub Caps Shock Absorbers 
(1925 to 1949). Mail list including best Fenders istributers 
ee discounts to: DePerty’s Ford Parts, 161 Gas Tanks jc ea 
North Fifth Street, Newark, New Jersey. Trunk Lids Steering Wheeis 
ea Fuel Pumps Clutch Parts 
T r u Cc k Ss PARTS FOR SALE . And Many Other Items 
FOR SALE: CARTER carburetor parts to Orders Filled Same Day Received 
h | | fit ‘42 Willys and eae baw so 
AW 5398S. These parts consist of complete 
° esa e repair units, less floats, castings = SELMI MOTORS, INC. 
gaskets. 300 pounds in packages an T M I ARTS 
200 pounds bulk. All new and in good ness eS OBILE P 
? . condition, Submit an offer, Shumaker | 
48s and ‘49s Auto Parts, Jasper, Alabama. | 3431 N. i Pate 900 ate Pa. 


LARGE SELECTIONS 
'/>, 344 and |-Ton Pickups 
Also |!/> to 3-Ton Models 

CHRYSLER - PLYMOUTH 


ROOSEVELT MOTORS, Inc. | . 


One of the Largest Chrysler Parts 
Dealers in the Midwest 
e 


WE CARRY A LARGE STOCK OF 
FENDERS, GRILLES, DOORS, PANELS 


Genuine Mopar 
e 


Send Us Your Order 
We Ship Anywhere 


AUTO SALES 


4156 W. Roosevelt Road 
CHICAGO, ILLINOIS 
Established 25 Years 


Wire or Phone Sacramento 2-7850 








FORD SIEBERT POLICE PATROL 


Brand new Ford model 8RC '/2-ton Panel, con- s 

verted to Siebert Police Patrol. Will sell at 

factory billing both panel and Siebert con- 11310 JOS. CAMPAU 

ees DETROIT 12 
TOWN AND COUNTRY MOTORS, INC. Phone: 





Greenwich, Conn. TWinbrook 2-7500 


379 Greenwich Ave. 














MARGOLIS. 








“OLDSMOBILE PARTS 


We Carry the Largest Stock of Slow-Moving 
Parts in the U.S.A. 


UP TO 40% DISCOUNT 


FAST OR SLOW MOVING, WE HAVE THEM IN STOCK. 
ORDER TODAY BY WIRE, PHONE OR MAIL 


TREVELLYAN OLDSMOBILE, INC. 


315 South Capitol Phone 2-1127 
LANSING 25, MICHIGAN 


CLEVELAND, OHIO 


DEALERS' AUTO AUCTION 
AUTO PALACE—3167 West 117th Street 


2 Blocks North of Lorain Avenue 


AUCTION EVERY FRIDAY, RAIN OR SHINE 


Bring Your Cars Anytime. Stored in Heated Garage. 
Wholesale Every Day. Auction Starts at 12 Noon. 
HEATED AND LIGHTED SALESROOM 
DOC MILLER, RAY AUSTIN CHARLIE McCARTY 

Auctioneers Promoter 


McDERMOTT-SCHUELE MOTORS 


PHONE WINTON 3105-3106 
Downtown Office: 1515 Chester—SUperior 1269 











Special! Special! 
To Our Dealer Friends 
1948 FORD TUDORS $975 


We Can Furnish Any Number Wanted. These cars are excellent buys 
and should make you a lot of money. 


Let Ogontz Motor Co. be your headquarters when in Philadelphia. We 
can personally assure you a good time and a good buy while here. 


OGONTZ MOTOR CoO., INC. 


Authorized Ford Dealer 
6146 LIMEKILN PIKE, PHILADELPHIA 41, PA 
(6100 north at 18th Street) 
WaAverly 41600 
Official Penna. 


AAA 
Official Representative Inspection Station 



























“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 





Wholesalers: We Are Quantity 
Shippers...Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


| “EDGE OF THE LOOP" 
1000 S. Wabash Phone WABash 1030 
CHICAGO §, ILL. 


FORD 


GENUINE PARTS 
Buy a Little or a Lot of Scarce items 
at Attractive Trade Discounts— 
Prompt Service 


—Authorized Ford Parts Distributors— 


BOULEVARD MOTOR CORP. 
2392 Boulevard 
JERSEY CITY 4, N. J. 
Delaware 3-3400 














OLDSMOBILE — 








BUICK PARTS 





ACCESSORIES FOR SALE 


NYLON AND FIBRE 
SEAT COVERS 


For a Dealer who wants to give his 
customers both perfect fit and 


distinction. 
co 


We carry tailored covers in stock 
from 1936-1949 models. 
Serving Dealers fer 15 Years 


. 
WRITE TODAY FOR TRIAL ORDER 
7 


BILL SWEET 


Distributor of Wearwell Covers 
18685 W. 9 Mile Road Detroit 19, 
Kenwood 1-1660 





LICENSE FRAMES 


Modern line. Important improvements. 
price setup. Easily earn an extra $200 or 
—- State exact territory and 
carri 


Ben Phillips 
PRESSURE CASTINGS CORPORATION 
10721 Chandler Bivd. No. Hollywood, Calif. 


SHOP EQUIPMENT FOR SALE 








Low Prices for Quick Sale 
FORD V-8 MOTOR REBUILDING 
AND GARAGE EQUIPMENT 


Main Bearing and Babbitting Outfit—2- 8” 
Gas Fired Furnaces and Ladies; 1 Quick 
Way Rebabbitting Outfit; 1 Lemco Re- 
babbitting Outfit; 1 Lemco FSU No. 799 
Line Boring Set. Total Cost, $470; Sale, 
$150. 

Motor Driven Reamer Drive—Like new. 
Cost $125; Sale, $75. 

Lincoln Linewelder—Less than 6 mos. old. 
Cost $194; Sale, $149. 


Mogul Metalizing Welder for repairing 
cracked blocks, Model No, 550, Cost 
$340; Sale, $175. 

Storm-Vulean Crankshaft Grinder, No, 14 
Fast, accurate machine, up to 48”, Cost 
$4, 600; Sale, $2,995. 

Mangus | Aja-Dip, No. 3—Latest hot bath 
agitated motor and parts cleaner, nat- 


ural gas fired. Cost $908; Sale, $695. 


Rex No. C42E Degreaser—Electric, Motor | 
and Parts degreaser; like new. Cost | 
$900; Sale, $375. a ay 

BCG Strom Reboring Bar — Cost $228; 


Sale, $95. e 2. ae 
Sioux Wet Valve and Lifter Refacer—Good 
condition. Cost $282; Sale, $125. 


2—Aro Hand Grinders, high speed, air op- 
erated surface grinders. Cost $78 each; 
Sale, $30 each. 


Many other garage and motor 
tools and equipment items. 


Phone or Write C. D. Randall, 


RANDALL & BLAKELY, INC. 
GRIFFIN, GEORGIA PHONE 2248 


Mich. 





A sideline Sales Opportunity for free-lance 
salesmen who now call on new-car Cosine, 





“building | 













1—USED MOBILE Infra-Red oven. 8— 
used Vapor Proof Lamps (Incandescent 
or Fluorescent). Auto Renewal Company, 
Johnson City, Tenn. 


SHOP EQUIPMENT FOR SALE 


IMMEDIATE DELIVERY—New steel parts 
bins, hundreds in stock, set up, wrapped 
and cartoned for immediate delivery. We 
also have available new and used lockers, 
new benches, Parker vises, tool boxes, 
Black & Decker electric tools and grind- 
ers, Lyon tool toters, tool stands, paint 
storage cabinets, drawer files and hun- 
dreds of other items too numerous to 
mention. We ship everywhere. Write for 
“In Stock’’ bulletins and tell us what 
items in particular you require. All re- 
quests cheerfully acknowledged. We stock 
what you sell. Machinery and Equipment 
Exchange, 3400 W. Fort St., Detroit 16, 
Mich, Telephone TAshmoo 5-2310. 


STEAM CLEANER — Gas-fired; new; 


sta- 
tionary or can be mounted, No. 900 






AIRCRAFT AUCTION SALE 


Starting May 7—1:30 P.M. 
Thereafter 
First Saturday of Each Month... 
July, August, September, October, 
November 
AT 
Ross Airport and Flying Field 
(2 Miles East of City Limits) 


MONTPELIER, OHIO 













June, 































We sold many planes in 1948. 
Our last sale being in Novem- 


(Tivet), 3-phase, 220-volt, 60-cycle elec- 

tric ere cost $2,400—sell $800. Con- ber, 1948. We expect renewed 
tact Victor M. Zehnder, Towmotor Cor- ’ : 

poration, 1226 East 152nd St. GL. 0900, || interest in 1949. 


Cleveland, Ohio. 


BARGAIN—PRACTICALLY NEW Weaver 
front end machine with all correction 
attachments for all types passenger cars. 
Cost over $900, will sacrifice for $395. 
Write, wire or telephone. Courtesy Motor 
Co., Inc., 410 East Main St., Johnson 
City, Tennessee. 


ANTIQUE CARS FOR SALE 

FOR SALE, 1912 Model T Ford Touring, 
excellent condition. Zepp Nash Sales, 
Westminster, Maryland. 


ss MESCELLANEOUS | 


| FOR SALE: 8,000 pounds of 5/32 AC or 
| DC welding rods, class 6012-13-20, vari- 
ous brands, original 50-pound containers, 
perfect condition guaranteed. $120 per 
ton F.O.B, Jasper, Alabama. Shumaker 
Auto Parts, Jasper, Alabama. 


$20 is the charge for entering 
sale. Not responsible for any- 
thing to anybody. Caution is 
the watchword. Bring titles. 


We are headquarters for auc- 
tion sales. We sell autos and 
trucks every Monday of every 
week in our modern, new sales 
pavilion. 


MONTPELIER 


AUTO AUCTION 
Woodruff and Drake, 


Co-Partners 









Tow Bar Sales Company 


ctory Distribut 
100 $0, ELINTON St ClicASO > 6 HL. 


DE 2-6700 - AN 3-8888 - DO 3. 









WANTED 
USED-CAR MANAGER 


Major, long-established Detroit automobile manufacturer 
has an attractive opening for an experienced used-car 
merchandising manager. 

He must have home office as well as automobile field- 
sales experience, a complete knowledge of present-day 





dealer operations, and the ability to create, present and 
execute used-car merchandising programs for dealers. 
If you can qualify for this top-ranking position with an 
aggressive organization, apply in writing, giving com- 
plete outline of your past 10 years’ experience, age and 










marital status. Enclose photo or snapshot if available. 


Your reply will be held in strict confidence. 
BOX 3036, 
c/o Automotive News, Detroit 26. 


HORSEHEADS, N. Y. DANVILLE, PA. 
EVERY FRIDAY EVERY WEDNESDAY 


THESE TWO AUTO AUCTIONS LEAD THE WAY 
FOR QUICK ACTION! 


YOU WILL ALWAYS FIND PLENTY OF MERCHANDISE 
AT BOTH AUCTIONS 


- - + DEALERS ONLY - - - 
































































Horseheads, N. Y., is located adjacent to Danville, Pa., is 75 miles North 
Elmira, N. Y., om three railroads and airlines. of Harrisburg, Pa. 


FREE TRANSPORTATION FROM TRAINS AND AIRPORTS AT ALL TIMES 
Inside Sales Pavilions with Modern Restaurants 
R eS WEST, Owner 
Ri RD, Auctioneer 


























































New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 J or Two Years $14 I 
eu eee | Te 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
















Street Address 


TRADE CONNECTION: 


Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [] 
ie sukuk dbkecceus@aessSace isk tOGsMATERC ETS 


! 
| 
' 
Supplier [] | 
| 
| 
| 


4-25-49 
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FARMERS KNOW the International Harvester name. They good news for International Truck Dealers. It will tell 
know quality is built into every machine and piece of their story 9,500,000 times to readers of April issues of — 


equipment bearing that name. Farm Journal Successful Farming 


Farmers are the world’s largest users of trucks. And now Country Gentleman Capper’s Farmer 
they are financially able to buy the trucks they need. Progressive Farmer Southern Agriculturist 


That’s why the above advertisement, capitalizing on The story is a logical one—it will make sales for Inter- 
the International Harvester reputation among farmers, is national Truck Dealers. 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 
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